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Domestics Near 60-Day Supply ... 





60 Stocks Soar to Spi 


By Maynard M, Gordon 
News Editor 

EW-CAR dealers prepared to 

greet the spring market last 
week with a near-record inventory 
of an estimated 916,945 domestic 
models. The stockpile was the larg- 
est ever amassed in a non-clean- 
up period. 

The domestic inventory reflect- 
ed a 20.3 percent increase from 
February’s 762,049 load and 
amounted to a 56-day ‘supply at 









































By Robert M. Lienert 
Associate Editor 
[D cars are beginning to move 
little better than they have all 
r, according to dealers across 
country. 
The action is not exactly breath- 
however, and much of it 
ently has been stimulated by 
ice concessions at both the re- 
fl and wholesale levels. 
ovement has been strong 
th, however, to keep inven- 
virtually unchanged from a 
h earlier—something that cer- 
ly can’t be said for new units. 
” on a” 


MHE average used-car stock held 
P 7 a franchised dealer on March 
good for 35.5 days of selling, 
ding to Automotive News’ esti- 
against 35.1 days on Feb. 1. 
represents a barely per- 
gain of 1.1 percent. 
discussing the used-car situa- 
better than 70 percent of the 
contacted said used-car 
had improved in recent weeks. 
y of them, however, tended to 
ify their statements. 
dealer said he had noted an 
ovement, but results were “too 
to show a definite trend.” 
Others said that the improvement 
’t great enough to cause ex- 
nent. 
ong dealers who reported no 
ovement, however, could be 
Ound none who reported a worsen- 

situation. 


tio 


JPMALers were rather widely 
split in their reports on profits. 
said bad, some said good; a 
few said better than on new cars. 
' One dealer noted that a clean 
always sells for. a profit. An- 
other reminded dealers that used 
tats will bring a profit only “if 
‘they are put on the. books at the 
Proper price.” 

This dealer said further that he 
started taking in used cars at 
tices which will give him a profit 
the figure the public will pay. 
Another dealer reported sharply 
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sker Used-Car Action 
sping Stocks Level 


lowering appraisals on tradeins. 

This ruthlessness in readjusting 
used-car prices was echoed by other 
dealers. It has also been reflected 
in recent wholesale reports. 

* * x 

‘ao entire used-car price struc- 

ture is apparently being oOver- 
hauled at an unseasonal time. Nor- 
mally, in this period just before the 
spring selling season, used-car 
prices tend to hold steady or firm 
up a bit. 

Main price adjustments in the 
past have come at new-model 
time and just after. This year, 
used-car values were surprisingly 
firm in that period. 

Current price adjustments, then, 
may be either a delayed reaction, 
or they could reflect a growing be- 
lief that used-car values this spring 
will be relatively weaker than they 
have been in past years. 

+ a cd 


p= are giving increasing 
evidence that they plan to de- 
vote increased effort to their used- 
car operations. 


(Continued on Page 4, Col, 4) 


the slightly accelerated sales rate 
of early March, 

When combined with the esti- 
mated 75,000 imported cars in deal- 
er stocks March 1, the supply of 
cars available to shoppets was 
more abundant than any other ex- 
cept that of last Aug. 1, Then, 
domestic inventories alone set an 
alltime record of 976,390 units. 

*) * * 

N THE field; few dealers were 

pushing the panic buttdn be- 
cause of bulging stockpiles, Pro- 
duction cutbacks combined with 
hopes of a sharp spring upturn in 
consumer demand outweighed such 
negative factors as floor-plan costs 
and insufferable March weather in 
the East and South. 

“We have always clamored for 
the widest possible selection of 
models when the timing is right,” 


supply, because I won’t lose any 


prospects for lack of choice: in 
stock.” 
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N. Cole commented last week 
that while competitors’. stocks 
might be “out of line,” Chevrolet 
dealer inventories were on par 
with demand, Chevy dealers, 
meanwhile, were lacking Bis- 
cayne four-doors with Powerglide, 
while Ford dealers needed Falcons 
—rare shortages in the midst of a 
univérsal surplus of body styles 
and colors. 

The topic uppermost on dealer 
minds, as they contemplated snow- 
covered lineups of cars, was profits, 
rather than where the buyers will 
be coming from. 

“The buyers will be here all 
right,” a Valiant-Plymouth dealer 
told Automotive News, “when they 
are convinced we're trading ’em for 
$100 over. But what does that do to 
an already reduced markup?” 





a Ford dealer in Pennsylvania said. | 
“Tm not complaining over a 0-day | 


cm * * 
PROFIT is down because volume 
is down,” a western Rambler 
dealer said. “The biggest reason is 
our short supply of saleable items.” 
This merchant also reported a 





Ford division has added a Ranchero pickup truck to its Falcon line. The new model 
A dealer in the East said he plans| can haul an 800-pound payload and has 31.6 cubic feet of cargo space. It is priced at 
$1,882, including Federal tax and dealer prep. (Story on Page 61.) 





Output Up After Storm Cutbacks 


By Martin L, Whitmyer 
Staff Writer 

c= production in the U. S, last 
week rose 9 percent above a 
week earlier despite a walkout at 
Studebaker and readjustments 
throughout much of the industry. 
The industry turned out an esti- 


mated 151,136 cars last week for a| ed 75.6 percent of total 


12,463-unit gain over the previous 
week, when most assembly plants 
in the Kansas-Missouri and New 
Jersey-Delaware areas. were down 
from one to two days due to in- 
clement weather. Car output during 
the week ended March 5 totalled 
138,673 units—lowest output mark 
of 1960. 

The compacts scheduled a 
near-record 36,928 cars last week 
to capture 244 percent of total 
industry assemblies, but lost per- 
centage ground from the previ- 


Inside Automotive News 


Dealers cater to working man, Page 53. 
A boost for dealer. relations, Page 2. 
Sales Tests: Dodge Dart, Page 16; Daimler V-8, 


Witkie dubious on “dream” cars, Page 21. 
Territory bonuses—pro and con, Page 6. 


ous week, when 36,148 compact 
assemblies equalled 26.1 percent 
of total industry output. 

The 26.1 percent share was an 
alltime high for the six compacts, 
whose weekly record output is 
37,732 cars. 

Big cars (non-compacts) collect- 
industry 
output on. 114,208 assemblies last 
week, compared with 73.9 percent 
on 102, 525 assemblies a week ear- 


lier. 

Downrwarp adjustments in 
schedules were also felt by the 

compacts last week ag Studebaker 

lost two days work by a walkout, 

and Chevrolet worked its Willow 

Run Corvair plant only four days. 
The result was that Studebaker 

turned out an estimated 1,971 
cars last week, compared with 
2,696 assemblies a week earlier; 
and Corvair was off from 7,146 

to 6,400. About 5 percent of Stude- 

baker’s current production is 

Hawks. 

Among the other compacts, Ram- 
bler with 11,000 assemblies last 
week was on par with the record- 
breaking 11,024 cars turned out the 
previous week; Valiant with its 
Newark (Del.) lines gaining speed, 
upped its output from 5,597 to 5,850 
assemblies; Falcon, with three of 
its compact plants working six 
days, climbed fram 7,201 to 8,540, 


* * * 





and Comet, also working Saturday 
at Lorain, O., jumped from 2,619 to 
3,275. 
+ + * 
MU adjusting in schedules is 
being done among the lowest- 
price big-size group. Chevrolet in- 
creased output, while Ford and 
Plymouth rates have declined far 
(Continued on Page 65, Col, 3) 





Top Cars 


New-car registrations, 18 states 
for January: 


1960 1959 
Pos. Make Pos. 
1—15,619 Ford 16,503— 2 
2—15,370 Chevrolet 18,330— 1 
3— 3,937 Plymouth 4,483— 3 
4— 3,692 Rambler 3,017— 7 
5— 3,369 Pontiac 4,082— 5 
6— 3,197 Oldsmobile 4,215— 4 
I— 2,826 Dodge 1,693— 9 
8— 2,540 Buick 3,371— 6 
9— 1,564 Mercury 1,701— 8 
10— 1,281 Cadillac 1,524—10 
1l— 1,254 Studebaker 1,391—11 
12— 722 Chrysler 609—12 
18— 319 DeSoto 491—13 
14— 287 Lincoln 332—14 
15— 187 Imperial 174—15 
6,842 Misc. 6,266 
Total All Makes 
63,006 68,182 


Further details on Page 50. 
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dearth of six-cylinder four-door se- 
dans, 
As has been true ever since 
1956, dealers have found .it in- 
| creasingly difficult to close a deal 
out of inventory to a customer 
bent on getting a certain body 





and color. 

For example, dealers in the boom 
months of 1955 were frequently 
able to switch a “hot” prospect 
from white to black in color choice 
with a minimum of difficulty. Shop- 
pers in 1960 rarely will settle for 
another shade if white is their first 
choice, dealers say.. 

Prospect stubbornness about col- 
ors and body styles has’ been large- 
ly responsible for the acceptance 
of 60-day and even 75-day supplies 

(Continued on Page 4, Col, 1) 


Most Makes Spur 
Sales With Bonus 


All-Line Contest 
Staged by Chrysler 


By John K. Teahen Jr. 
Staff Writer 


Saas CORP. dealers, whose 
March sales exceed February’s 
by 30 percent or more will pick 
up $30 for each of the additional 
units. 


The across-the-board incentive 
program applies to each of the 
corporation’s vehicle lines, Val- 
iant, Dart and Dodge truck are 
included along with Plymouth, 
Dodge, DeSoto, Chrysler and Im- 
perial. 

The new contest means that 
Plymouth, Imperial and Dodge now 
have two bonus arrangements in 
effect. Plymouth’s event is based on 
V-8 sales; Imperial’s is of the con- 
quest variety, and Dodge pays 
salesmen up to $60 for Matador 
and Polara deliveries, 

7 * +. 


FOr March, each Chrysler Corp. 
dealer has been assigned a 
quota which igs 130 percent of his 
February sales. If he reaches or 
exceeds his objective, he receives 
$30 for each unit by which he tops 
his February total. 

Dealers have separate quotas 
for each line they handle. A deal- 
er stocking Plymouth and Val- 
iant must meet his- quota for 
each make to qualify for the 
bonus on either. The same rule. 
applies for Dodge-Dart dealers, 
Dealers handling Chrysler; Im- 
perial, DeSoto and Dodge truck 

will be paid for reaching their 
quotas on those lines even though 
they may miss the mark on other 
makes they carry. 

+ * * 


NCLUSION of Valiant.in the 

Chrysler program means that 
three compact makes now have 
sales contests in progress, Stude- 
baker and Corvair are the others. 
Rambler had a contest earlier in 
the year, but Falcon is not included 
in the current Ford contest; 

In addition to the six Chrysler 

sales contests are in ef- 
fect at Ford division, Chevrolet, 

Oldsmobile, Pontiac, and Stude- 
baker, plus Taunus and Simca 
among the imports. 

The Studebaker, Taunus and 
Simca events provide cash for deal- 
ers. The others offer cash, U. S. 
savings bonds or merchandise for 
salesmen and/or managers. 
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Factory ‘Must,’ Says Herpolsheimer . . . 


Dealer Relations Gets Big Boost 


By Maynard M. Gordon 


News Editor 

AR manufacturers have become 

dedicated to their dealer-coun- 
cil programs and would be inviting 
deep trouble were they to abandon 
them, says a 
dealer relations 
director. 

Paul Herpol- 
sheimer jr., who 
directs contacts 
between dealers 
and factory for 
Plymout h- 
DeSoto - Valiant, 
was quick to dis- 
miss NADA con- 

 m- , vention rumors 
P. Herpolshelmer that the ax was 
poised over dealer relations activi- 
ties as such. 

“There is no better avenue of 
liaison between the factory and the 
dealers,” he said. “Some of us may 
have been slow in seeing this, 
but no one now would want to 
roll back the clock.” 


*« * * 
ERPOLSHEIMER was inter- 
viewed on the eve of the P-D-V 

national dealer council meeting in 
Detroit this week. The 20 council 





members, for the first time, will 
include Plymouth-only dealers, 
Herpolsheimer recited a list of 
37 agenda topics for the national 
meeting as evidence of the impor- 
tance of the event to Chrysler Corp. 
“All these are subjects which 


S-P Plant Is Closed 
By Speedup Row 

SOUTH BEN D.— Production 
was halted at Studebaker-Pack- 
ard’s assembly plant last Wed- 
nesday when 7,500 employes 
struck over a production stand- 
ards dispute. 

Negotiations between the com- 
pany and UAW Local 5 were 
broken off at midnight when they 
failed to reach an agreement. Al- 
though no hour was set for re- 
sumption of talks, a company 
spokesman said S-P “is willing 
to meet with the union at any 
time and place” to resolve the 
issue. 

The dispute is an outgrowth of 
union charges of a plant-wide 

p. S-P denied the charges 
and said it had a right to “re- 
balance” work assignments under 
terms of its contract with the 
union. 








Banner February Sales 
Reported by Factories 


DETROIT.—Several auto manu- 
facturers said their February new- 
car sales were the best in history 
for the second month of the year. 
Their reports follow: 

Chevrolet 


General Manager Edward N. 
Cole said Chevrolet set two sales 
records last month. The records 
were for the most car sales in 
February and for the most car and 
truck sales in February. 

He said Chevrolet sold 143,625 
cars last month to top the previous 
February record of 129,639 set in 
1956. He said the month’s sales 
were nearly 25 percent over those 
of February, 1959, and that Corvair 
accounted for 18,483 of the monthly 
total. 

Car-truck sales in February to- 
talled 173,835, Cole said, compared 
with the previous February high 
of 154,588 in 1956. 

Cole said Chevrolet car sales in 
the first two months of this year 
are about 15 percent ahead of the 
1959 period. He said Corvair ac- 
counts for about 13 percent of 
Chevrolet sales nationally and 
about 25 percent on the West 


Coast. 
Rambler 


American Motors said Rambler 
retail sales last month were the 
highest of any February in history, 
and that it was the 29th consecu- 
tive month that Rambler sales had 
surpassed those of the comparable 
year-earlier month. 

The month’s sales totalled 28,312, 
compared with 23,425 last February, 
according to V. E, Boyd, field sales 
manager. 

Boyd said that in the first five 
months of the current model year, 
Rambler dealers have sold 31 per- 
cent more new cars than in the like 
period of last year—156,201, com- 
pared with 119,036, 

Sales in the first two months 
of 1960 totalled 63,261, an increase 
of 46 percent over last year’s 43,- 
243, he said. 

Pontiac 


Pontiac dealers in February re- 
corded retail sales of 32,204 new 
cars, an 8.61 percent increase over 
February, 1959, and a gain of 6.6 
percent over January, according 
to S. E. Knudsen, general manager. 

It was the best February in 
four years. In February, 1959, Pon- 
tiac retail sales amounted to 29,- 
673, while sales for January, 1960, 
totalled 30,218, Knudsen said. 

Metropolitan 

Retail sales of American Motors’ 
imported Metropolitan totalled 1,282 
in February, a 43 percent increase 
over the 894 for the like month 
_ last year, according to J. W. Wat- 
gon, Metropolitan sales manager. 





He said it was the biggest Febru- 
ary in history. 

In the first two months of 1960, 
he said, 2,393 Metropolitans were 
sold, a 33 percent increase over the 
1,798 recorded for the first two 
months of last year. 


Studebaker 


An 11.1 percent increase in retail 
deliveries of ’60 Larks during Feb- 
ruary over the previous month is 
announced by Studebaker-Packard. 
This compares with a total industry 
gain of 6.2 percent during the same 
period, S-P said. 

S. A. Skillman, sales vice-presi- 
dent, said that total retail deliveries 
through February reached 51,430 
units since '60-model introduction. 

At the same time, S-P sales in 
February increased more than 31 
Percent over the same period a 
year ago, and were up 15 percent 
for the model year to date, Skill- 
man added, 

Fleet sales in February accounted 
for 12 percent of the corporation’s 
sales, and ran 9 percent of total 
1960 deliveries as compared to 8 
percent last year, he said. 

Taxicab fleet sales for the Stude- 
baker Econ-O-Miler have increased 
95 percent, Skillman reported, Local 
and Federal government sales have 
shown a 42 percent increase, he 
stated. 





Business Barometer 


Automotive News Economic Index — 


99.9 Percent of Last Week 
100.3 Percent of Like Week Last Year 


Auto Production ............... 138,673 90.2 103.7 
Truck Production .............. 28,107 88.6 120.0 
Auto Registrations—Year to date. . 63,006 ests 92.4 
Truck Registrations—yYear to date. 3,460 hiva's 85.3 
Steel Production—Tons ......... 2,645,000 98.3 103.5 
Lumber Production—Board feet... 253,634,000 101.6 108.8 
Paperboard Production—Tons.... 330,475 107.3 104.7 
Soft Coal Output—tons ........ 8,320,000 115.6 97.3 
Oil Refinery Output—Barrels ..... 50,833,000 101.6 95.5 
Electric Output—Kilowatt hours.... 14,262,000,000 101.2 110.2 
Barometer Freight Car Loadings 331,400 94.4 96.3 
Department Store Sales Index .. 110 102.8 93.2 
Stock Market Price Index....... 393.9 97.2 95.2 
U.S. Government Spending 

—Fiscal year to date ............ $63,035,508 ,000 ari 98.8 
Commercial and Industrial Loans $30,186,000,000 99.7 db iale 
Savings Deposits ................ $30,127,000,000 100.0 100.0 
Used-Car Prices—Average........ $1,079 99.3 98.0 
Business Failures ..............:. 299 107.9 103.8 
Common Common 
Stocks March? March2 1959-60 Range Stocks March? March2 1959-60 Range 
AMG....... 24% 2456 28%-22Y% es sone. 45%, 46% 57%-39% 
Chrysler... 54 56%, 725-505 Meck...... 42%, 45 52%-32Y%, 
Ford....... 73 77% 93-50% Ba aes: 15% 15% 29%- 9% 
SS ahs 44Yq 45%, 58%-43% White...... 55% 60Yg 6734-40, 
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were brought up at the 18 re- 
gional council sessions,” he said. 
“The national will break into 
subcommittees after it convenes, 
and each topic will get an airing. 

“Then full reports will 
brought back to the council as a 
whole, and the matter either will 
be dropped or recommendations for 
action will be made to the top 
officers of Chrysler Corp. and 
P-D-V.” 

* oa + 
MONG the subjects before the 
P-D-V council are: 

Delivery speedup on “sold” or- 
ders; better sampling of models at 
introduction time; dissatisfaction 
with incentives (a universal gripe) ; 
one region wants a factory car- 
inventory warehouse; the DeSoto 
“death rumor.” 


Chrysler credit subsidiary; 
“spring” models; instruction of in- 
dependent-garage mechanics in 
Chrysler training centers; single 
timing of new-model introductions 
by P-D-V; why did DeSoto drop 
its wagons? 

Plymouth signs still on Dodge 
dealerships; used-car junking 
fund; dealer-installed power 
steering; co-op advertising funds 
(return wanted), and why can’t 
dealers get options by buy Chrys- 
ler stock? 

Absent from the topic list this 
year is the controversial matter of 
territory sales bonuses, which rare- 
ly has come up for national council 
attention. 

+ * * 

JP RPCLsnEEtER said 70 per- 

cent of dealer-council recom- 
mendations are adopted by Chrys- 
ler Corp. This includes one of sev- 
eral years ago that DeSoto go to a 
122-inch wheelbase and, not sur- 
prisingly, one in 1956 that Chrysler 
Corp. bring out a compact car. 

“Of course, any national council 
goes into a lot of material that is 
impgssible to fulfill or is ahead of 
its ime,” he said. “But manage- 
men® is serious about this, and so 
are the dealers.” 

National councilmen, which in 
P-D-V’s case, include two hold- 
over electees from the previous 
council, report back to their re- 
gional groups after the national 
meeting. As a result, there is 
dealer liaison to and from the 
factory level. 

“We've heard the complaints that 
national councils are a social lark, 
with serious discussion ruled out 
by the fact that we and all other 
factories pay the delegates’ ex- 
penses,” said Herpolsheimer. 

“But once you’ve followed 
through a national council meeting 
—and seen how the members can 
get all steamed up over the agenda, 
you'd never think that again.” 

+ ok ok 


HE P-D-V council is an out- 

growth of the DeSoto national 

dealer council, which was Chrys- 
(Continued on Page 66, Col, 1) 
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Hawk Enters Production— 


Studebaker-Packard has started production of its "60 Hawk series in both the U.¢ 
and Canada. Introduction of the sports car was delayed by the recent steel strike. Th 
five-passenger car features a larger V-8 engine, a new heavy-duty transmission, large 
clutch, finned brake drums and dual exhausts. 






Third Akron Sale-O-Rama 
Boosts Business 20 Pet. 


By Joe Kuebler 
Staff Correspondent 

AKRON.—Car sales in Summit 
County rose 20 percent last week, 
with the stimulation provided by 
the third annual Sale-O-Rama of 
the Akron Automobile Dealers 
Assn, 

This was in the face of the 
coldest weather and heaviest 
snow of the year, which set in 
during the last few days of the 
week. Because of the snow, the 
promotion was continued a sec- 
ond week on a reduced scale. 
Night openings were limited to 
Monday and Thursday, instead 
of six straight nights during the 
first week. 

Deliveries for the first six-day 
period totalled 1,284, compared with 
1,065 the preceding week, said E. 
John Lehman, association manager. 
He called it a “respectable” in- 
crease, but more important, he 
added, it “laid the foundation for 
many sales in the next few 

months.” 

“Prices were definitely lower and 
we made many deals we normally 
wouldn’t have,” Lehman explained. 
“It was a revival of all we know 
about selling cars to consumers.” 

Lacking suitable quarters for a 
show, the dealers utilized their own 
showrooms and used a 38-page 
newspaper section and 188 spot an- 
nouncements on four radio stations 
to attract prospective buyers. 

* ok Oo 


Dealers Open Sales Drive 


In South Bend Area 


SOUTH BEND.—The New Car 
Dealers Assn, of St. Joseph County 
has launched a month-long sales 
promotion in the South Bend-Mis- 


Freed Gets Valiant 
‘Distributorship’ 


SALT LAKE CITY.—Charles C. 
Freed, veteran DeSoto-Plymouth 
dealer, has been appointed the first 
“direct dealer” for Valiant. He will 
supply some 30 
associate dealers 
in Utah, south- 
eastern Idaho, 
western Wyom- 
ing and eastern 
Nevada. 

A “direct deal- 
er” functions 
much like a dis- 
tributor in sup- 
plying cars to his 
associate dealers. 
Freed said he 








Charles C. Freed 
will continue as a Fiat distributor. 


His Fiat operation is housed in 
separate quarters. 

Freed was NADA president in 
1954 and currently is a director of 
the association and chairman of its 
Industry Relations Committee. He 
also is chairman of the Auto Indus- 


tries Highway Safety Committee. 


Dealers Elect Fleishman 


CLEVELAND. — Phil Fleishman, 
president of Cole Motors, has been 
elected president of the Chrysler 
Dealers Assn. of Cleveland. Charles 
A. Hale sr., Hale-Zupan, Inc., is 
vice-president, and A, C. Bramley, 
secretary-treasurer. 





hawaka area, according to Gerald 
G, Hammes, president. 

He said the campaign will run 
until March 27, when the “National 
New Car Dealer Week—Buy Now’ 
promotion will get under way, 

W. Heartsill Wilson, Plymouth- 
DeSoto-Valiant assistant general 
sales manager, addressed more than 
300 dealers and salesmen at a 
breakfast kicking off the associa- 
tion’s campaign. 


Portland Dealers 
Plan a Weekly 
Open-House Night 


PORTLAND, Me.—With this city 
ringed by shopping centers, Port- 
land auto dealers are planning 4 
weekly open-house night to catch 
shoppers on their way home from 
the centers. 

Auto row in Portland is about 
midway between the downtown 
shopping area and the shopping 
centers. 

Present plans call for a_ three- 
month trial period, with Thursday, 
the big payroll night, having been 
selected. This will give dealers a 
point to key to each week, possibly 
with open-house sales features, 

While dealerships are open until 
9 p.m, regularly, it was suggested 
that keying to a particular night 
would provide for better supervis- 
ion, with salesmen shaped up, dem- 
onstrators polished and the staff in 
general prepared to take care of 
the customers. 

Knowing customer psychology, 
one dealer suggested that the ac- 
cent on Thursday night may lead 
some customers to sneak in ahead 
of time on Wednesday And the in- 
terest developed Thursday may 
well carry over to Friday and Sat: 
urday. 

Local newspapers, the Press Her- 
ald, Evening Express and Sunday 
Telegram, will cooperate in build 
ing up Thursday as auto open-house 
night. 

The program was suggested after 
the marked success of the Wash- 
ington Birthday open house. It was 
noted that while the city dealers 
have lost many customers to the 
smaller towns, 18 percent of the 
buyers on Feb, 22 were people 
from out of town. 

It was suggested that this may 
be one way to win back some ° 
the lost customers, 


Tax on Motor Vehicles 
Eyed in Los Angeles 


LOS ANGELES.—A tax on mo 
tor vehicles appears to be gaining 
favor at City Hall, Support for 
such a levy reportedly has come 
from the San Fernando Valley 
where residents have been fight- 
ing for better streets. 

Two months ago, Mayor Nor- 
ris Poulson told department 
heads the new budget would have 
to include $5 million for expendi- 
tures not necessary in 1959-60. 
About $6.4 million could be raised 
by taxes of $5 on cars, $10 on 
trucks, $7.50 on trailers and $2.50 
on motorcycles, 
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0 E of the startling contrasts | 

of the auto industry is the way | 
tured. Some portray him as a 
happy fellow facing the glorious 
opportunity of going into business 


the overhead while the salesman 
rakes in the gold. 

And then you hear from the 
salesman. Too often he sees him- 
self as a hound dog, crushed 
down by all the woes of a mighty 
but unstable industry, 

I mentioned this the other day 
when interviewing Edward P. Let- 
gscher, general salesmanager of 
Plymouth-DeSoto-Valiant, just be- 
fore he was to salute the top 126 
Plymouth salesmen of the country. 

“Well,” said Letscher, “you’ve 
talked with our 
top salesmen, Do 
they look like 
hound dogs to 

” 

So no, they 
didn’t. They look- 
ed like prosper- 
ous, aggressive 
men. And their 
wives were lovely 
women, some of 
whom informed 
us that there is 
no one who can move from a 
spiritual high to low so fast as an 
auto salesman. 

This is a situation well recog- 
nized by sales supervision, and 
where it is adequate, supervision 
makes an effort to put salesmen 
in a selling mood by slipping them 
a sale here and there when they 
get off stride. So the next question. 

*” + 


OK 


Mark of the Top 
AT marks the top salesman? 
What separates him from the 
run-of-the-showroom salesman?” 

“Mostly,” said Letscher, “it is a 
matter of determination. 

“The auto salesman is largely in 
business for himself. As a general 
thing, the dealer provides the over- 
head—the showroom, the demon- 
strator, the service department, the 
bookkeeping, the training and even 
the incentives. There is no limit 
on on what a salesman can earn—if 


Wyoming Dealers 
Meet in August 


CHEYENNE, Wyo.—-The Wyo- 
ming Automobile Dealers Assn, will 
hold its annual convention in Cody 
Aug. 28-29. 

C. E. Webster (Chevrolet), in 
Cody is convention chairman, An 
entertainment program has been 
scheduled for Aug. 28 with the 
business session set for Aug. 29. 





E..P. Letscher 





Index 


Advertising News 
Auctions, Used Import Cars 
Auctions, Used U. S. Cars 
Auto Dealer Changes . 
Auto Market Reports 
Auto News in Brief 
Business Barometer 
Coming Events 
Court Decisions 
Dealer Ad Ideas 
Editorial Page 
Financial News 
Highway & Safety News 
Import-Car News 
Letterbox 
New Products 
MND. Gils « « 00a Vado oes 
Parts & Accessories News 
Personnel (Factory) 
Prices, Import-Car 
Prices, U. S. New-Car 
Production by Makes 
Registrations, Cars, Trucks 
MM ih Sie eae dt An k5 b.ehwa:a ot 
| Used-Car Market Report 
Wilkie Views 





































































Sete eer eeeee 





in which the auto salesman is pic-| 
|—that this is a man-killing busi- 











Dealer Forum 


by Robert M. Finlay 












he has the determination to go out 
| and earn it.” 
As for the reports from the field 


ness with its ups and downs, with 
periods of relative prosperity, off- 


for himself, with the dealer paying! set by periods in which salesmen 


Starve, Letscher conceded that at 
times factory planning as well as 


| dealer planning hag been too short 


range. 

“Both factories and dealers 
must realize,” he said, “that the 
auto business has to be conducted 
on a 12-month basis. We need key 

salesmen all year long and must 
find some way to keep them.” 

Letscher spoke of the circle of 
trust, involving the salesman, cus- 
tomer, dealer and factory. 

A good salesman, he said, cannot 
afford to remain with a poor dealer 
or a factory that does not deliver 
the goods. 

He needs a product backed up by 
a factory that builds into it 
quality the salesman can sell with 
confidence, And he needs a dealer 
with a topnotch service department 
that keeps the car running right. 
If his dealer and factory fail to 
back him up, how can he keep 
the confidence of his customers? 


 . abeen geteet You hear 
people in the auto business 
say that selling is all a lot of 
malarkey—the only thing that 
counts is price. 

“Price is a popular subject,” 
Letscher conceded, “but it is not 
the real reason why people buy. 
What they want most is value. 
This is obvious. Look at the models 
People buy. If they just wanted 
price, they’d buy the cheapest mod- 
els, but they don’t, Most buy the 
more deluxe models, for they are 
looking for the best automotive 
value.” 

Letscher pointed out that the 
fundamentals of selling—the ap- 
proach, the arousing of interest, 
the demonstration and closing—are 
well known. And when you have to 
solicit, selling becomes a matter of 
statistics, depending on the skill 
of the individual salesman — so 
many calls, so many demonstra- 
tions, so many closes, 

So the self-starter, who has 
the determination to keep going 
through the process of selling, is 
the man who turns in the sales. 

To the top salesmen, therefore, 
supervision is not a real factor, 
for they keep going anyway, but 
for the industry as a whole, super- 
vision is necessary but lacking. 
That is one reason for the great 
disparity among salesmen, Some 
are way up. Many are way down. 
* 


Old and New 
ELLING in the auto business 
has attracted some of the top 
sales brains of the nation through 
the years. In some respects, auto 
selling has far outdistanced other 
industries. Yet in other respects, 
selling retains aspects of the earli- 
est forms of commerce—among 
humans—the barter system. 

The auto salesman must leave 
his customer with the impression 
not only that he got the best 
automotive value, but that he sold 
his tradein well. 

Then, too, the salesmen must fit 
their day to the convenience of the 
customers, They can’t work a 9-to- 
5 day. They must sell when their 
prospects have time to buy. For 
some salesmen, this means getting 
up at 4:30 a.m. to catch workers 
getting a cup of coffee before start- 
ing the early morning shift at an 
industrial plant. For others, it 
means evening work, But whatever, 
it means getting to people when 
they have time to think and dream 
about automobiles. 

It does not mean aimlessly 
punching doorbells. The salesman 
must know who is behind the door- 
bells. 

(Another student of top salesmen 
says that they have another thing 
in common, besides determination. 
We'll go into that in another 
article.) 











Worst Storm Since ’36 


Paralyzes Ga. Firms 


ATLANTA.—A March ice storm, 
the worst in 24 years, hit Georgia 
with such impact that auto plants, 
new and used-car dealers, schools 
and stores were forced to close 
from one to three days. 


Total cost of the storm to 


Georgia is estimated at $30 mil- | 


lion, with loss of retail business 
ranging around $22 million. Snow 
and ice made many roads and 
highways impassable, while 
broken power lines kept many 
firms closed. 





| Midwest Pulse Reading .. . 


By L. H. Houck 


Travelling Correspondent 


F 

I hear warranty rumbles from 
manufacturer and dealer through- 
out 10 Midwest states, with the 
dealers providing the loudest 


rumble, 
This survey was started when 








| Planning Kansas City Auto Show— 


The committee for the recent auto show in Kansas City’s Municipal Auditorium 


studies decorative plans for the event. W. 


W. Egelhoff, left, executive secretary, Motor 


Car Dealers Assn. of Greater Kansas City, displays a motif to committee members, 
seated, Robert Sight (Chevrolet), advertising and publicity, and Russell Levenberger 
(Pontiac), treasurer. Standing, from left, are Robin G. Bentrup (Ford), decorations; Leon 


Morse (Chevrolet), general show chairman, 


ment. (See story on Page 61.) 


and Matt J. Calovich (Rambler), entertain- 


Ills of the Import-Car Trade 
To Be Weighed by NADA 


TUCSON, Ariz. — NADA’s Indus- 
try Relations Committee will dis- 
cuss problems of imported-car deal- 
ers when it meets here Thursday 
and Friday (March 17-18). 

The association said it is con- 
cerned about reports of dealers 
being intimidated to take more 
imported cars than they can sell 
profitably and to take unwanted 
units in order to get models they 
can sell, 

NADA said other complaints in- 
clude “manufacturer demands for 
unnecessary and expensive facili- 
ties, parts inventories and participa- 
tion in unrealistic and unfair sales 
campaigns.” 

Dealers were asked to inform 
NADA of their problems immedi- 
ately so that they may be placed 
before the committee. 

NADA said bootlegging of im- 
ports—particularly German makes 
—has been reported in various sec- 
tions of the country. 

According to NADA, individuals 
and organizations here and abroad 
are reportedly working with Ger- 
man dealers and two companies 
which are supposed to “American- 
ize” the cars. 

“The ‘Americanized’ cars,” 
NADA said, “are imported as used 
cars. In some instances, they are 
used, however the majority are 
new and are merchandised by un- 
authorized dealers who even offer 
new-car warranties on them.” 

NADA believes this could be an 
evasion of the price-sticker law. 

The sale of cars for delivery in 
Europe and subsequent shipment to 
the U. S. by travel agencies and 


Alabama Dealers 
To Meet in Miss. 


MONTGOMERY, Ala.— The an- 
nual meeting of the Automobile 
Dealers Assn. of Alabama will be 
held Apr. 24-26 at the Buena Vista 
Hotel in Biloxi, Miss. 

Harold E. Streetman, executive 
vice-president of the ADAA, and the 
general convention committee are 
lining up a program of speakers and 
entertainment, according to Charles 
W. Slaton, association president. 


other unauthorized agents is an- 
other serious complaint of import 
dealers, NADA declared. 

Some of these outlets advertised 
the vehicles at prices considerably 
below dealer cost, according to 
NADA, with free trips to Europe 
being featured as part of some of 
the advertising. 

“Most manufacturers and import- 
ers have expressed violent opposi- 
tion to such sales practices,” NADA 
said. “A few of them are reported 
as actively supporting such un- 
authorized sales. 

“These malpractices strike at 
the heart of the franchised distri- 
bution system,” the dealer group 
declared. 

“A disintegration of the imported- 
car market could have drastic ef- 
fects on the entire economy of ‘the 
automotive industry. NADA’s In- 
dustry Relations Committee wel- 
comes examples of malpractices in 
its pursuit of solutions of these 
problems which affect its members 
handling imported lines.” 





Sad situation: 
many buyers in 


small profit and 


again muffed a 





Wemhoff 
same figure as the average for all of 1959. But service absorption 


make available next fall .. . Los 
receive free time... 


George Harrison (Ford), 


YOU listen intently, you can) 





medium-sized city, 


are we going to do if the buyers pull out? Then 
we'll be in the deep red again. In other words, deal- 
ers are again cutting each other’s throats and have 


on sales, as we’re entitled to. Which means no funds 
for expansion, replacements, growth . , .” 
Meantime, dealers belonging to the Chicago- 
area Ford association report net operating profit 
was $40 per new vehicle delivered in January, the 


dropped to 36.8 percent, the lowest in over three years .. . 
Barton, manager of Columbus (O.) association, is urging NADA to 
seek some of the free institutional time which TV networks will 


free radio time from local stations by having new-car makeready 
men set the radio push buttons to stations from which dealers 


Minnesota association and Mobiloil are cooking up something spe- 
cial for this year’s Economy Run which ends in Twin Cities .. . 
Newport, has been elected chairman of 


Rhode Island dealer license commission. 


Two Sides Presented 
In Warranty Hassle 


an Indiana dealer revealed a 
warranty hassle with the factory 
for the third successive year. He 
said his books showed a warranty 
loss of $12,000 in refused claims 
the first year, over $6,000 the sec- 
ond year and $1,800 for the cur- 
rent period, representing his 
strongest effort to resist custom- 
er claims he figured the factory 
would not honor. 

This dealer said he makes no 
warranty claims on service opera- 
tions of less than $3 because it 
costs more than that amount to get 
the claim through, 

“Now I’m being pressured by the 
factory,” he said, “because I am 
going strictly by the warranty 
book furnished by the factory in 
an instance where one of my pros- 
pects went 500 miles away to make 
his purchase and brought his car 
here for service under warranty— 
service that I know will be disal- 
lowed as it hag been in the past 
by the factory. 

“The warranty rule book and the 
customer’s warranty plainly states 
that the dealer who makes the sale 
is obligated to perform the war- 
ranty work, and that the factory 
provides warranty service to the 
owner when he is away from home 
on a trip, in such case any dealer 
of that make will perform the war- 
ranty. 

“When this happens,” he con- 
tinued, “the factory credits the 
dealer ’ performing the service and 
charges it to the dealer who sold 
the car. This owner does not 
qualify, according to my book, 
because he is not on a trip. And 
according to his warranty and my 
rules he must go back 500 miles 
and get the services performed 
unless he wants to pay for them. 

“Five factory officials have called 
on me and threatened and harassed 
me, but they don’t change the rules 
and I have consistently refused to 
perform warranty work on this par- 
ticular vehicle for the simple rea- 
son that I have numerous entries 
in my books on similar jobs which 
were not honored by the factory.” 

Warranty problems are complex, 
I discovered, as I travelled some 
1,500 miles and interviewed more 
than 50 dealers and factory execu- 
tives. 

Most problems stem from the so- 
called 100 percent warranty, which 
replaced the old percentage system 
whereby the factory, if I remember 
correctly, paid 65 percent of war- 
ranty claimg and the dealer ab- 
sorbed the rest. 

For years prior to that, dealers 
had been trying to get 100 percent 
warranty. Then when it was grant- 
ed, the factory found that its war- 
ranty claims suddenly increased 
from 200 to 500 percent, 

Consequently, the factories un- 
derstandably started examining 
warranty claims more closely and 
refused to pay a lot of them. 

About a year ago this writer 

(Continued on Page 64, Col, 1) 


On the House... 





“With fairly high employment and 
the market,” writes a dealer in a 
“most dealers are making a 
getting by pretty well. But—what 










chance for a 5 percent net profit 
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Angeles dealers are getting some 












—Prtse Wemuorr, Editor, 
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Domestic Cars Near 60-Day Supply... 


60 Stocks Soar to Spring Peak 


(Continued from Page 1) 


as standards among dealers, facto- 
ries and finance companies, The 
latter have become more liberal in 
extending floor-plans for two- 
month stockpiles than they were 
five years ago. 
* * * 
oo shortages and wait- 
ing lists do not create demand 
like they once did,” a veteran Chev- 
rolet dealer said. “Folks have the 
supermarket habit now, and want 
to see a mess of cars to choose 
from, just as they see piles of soup 
+ * a 


New-Car Stocks 


Domestic Makes 


(Compiled by Automotive News) 
Dealers 





Cars Cars tn Total 
In Transit Potential 
Period Field to Inventory 
Ending Stocks? Dealers Stocks 
. |, °60.... 261,754 188,500 440,254 
Apr. 1, °60.... 276,136 158,000 434,136 
duly 1, ’50.... 311,084 167,500 478,584 
Oct, 1, °50.... 208,367 157,800 366,167 
dan, 1, 51... 888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, '51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 250,762 79,500 330,262 
dan, 1, '52.... 224,968 31,000 255,968 
Apr. 1, ’52.... 213,391 83,000 296,391 
duly 1, ’52.... 193,462 84,500 277,962 
Oct. 1, ’52.... 233,556 89,000 322,556 
dan, 1, '53.... 201,671 83.300 374,971 
Apr. 1, °53.... 445,882 89,300 535,182 
July 1, °53.... 479.698 82,800 562.498 
Oct. 1, °53.... 519,037 60,900 579,937 
Jan, 1, '54.... 428,125 36,600 464,725 
Apr. 1, ’54.... 541,911 64,000 605,911 
duly 1, °54.... 445,665 62,500 508,165 
Oct. 1, '54.... 267,469 29,000 296,469 
dan, 1, °55.... 293,881 68,500 362,381 
Mar. 1, °55.... 467,655 95,000 562.656 
Apr. 1, ’55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, '55.... 755,498 93,000 848,498 
duly 1, '55.... 736,591 77,000 813.591 
Aug. 1, ’55.... 735,447 71,500 806,947 
Sept, 1, '55.... 675,964 37,300 713,264 
Oct, 1, °55.... 489,475 48,900 638,375 
Nov, 1, ’55.... 481,735 87,600 569,335 
Dec, 1, °55.... 645,707 77,490 723,107 
Jan, 1, '56.... 755,177 53,300 808,477 
Feb, 1, '56.... 801,499 68,900 870,399 
Mar, 1, ’56.... 840,089 63,700 903,789 
Apr. 1, ’56.... 827,977 68,100 898,669 
May 1, ’56.... 846,285 56,300 902,585 
June 1, '56.... 746,012 52,890 798,902 
duly 1, '56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 382 504,395 
Oct, 1, °56.... 288,103 25,900 314,003 
Nov, 1, '56.... 212,967 65,008 277,975 
Dec, 1, °56.... 318,587 79,656 398,243 
dan, 1, ’57.... 461,850 60,168 512,018 
Feb. 1, °57.... 561,934 68,100 630,034 
Mar, 1, ’57.... 664,608 68,400 DB 
Apr, 1, °57.... 682,790 63,125 745,915 
May 1, °57.... 677,705 59,500 137,205 
dune 1, ’57.... 724,329 63,420 787,749 
duly 1, ’57.... 682,121 63,090 745,211 
Aug. 1, 57... 645,445 59,300 704,745 
Sept. 1, °57.... 684, 45,052 729,536 
Oct. 1, ’57.... 547,549 25,085 572,634 
Nov. 1, °57.... 380,740 300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
Jan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar. 1, ’58.... 821,566 ,000 865, 
Apr. 1, ’58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 38,500 776,964 
dune 1, °58.... 704,751 36,500 741,251 
duly 1, ’58.... 630,598 45,000 675,598 
Aug. 1, '58.... 600,656 30,000 630,656 
Sept, 1, '58.... 455,984 7,700 463,684 
Oct. 1, '58.... 291,397 21,500 312,897 
Nov, 1, ’58.... 241,382 45,100 286,482 
Dec, 1, ’58.... 387,131 73,200 460,331 
dan, 1, ’59.... 477,099 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 63,600 706,839 
Apr, 1, °59.... 710,382 66,620 777,002 
May 1, °59.... 766,185 68,000 834,185 
June 1, ’59.... 845,920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug. 1, ’59.... 928,390 48,000 976,390 
Sept, 1, °59.... 688, 15,000 103,035 
Oct. 1, ’59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dee, 1, ’59.... 387,972 20,000 407,972 
Jan, 1, ’60....*510,467 56,000 *566,467 
Feb, 1, ’60....*676,849 85,200 *762,049 
Mar, 1, ’60.... 839,945 77,000 916,945 


? Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 


Wertz Takes Over 
N. Y. Ford Deal 


NEW YORK.—Paul Lynn Wertz, 
one of the founders of the National 
Independent Automobile Dealers 
Assn, and later general manager 
for Don McCullagh, volume Chev- 
rolet dealer in Detroit, has been 
elected president of Sutton Ford, 
Manhattan. 

Sutton Ford operates dealerships 
at 1828 First Ave. and 475 Park Ave. 
The Park Ave. building is a new 
one, with the opening slated for 
Apr. 1. 

McCullagh sold his Chevrolet 
dealership two years ago when his 
quota was cut following a battle 
with other Detroit Chevrolet deal- 
ers over volume sales tactics, Mc- 
Cullagh continues to operate a 
growing leasing business in De- 
troit. 

















cans and hams in the supermarket 
down the street.” 

A good share of the March new- 
car buildup, of course, would have 
taken place in November and De- 
cember had no steel strike inter- 
fered with General Motors and 
Chrysler Corp. production. The 
strike was assigned part of the 
blame for scaring off new-car buy- 
ers—first because of its adverse ef- 
fect on consumer spending inclina- 
tions and secondly because of the 
inventory depletion it necessitated. 

The extent of the spring auto 
market, with the strike a matter 
of history, remains to be seen. 
March started off anything but 
encouraging in this respect, with 
auto rows in some cities closed 
out for two or three working 
days by ice and snow. 

A new factor this year—the Big 
Three compacts—is expected to 
give the spring market a welcome 
shove. Lincoln-Mercury’s Comet 
will join the compact fold this 
week in time for the full onslaught 
of spring shopping. 

Incentives for salesmen or deal- 
ers now are in effect for all U. S. 
compacts except Rambler and Fal- 
con, whose station wagons went on 
the market last week. Dealers are 
the worst critics of incentive plans, 
but the pot-sweeteners did serve 
the purpose of lifting the 1959 new- 
car market out of the 1958 recession 
doldrums. 

+ * * 
As A MEASURE of the develop- 
ment of a longer yardstick for 
inventories, the March 1 stockpile 











of 916,945 domestics was 63 percent 
above the comparable supply in 
1955. Only 562,655 units were in 
dealer channels five years ago—at 
the outset of auto history’s great- 
est volume period. 

A year later, March stocks 
were built to a peak level of 903,- 
789. The 1956 idea was to avert 
shortages which had existed in 
March, 1955, But dealers couldn’t 
find as many buyers in 1956 and 
factories were forced to cut back 
sharply. 

The 1957 and 1958 range of 
March inventories was 733,008 to 
865,566, with the latter mark the 


| highest that stocks reached in that 


recession year. 

Last August’s alltime crest of 
976,390 domestics followed two con- 
secutive readings at the 900,000-plus 


mark, 
* * 


U. S. Car Exports Set 


Two-Year Record 

DETROIT.—The highest export 
of new U. S. cars in two years 
was reported for January by the 
Automobile Manufacturers Assn, A 
total of 15,609 cars was shipped 
abroad in January, compared to 
12,551 in December and 11,863 in 
January, 1959. 

Monthly exports had not reached 
the January, 1960, level since the 
same 1958 month, when shipments 
totalled 15,742 cars. 

Truck exports in January total- 
led 19,090 units, compared to 10,339 
in December and 13,455 in January 
a year ago. 


Canada’s Biggest Car Show 
Gets Rolling in Toronto 


By Robert M. Lienert 
Associate Editor 

TORONTO—tThe largest auto 
show ever held in Canada—the In- 
ternational Motor Exhibition—open- 
ed here last week as part of the 
Canadian National Sportsmen’s 
Show. 

The cars, although allowed only 
a portion of the space in one of 
the five buildings devoted to the 
sporting show, are more than 
holding their own against the 
canoes, fishing rods, outboard mo- 
tors, big-game rifles and camping 
equipment. The show will close 
March 19. 

More than 100 models of imports 


566) 4nd North American compacts and 


standards are jammed into the Coli- 
seum at the Canadian National Ex- 
hibition grounds, sharing space 
there with a number of boat ex- 
hibits. 

Several autos are on display in 
Canada for the first time. 

Based on early turnouts, show of- 
ficials predicted that total attend- 
ance would top 200,000. 

As might be expected in a Com- 
monwealth member, British makes 
are holding the show limelight, with 
more than 60 models on display. 

Biggest splash was created by 
British Motor Corp., which is 
making use of the show to intro- 
duce its revolutionary front- 
wheel-drive minicars, the Morris 
and Austin 850. 

The Rootes Group countered by 
displaying its new fully automatic 
transmission on the Hillman. Both 
BMC and Rootes, of course, have 
their full range of auto products 
on their exhibition stands. 

A special racing exhibit, sponsor- 
ed by the British Motor Industry in 
Canada, features British successes 
in world championship races. 

It covers victories of Aston Mar- 
tin, winner of the 1959 world sports 
car championship, and Cooper- 
Climax, which captured the grand 
prix title. A Coventry-Climax engine 
of the type used in the Cooper- 
Climax was flown to Canada for in- 
clusion in the exhibit. 

Other British makes on display 
include Jaguar, Rover, Triumph, 
Vauxhall and English Ford. 

Non-British imports from Europe 
include Volkswagen, Renault, Tau- 
nus, Opel, Volvo and Mercedes- 
Benz. 

North American exhibits were 
prepared by General Motors, Ford 


Motor Co., Chrysler Corp., Ameri- 
can Motors and Studebaker- 
Packard. 

Exhibits of brakes, electrical 
equipment and other accessories are 
sponsored by S. Smith & Sons and 
Joseph Lucas (Canada), Ltd. 

One of the factors in British dom- 
ination of the show is the prefer- 
ential position held by British 
makes in the Canadian market. 

When imported, British autos are 
subject only to an 11 percent sales 
tax and a 7.5 percent excise tax. 

Other imports first pay a 17.5 
percent duty. On this combined 
value, they then must pay the 11 
percent sales tax and 7.5 percent 
excise. According to a customs of- 
ficial, this actually amounts to a 
fraction less than 40 percent lev- 
ied on the basic car. 

Conspicuous by their absence are 
Rolls-Royce and its kinsman, Bent- 
ley. The distributor prefers to hold 
out the two makes and show them 
instead at the Royal Winter Fair, 
the tradition-encrusted horticultural 
show which is considered one of 
the outstanding society events of 
the Toronto winter season. 





40 Years with S-P— 


Forty years of Studebaker representation is recognized by presentation of this 
plaque to Hassinger Bros. Garage, Milton, Pa., by the Studebaker-Packard Corp, 
Leonard and Donald Hassinger, second and third from left, are partners in the deale. 
ship. J. Sisk, left, and D. Cushman, right, are S-P district sales managers. 


Brisker Used-Car Action 
Keeps Stocks Level 


(Continued from Page 1) 


to grant more liberal terms and to 
do a better job of reconditioning 
and sprucing up on his used cars. 

In the Rockies, a dealer said, 
“The need for more aggressive 
used-car merchandising is more 
apparent each day. Trained and 
effective salesmanship is needed.” 
A New England dealer said, “We 
have priced our stock more com- 
petitively—cutting hell out of the 
‘stickers.’ ” 

In the Midwest, a volume dealer 
said he is retailing only the good 
ones, “with no extensive or expen- 
sive reconditioning.” 

od + + 
TH average inventories hold- 
ing virtually unchanged from 
the previous month, the stock pat- 
tern throughout held remarkably 
steady. 

For example, 54.5 percent of re- 
porting dealers had stocks good for 
more than 30 days of selling, com- 
pared with 54.0 percent a month 
earlier. 

Dealers with stocks under 30 
days amounted to 45.5 percent, 
compared with 46.0 percent a 
month earlier. M on th-to-month 


New Saab to Stay 
Home for While 


NEW YORK.—The new Saab 96, 
on sale in Sweden as an extra 
model at additional cost, will not 
be available in the U. S. for a con- 
siderable period, according to SAAB 
executives here. 

They indicated that the new fea- 
tures were being evaluated on the 
Swedish market and would not be 
incorporated on import models for 
some time. Meantime, SAAB will 
continue to ship and sell the 93F 
model in the U. S. 


Chevrolet Builds 42 Millionth Vehicle— 


The 42 millionth vehicle made since 1911 by Chevrolet rolled off the assembly line 
at the firm's Van Nuys (Calif.) assembly plant. Television star Dinah Shore is ready 
to drive the milestone car, a four-door Kingswood station wagon, off the line. With 
her are Harry H. Prentice, center, plant manager, and Edward H. Kelley, right, Detroit, 


Chevrolet general manufacturing manager. 


Co., Van Nuys. 


The car was built for Pollard-Ravenscroft 


variation is usually far greater 
than this. 

Dealers within the 15-day bound- 
ary March 1 amounted to 9.1 per- 
cent of reporting dealers, compared 
with 6.2 percent a month earlier. 

In the 16-to-30-day category were 
36.4 percent, compared with 398 
percent on Feb. 1. 

* aa oa 
a of stocks was reported at 
10 to 60 days, identical with the 
preceding month. 

A year ago on March 1, the aver- 
age inventory was good for 368 
days of selling. 

A total of 17.6 percent were at 
15 days or under; 29.4 percent at 16 
to 30 days, and 53.0 percent over 30 
days. Range was eight to 75 days. 


Falcon Wagons 
Criss-Cross U.S. 
At 27.14 M.P.G. 


DEARBORN. — Averaging 27.14 
miles per gallon, seven new Falcon 
station wagons have completed a 
nationwide Experience Run _ that 
exceeded a year’s normal driving 
for the average motorist, Ford di- 
vision said, 

The seven Falcon station wagons 
were among the first produced at 
Ford’s Kansas City assembly plant. 
They spread out from Kansas City 
with no breakin mileage and cov- 
ered 14,564.5 miles in the seven-day 
period, passing through 35 major 
cities where Ford maintains dis- 
trict sales offices. 

Drivers operated the cars at nor- 
mal highway speeds, They encoun- 
tered all types of traffic and high- 
way conditions. 

The Falcon station wagon run 
was a sequel to the Experience 
Run, U. S. A., last Fall in which 16 
Falcon sedans traveled every mile 
of U. S. numbered highway in 26 
days. Average gasoline mileage 
for the 223,880-mile combined route 
was 28.44 miles per gallon. 

Mileage figures for the individual 
station wagons ranged from 28.32 
miles per gallon to 25.67. Highest 
mileage for any single leg was the 
33.54 miles-per-gallon average be- 
tween Atlanta and Charlotte, N. C. 





Reynolds Reports Alloy 
To Improve Brightwork 
RICHMOND, Va. — Reynolds 
Metals Co, last week announced 
development of what it claimed 
to be the brightest, most-corro- 
sion-resistant aluminum alloy 
ever made available to the auto- 
motive and appliance industries 
It has been named Alloy 5657. 
Reynolds said a “mirror” test 
showed images are 15 percent 
sharper in the new alloy than in 
Alloy 5457, which the company 
said now is widely used in the 
auto industry. 
rrr 
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The Big Mower Season Is Here! 


RDER NOW! SENSATIONAL NO-RISK OFFER! 
YOU MUST MAKE MONEY! 
LOBER GUARANTEES YOUR SALES! 


cll BIG TICKET! BIG VOLUME! BIG PROFITS ! 
Briggs & Stratton 
ca | st ter or \\ oe WE GUARANTEE IMMEDIATE DELIVERY! 


Clinton 3 HP Engines 
Mowers, ~~ +. No Chance of Loss! @ No Guessing About Volume! @ 
Union Made “a - WE GUARANTEE YOUR SALES! @ 
SE, No Problems with Complaints! @ 


You Get Top Quality Power Mowers That You @ 
Would Pay Double for Elsewhere—at Lober's 


Sensational Unbeatable Low Prices ... and 
WE GUARANTEE YOUR @ 


: ane ne 3 iy 4 

EXTRA! i ; ‘ , TS : CUSTOMERS’ SATISFACTION! 
. < a? + NO WAIT FOR DELIVERIES! @ 
IMPULSE ; 
_— 
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: No Guscowerk With 
Lober Power Mowers 


LOBER GUARANTEES 


YOUR SALES ! 
xn OF LOSS IS ELIMINATED! 








” SPEC ENGINE EXCHANGE 


Mr. Buyer, Now You Can Assure Your Customers 






Revolutionary Impulse Starter makes Call or Write For 








starting a mower easy as winding a : ' 
clock! Press handle down and the en- Special Promotional Prices! complete satisfaction at no loss to you! 
gine starts! Every Lober mower transaction 

must be profitable to you! 


os re a for eee Details 






ORDER NOW « « « Start Making Big Money Right Away! Remember, Only 
lober Gives You Guaranteed Sales and Guaranteed Customer Satisfaction! No Other 
Manufacturer Can Make This Statement! 


ONLY NEW 1960 LOBER POWER MOWERS 
GIVE YOU ALL THESE DELUXE FEATURES 


AT LOW PROMOTIONAL PRICES! 








Standard 











Start and Stop Gas 

Throttle Control on 

Chrome Plated 
Handle 







New Silent Muffler 
cuts down irritating 
noise 





Four adjustable 


Reinforced corners 
cutting heights 


guarantee added 
rigidity and strength 












BRIGGS & STRATTON 
OR CLINTON 
WITH DELUXE 

IMPULSE STARTER 







Firestone Semi- 
Pneumatic Tires. 
Giant 8” hermeti- 
Ccally-sealed double 
ball bearing steel 



















Exclusive compression 
springs on each axle 








keep wheels in 
permanent alignment! 





Premium Engines 
M. LOBER & ASSOCIATES N-3-14 


7 Central Park West, N. Y. C. 23 


Gentiemen: YES! | want to order my power mowers, 


r 
| | 
| | 
| : 
| on your guaranteed sales basis, Rush me full details | 

AND ASSOCIATES eer 25s 
| | 
| 
| 


wheels 





G. W. DAVI S Manufacturers Since 1902 Address —_______ cosine 


The World's Largest Producers of Power Mowers ee See 





Shipping Point: Richmond, Ind. 


Shipments made within 5 days City__ 








7 CENTRAL PARK WEST, N.Y.C. 23, N.Y. JUdson 6-2117 of receipt of your order. 7 
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‘Small Dealer vs. Small Dealer’... 


T.S. Debate Grows 
Hotter in Oklahoma 


Pro 


HOMINY, Okla.— Carl Newport, 
Newport Chevrolet-Oldsmobile, has 
assailed the Free Enterprise Auto 


Dealers of Oklahoma as unrepre-| 


sentative of the type of dealer it 
claims to speak for—the small re- 
tailer. 

In a letter to Automotive News, 
Newport said in part: 

“I believe I qualify as a small 
dealer as my town is about 3,000 
population and we sell between 
100 and 200 new cars annually. 
And I am for the (Monroney) 
area security bill. 

“What tees me off is the claim 
made by the so-called small dealers 
that they are for helping the dear 
old purchaser and that this bill 
prohibits a customer from buying 
his car from the dealer of his 
choice and tries to force him to 
buy from his local dealer, which is 
false and anyone that can read 
knows better. The Monroney bill 
does not tell any one where he can 
buy or sell, 

“Most of these dealers are not 
interested in service. They carry a 
shirttail full of parts, have very 
few tools and little equipment and 
seldom send their men to factory 
training centers to give their men 


the necessary training to properly|. . 


service the cars they sell. 

“They will tell you the service 
business is a headache and they 
prefer to let the other dealers 
selling the same make service the 
units they sell.” 

Newport, a former president of 
the Oklahoma Automobile Dealers 
Assn., said a majority of the as- 
sociation’s directors are small-town 
dealers and all favor the security 
bill. 


Pre-Market Street Show . 





Con 
By L, H, Houck 


Travelling Correspondent 

BROKEN ARROW, Ok1a.—The 
Free Enterprise Auto Dealers of 
Oklahoma, a group of small retail- 
ers opposed to territory security, is 
going ahead with newspaper and 
television publicity to inform the 
public on proposed security legisla- 
tion, according to Ray E. Bradley, 
spokesman for the group. 

Bradley, a Chevrolet dealer 
here, said the bill sponsored by 

Senator A. S. Mike Monroney, 
supported by NADA and many 
state dealers associations, will re- 
ward a dealer for selling in his 
“own backyard” by giving him 
an extra discount of 4 to 5 per- 
cent. 

He said the FEADO takes the 
position that since this extra dis- 
count is not added to the manufac- 
turer’s cost, the additional expense 
of the sales control would have to 
be passed on to the purchaser as 
extra selling cost by the dealer. 

Bradley said that when Monro- 
ney was questioned about who will 
pay the additional bonus, the sen- 
ator replied: “We do not want to 
legislate any bill or controls that 
would hurt any dealer but would 
legislate the additional cost 
against the manufacturers.” 

Bradley said that since the 
extra cost must come from some- 
one, in the end, the buyer will 
pay. This forms one basis for 
newspaper and television public- 
ity planned by the group, he 
added. 

Bradley said metropolitan deal- 
ers now categorically deny terri- 
tories are established by manufac- 

(Continued on Page 65, Col, 3) 


Beaverland Likes Comet 


By Maynard M. Gordon 
News Editor 

DETROIT. — Beaverland Ave., 
where this writer lives, had its own 
one-car “auto show” over a wintry 
March weekend. And if pre-market 
reaction is any criterion, the newest 
of the compacts is already a hit. 


A ’60 Comet two-door sedan was 
the star attraction, parked on the 
street nearly two weeks before deal- 
er introduction on St. Patrick’s Day. 
The Lincoln-Mercury compact also 
was driven to several private homes 
and a shopping center—for a week- 
end total of 75 miles in all. 

Despite 15-degree weather and 
drifting snow, the Comet proved 
itself a neighborhood crowd mag- 
net. More pedestrians sloshed up 
and down Beaverland to see the 
car than usually are visible on a 
spring Sunday when the mercury 
stands at 60 degrees. 

With one exception—a Falcon 
fancier—all liked what they saw. 
Surprisingly, few recognized Falcon 
features in the Comet, and most 
came away convinced that the 
Comet was a completely new and 
distinctive piece of merchandise. 

For that matter, the Comet image 
was more obscure in the public mar- 
ketplace than an insider might have 
expected. 

“Where can I get one” and “How 
much can I get one for?” were com- 
mon questions which will have to 
be answered quickly for the Comet 
to be identified in the public mind 
with Lincoln-Mercury dealerships. 

Seeing the Thunderbird-like 
roofline on the Comet greenhouse, 
a Buick-Chevrolet owner wonder- 
ed if this was the “stripped-down 
Thunderbird I’ve been reading 

” 


' Informed that it wasn’t, the man 
peered inside the hood and carefully 
counted the spark plugs. 

“Tt’ll never sell without a V-8,” he 


Women liked the Comet—especi- 
ally the automatic-transmission fea- 
ture. Feminine praise centered on 
the “cleanness” of the line, inside 
roominess and ease of handling (for 





those who were treated to a spin 
through the snow and ice of Beaver- 
land and nearby streets). 

“What can go wrong with this?” 
asked one housewife. 

“It’s a pretty basic car,” the writer 
replied. 

“That’s for me,” she said. “No 
tricky parts.” 

Less enthralled were the street’s 
four import owners. Only one, whose 
car is Vauxhall, said he might have 
waited for Comet had he known 
that the same features would be 
available at a $2,000 price. 

An Anglia owner said he preferred 
the economy of his lower-priced im- 
port line. A Volkswagen-Mercedes 
owner and his wife admired the 
styling, but questioned the “value,” 
while a Porsche man merely stopped 
his 1600 in the ruts of the street, 
sniffed and drove on. 

Admittedly no performer, in the 
Corvette-Volvo sense, the Comet 
slugged up snowy driveways and 
Oakland County hills with equa- 
nimity, but disappointed male 
drivers somewhat on getaway. 

“Ninety horses sure is puny after 
you’ve driven 150 or more,” a teach- 
er said. “That Valiant has about 
what a small car should have.” 

Citing Falcon as the compact 
standard, Lincoln-Mercury officials 
are confident that lack of pickup 

(Continued on Page 65, Col, 1) 


Late Report... 








Convertible Tops Triumph Herald Line— 


The new Triumph Herald line, which was previewed in Palm Beach, Calif., will be 
displayed at next month's International Automobile Show in New York. The series con- 
sists of a two-door sedan at $1,999, a coupe at $2,149 and a convertible which will be 
priced when it arrives in the U. S. later in the spring. 


Triumph Herald Shown, 
Gets $1,999 U. S. Price 


By William Carroll 
Staff Correspondent 

PALM SPRINGS, Calif.—The Tri- 
umph Herald, a three-model line 
consisting of a two-door sedan, a 
coupe and a convertible, was pre- 
viewed here by Standard-Triumph 
Motor Co. The first U. S. public 
showing will be at New York’s In- 
ternational Automobile Show which 
opens Apr. 16. 

The sedan, which will be priced 
‘at $1,999 at East Coast ports of 
entry, is a 91.5-inc h-wheelbase 
unit that is powered by a four- 
cylinder, 40-horsepower engine 
that displaces 57.8 cubic inches. 

Horsepower of the coupe and the 
convertible is 50. The coupe will be 
priced at $2,149, but no figure was 
announced for the convertible, 
which will arrive later in the spring. 

Discussing the Herald at the press 
showing were Alan F. Bethell, presi- 
dent of Standard-Triumph in the 
U.S., and W. J. R. 
Warren, export 
sales. director for 
Standard- 
Triumph in Eng- 
land. 

Viewing the 
U. S. market, 
Bethell said: “In 
1960, the top 12 
imports will have 
90 percent of the 
market. : 

“The U. s. con- Alan F. Betheil 
sumer has a greater choice of cars 
than ever before. It will be the law 
of the jungle—‘survival of the fit- 
test’—and the importer who has a 
product, distribution and market- 
ing skills will remain in business.” 

Bethell said his firm expects to 
sell 15,000 Heralds and 25,000 TR-3 
sports cars in the U. S. this year 
through its 700 dealers. He does not 
intend to increase the dealer body. 

“In our opinion,” Bethell said, 

“our dealers can make more 
money if they sell more cars. So 
we will give them more cars, for 
we consider our dealer as much a 

customer as the final buyer. The 
welfare of both is important to 
us.” 

Warren, who called the American 
market “the most exciting and the 
most promising in the world,” gave 
this account of the birth of the 
Herald: 

“We made a three-year, world- 
wide survey of the automobile mar- 
ket. Our formula was simple. In the 
first place, current (1957-58) designs 
did not consider the great number 
of cars on the road. Cost of service 
had increased far out of proportion 
to the cost of manufacture. 

“And finally, cost of operation, 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week fell $8 to $1,079, according to Automotive News’ index. 
Newest and oldest models ran counter to the downward move- 
ment, with gains amounting to $10 on ’60s, $26 on 55s, $19 on ’54s 


and $15 on ’53s. 


Losses were reported at $13 on ’56s, $32 on 57s, $39 on ’58s and 
$46 on ’59s. New lows were established for 59s, ’57s and ’56s. 


At a group of representative auctions last week, the sales ratio 
was 69.3 percent, compared with 69.5 percent a week earlier. 


Auction reports begin on Page 38. 








due to taxes and insurance, was 
reaching prohibitive proportions. 
With what we considered the proper 
answers, we began to design the 
Herald in 1957. By Christmas, the 
first prototype body had arrived, 
and production started in June, 
1958. 


“Sales began in Great Britain,” 
Warren said, “moved to Belgium 
and have progressed throughout 
the world markets. Production 
now has increased to the point 
where we feel capable of supply- 
ing the U. 8.” 


During the meeting press repre- 
sentatives were shown a wheeled 
Herald chassis to which the engine 
and drive line were fitted. Five min- 
utes and 35 seconds later, a Tri- 
umph executive was driving the 
completed car around the meeting 
room. 


Four mechanics had fitted the 
cowl section, attached the rear deck 
and quarter panels and deck lid. 
Then while one man installed the 
battery and connected push-type 
electrical fittings, two others were 
fitting the top panel, bumpers and 
grille. 


Two men put on the hood and 
fenders (which are one unit) 
while the others fitted the coupe’s 
doors. Finally a gallon of gasoline 
was poured into the tank and the 
car was tested. 

This was done to demonstrate the 
remarkable new “bolt-up” construc- 
tion which caused one English in- 
surance company to cut its collision 
rate on Heralds by 12% percent, 
based on ease and low cost of re- 
pairs. 


GM Tells FTC 
How It Figured 
In LOF Glass Ads 


DETROIT.—William. F. Hufstad- 
er, General Motors distribution vice- 
president, told a Federal Trade 
Commission hearing here that GM 
cooperated in a Libbey-Owens-Ford 
Glass Co. ad program on safety- 
plate glass but had no knowledge 
of any deceptive practices. 

The FTC has charged both GM 
and LOF with “false, misleading 
and deceptive” TV advertising in 
the 1957-58 plate-glass promotion. 

The Government contends that 
some of the pictures shown on TV 
were shot through open windows 
rather than through LOF' safety- 
Plate glass as claimed. LOF has 
admitted that some pictures were 
taken through open windows. 

The ads sought to show that there 
is distortion in side windows of 
safety-sheet glass and none in its 
safety plate, which is used in all 
GM cars. 


Hufstader said GM provided cars 
for use in filming some of the com- 
mercials. The FTC said the promo- 
tion cost LOF $3,315,000, the differ- 
ence in cost to GM of safety-plate 
glass for side windows over safety 
sheet. 

After taking testimony from 
George R. Cook, of the GM engi- 
neering staff, the hearing was re- 
cessed. It will be resumed in New 
York May 4, GM and LOF will 
present their defense after the FTC 
winds up its case. 








2nd Drop in Row. 
For Auto Credit 


But Latest Decline 
Is Only $22 Million 


WASHINGTON.—The volume of 
auto credit outstanding decreaseg 
by $22 million in January for the 
second straight monthly drop after 
12 consecutive monthly increases 
the Federal Reserve Board pr. 
ported, 

The auto credit total stood at 
$16,568 million on Jan. 31, up 
$2,297 million in the last year, 
The drop of $22 million in Janu- 
ary was much less than the de- 
cline of $79 million in December, 

Total consumer installment credit 
slipped by $124 million in January 
to reach $39,358 million at the end 
of the month. “Other consumer 
goods paper,” chiefly loans on ap- 
pliances and furniture, took the 
sharpest drop during the month, 

Despite the drop in the volume 
of auto credit outstanding in Jan- 
uary, the volume of credit exten- 
sions—new loans granted—ran 
above the figure for January of 
last year. 

New auto credit in January 
amounted to $1,278 million, com- 
pared to $1,293 million in December 
and $1,254 million in January of 
last year. 

Auto debt repaid in January 
totalled $1,300 million, compared 
to $1,372 million in December 
and $1,231 million in January, 
1959. 


Of the auto debt outstanding on 
Jan, 31, banks held $7,315 million, 
up $6 million during January and 
a gain of $1,077 million in the last 
year. 

Finance companies held $7,305 
million of the auto paper, down $23 
million in January, but a gain of 
$914 million in the last year. 


Other financial institutions held 
$1,361 million, down $4 million in 
January and a gain of $227 mil- 
lion over the total for Jan. 31, 
1959, 


Auto dealers held the remaining 
$587 million, down $1 million in 
January and an increase of $79 
million in the last year. 


°60 Model Sales 
Up 36 Pct., Says 
Chrysler-Imperial 


DETROIT. — Retail sales of 
Chrysler and Imperial cars from 
1960 model introduction through 
February were up 36.3 percent over 
t h e comparable 
period a year ago, 
according to C.E. 
Briggs, division 
general manager. 

He said dealers 
delivered 27,586 
Chryslers through 
February and 
8,977 Imperi- 
als, compared 
with 19,582 and 
7,241 a year ago. 

Clare E. Briggs Chrysler sales 
were up 41 percent and Imperial 
24 percent, he added. 

During the same 1960 model pe- 
riod, dealers handling Chrysler and 
Imperial sold a total of 92,430 new 
cars, Briggs continued, an increase 
of 39 percent over the 66,390 units 
delivered in the like period a year 
ago. 

In announcing the figures, Briggs 
reported that the Chrysler-Imperial 
division will hold 19 regional dealer 
meetings starting tomorrow (March 
15) and continuing through Apr. 14. 

Dealers will be brought up 
date on the division’s marketing 
plans for the remainder of the ’60 
model year, he said. 

Here are the meeting dates: 

Miami, March 15; Cincinnati, 
March 18; Dallas, March 22; St 
Louis, March 23; Kansas City, 
March 24; Memphis and Los An- 
geles, March 25; San Francisco, 
March 29; Portland, Ore., March 
30; Pittsburgh, Apr. 4; Philadel- 
phia, Apr. 5; New York, Apr. &; 
Boston, Apr. 7; Syracuse, Apr. 8; 
Detroit, Apr. 11; Chicago, Apr. 12; 
Atlanta and Minneapolis, Apr. 13 
and Charlotte, Apr. 14. 








Rambler Dealers Sell America’s 
Lowest-Priced 2-Door Sedan, 


per Vee PRRTEA 





ONLY RAMBLER DEALERS... 


* 


* 





IN 1960...MORE THAN EVER... 


We Have the Proved Product for the 
Exploding:Compact Car Market... 










Can offer the lowest-priced American-built 
automobiles! 


Can offer the car that’s No. 1 in owner- 
proved, over-all economy! 


Can offer the original compact car—by the 
most experienced builder of compact cars! 


Have the car that sparked the BIG TURN 
in the Automotive Industry! 


Have the broadest line of compact cars to 
meet buyers’ needs! 


Rambler Spells 
Success For 
Rambler Dealers 
Everywhere! 


OU Have the opportunity! 


Rambler Franchises Also Available in Canada and important Export Markets. 
in Canada Write to: American Moters (Canada) Lid., 2951 Denforth Ave., Toronto. 





4-Door Sedan, Station Wagon 
| TL i 


RAMBLER AMERICAN 2-DOOR DELUXE SEDAN 


$1779500 


($117 less than any other 2-Doo 
Sedan built in the United Statest .) 
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RAMBLER AMERICAN 4-DOOR DELUXE SEDAN e 1 8B 4 4 


($130 less than any other 4-Door Sedan built in the United States*) 


- RAMBLER AMERICAN DELUXE STATION WAGON 
($205 less than any other Station Wagon built in the United States*) $ 2a Oo a Oo 








The prices listed are suggested delivered prices at Kenosha, Wisconsin. State and oat taxes, 


if any, automatic or overdrive transmission, whitewall tires and optional equipment, e: 
*Based on comparison of manufacturers’ suggested factory delivered prices. 











MAIL THIS COUPON TODAY 
Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 
Dear Sir: Will you please provide me with more complete informa- 
tion about the Rambler franchise. | understand that | am under no 
obligation and my inquiry will be held in the strictest confidence. 
NAME 
ADDRESS. 
CITY. ZONE STATE 
(PLEASE PRINT) 3-14 
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Thompson Industries: 
aluminum magic 

to stimulate sales 


| 
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Carefree is the word for Valiant—as the young lady on the opposite page knows so well from 
experience. So do Valiant’s makers. Not only does gleaming, anodized aluminum add salesroom 
sparkle and interest . . . it also possesses an inherent resistance to corrosion that lasts the life of the 
car. Aluminum trim, then, is a convincing aid to sales on the twin grounds of beauty and practicality. 

The grille (shown above) proves the point. Through its sales office in Detroit, Thompson Indus- 
tries, Inc., maker of automotive and appliance trim, furnishes this resplendent example of the metal 
fabricator’s art. Aluminum’s ability to take any shape or form, beautifully—its availability in a 
broad spectrum of colors and textures—makes it a creative metal that places no restraint on a 
designer's inspirations . . . more reasons it is being used more and more by the automotive industry. 

Alcoa does not make automotive trim . . . but Thompson Industries does. And our teamwork 
with imaginative fabricators such as Thompson Industries is advancing the cause of better auto- 


motive design—better value to sell the car-buying public. 


i Alcoa and Thompson Industries...put more sales points at the point of sale! 








Alcoa sells automobiles by showing the car-selling features of aluminum to the nation in 


full-color national magazine ads like this and on two top-rated TV shows—Alcoa Presents 


and Alcoa Theatre. Tell your customers about aluminum... your big new sales feature. 


PHOTO BY JERROLD N. SCHATZBERG 


Drive valiantly to salty Key Largo ...(Valiant’s grille is aluminum) 


Salt in sea air or salt on snowy city street—neither makes 
a lasting impression on the aluminum grille and brightwork 
of Chrysler’s Valiant! All it takes to restore their glamorous 
shine is a periodic wash with fresh water. Corrosion is baffled 
because anodizing (an Alcoa development) creates a tough, 
brineproof hide as lustrous as sapphire and just as hard. Pitting, 


peeling and staining are now mere remembrance of things past. 

Out of sight beneath the hood and body, other Alcoa® Alu- 
minum alloys add lightness-cum-strength— you see the results in 
faster acceleration, quicker stops, greater mileage from tires and 
gas. Seeking beauty and economy? Look for aluminum in your 
next car. Aluminum Company of America, Pittsburgh 19, Pa. 


X Alcoa Aluminum ... for lasting Gleam and Go! 















AUTOMOTIVE WASHINGTON 
Paralysis Hits Capital, 
Inside and Outside 
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By William Ullman 


Washington Bureau Chief 


Seana kabel has been paralyzed, in more ways than 


one. Outside the Capitol, 


repeated snows, sleet storms 


and high winds emptied the streets of motor vehicles, and 


one day kept fully 50 percent 


of Government om Ploy es 
away from work. House lawmakers 
stayed home, too, putting a num- 
ber of committees 
temporarily out of 
business. 

On the Senate 
side, where solons 
were gsnoozing on 
cots and office 
couches, there 
was a different 





Dixie senators were holding the 
Senate imprisoned while they spoke 
at length against the civil rights 
amendments. 

While the rest of Washington 
suffered through a stormy March, 
it was still the legislative day of 
Feb. 15 in the Senate. 

(During any one legislative day, 
a senator may speak twice on a 
bill. If the Senate fails to maintain 
a quorum, the legislative day ends 
through adjournment, and senators 





so that the 18 Southern senators 
would use up their time, permitting 
a vote. This is why each Dixie sen- 
ator attempted to speak as long as 
possible, as the Senate held 24-hour 
sessions.) 

* * « 


‘Party’ Economics 


— won’t be any such thing 
as “pure” economics in the Con- 
gress this year. There will be only 
“party” economics. 

This was made clear by the re- 
port of the House-Senate Economic 
Committee on the January eco- 
nomic report of President Eisen- 
hower. Just released, the commit- 
tee report follows clean party lines, 
with eight Democratic members, in- 
cluding Chairman Paul Douglas of 
Illinois, denouncing the President’s 
report. The six Republican commit- 
tee members, in turn, denounce the 
report of the Democratic majority. 

The Democrats charge that Ad- 
ministration policies have caused 
instability, frequent recessions 
and prolonged unemployment. The 
Eisenhower budget, they claim, is 
inadequate to promote economic 
growth, and they say that Repub- 
licans have overplayed the infla- 


an easy money policy will provide 
the impetus to faster economic 


growth. 


The Economic Committee, which 
is frequently informative in off-elec- 
tion years, will be an arm of cam- 
paign headquarters in 1960. One 
member, Senator Prescott Bush, 
Connecticut Republican, said he was 
almost tempted to urge abolition of 


the committee. 
* * + 


Road Funds Sought 


OAD builders have called on a 
House Public Works subcom- 
mittee to authorize expenditures of 
$925 million for the nation’s pri- 
mary, secondary, and urban roads 
(ABC roads) during 1962 and 1963. 


Under present law, ABC roads 
spending will jump from $900 mil- 
lion a year to $925 million for the 
fiscal year beginning July 1, 1960. 


The contractors’ recommenda- 
tion would provide more funds 
than the White House feels are 
needed, and less than many law- 
makers want, There is congres- 
sional sentiment in favor of a bill 
to authorize ABC spending of $950 


sort of paralysis. 
Ignoring cries of 
“vote, vote” from 
their Northern 
colleagues, 18 


COMPARE THE DIFFERENCE 


and see why more and more dealers 
are selling Citroen...the prestige ‘compact | 


million in fiscal 1962, and $975 mil- 
lion in fiscal 1963. 


The Administration 


tion theme. 
The Republicans reply that infla- 
tion continues to be a real and 


get another crack at speechmaking. 
For this reason, Northern and 
Western senators were making sure 
that a quorum answered every call, 
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Drive 


Unsurpassed roadability. . 
Keeps your horses pointed . 
where you want to go. Citroen . 
is the outright winner of the , 
1959 Monte Carlo Rallye, over , 
7 — miles, over all makes of | 


Disc Brakes 


Citroen’s fade-free Disc * 


passenger sedan, with a 123” ° 
eee 14” more than the 

ave compact’’...yet its“ 
overall iength is only 189” of * 
common-sense compactness. ° 





Air-Oil 








- 
Suspension Brakes oe ae — = : This feature 
trol. A vise-like grip. e° 

Air-Oil Suspension is exclu- * smoothest, quickest, safest, - not available 
sive with Citroen. No other ° stopping power. ° 
car, ise “Citroen of price, o— ¢ 
surpass roen’s supremely - 
comfortable ride ° TOTAL CONTACT 

Economy Height Control 
Citroen delivers up to “4: Citroen’s Air-Oil Suspension * This feature 






system allows you to auto- ° 
matically raise or lower the 
car for desired road clear- * 
ance. No other car has it. : 





M.P.G. using regular gas... . 
even while cruising at 65 2 
M. . Winner of several . 
International Economy Runs. 7 





not available 
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Automatic Jack 


Standard Equipment on~- 
Citroen exclusively. Hydrau- - 
lically raises and lowers the - 
car for you, for the fastest, - 
easiest, tire change ever. 






This feature 


Citroen’s floor is completely * 
back, with * 
not available 


flat, front and 

chair- height, foam-rubber ° 
reclining seats, and more - 
headroom. . 








CITROEN-SIZE PROFITS Line includes Sedan and Station Wagon. Retail prices range 
from $2545p0..With a higher than average dealer margin of profit, your break-even point 
will be lower. 





CITROEN - SIZE DEALER SUPPORT National, Regional and Local Advertising, 


Complete Sales Promotional Material. Free Service School for your mechanics, and huge 
Spare Parts Depots maintained at all times. 


A CITROEN DEALER FRANCHISE 


may still be open in your area. 
To get complete details, we urge you to mail this coupon today! 


Wheelbase 
! 
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CITROEN CARS CORPORATION (AN-14) 


A DIRECT FACTORY BRANCH OF NA ANDRE CITROEN, PARIS, FRANCE 


300 PARK AVENUE, NEW YORK 22, N. Y. 
8423 WILSHIRE BLVD., BEVERLY HILLS, CALIF. 


GENTLEMEN: | AM INTERESTED IN BECOMING A CITROEN AUTHORIZED 
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wants Con- 
present danger, and they deny that| gress to freeze ABC expenditures 








—, 


















at the current rate of $900 million 
a@ year. 

State highway Officials testified in 
favor of more spending and opposed 
the Administration freeze. But 
Bradley D. Nash, deputy undersee. 
retary of commerce for transporta. 
tion, told the subcommittee that 
receipts would be inadequate for 
any level above $900 million. As 
an Administration spokesman, of 
course, he could say little else. 

Best bet now is that the House 
will increase roads spending, re. 
ceipts or no receipts. 

* * * 
New Withholding Tax 


1. Treasury is drafting a bill to 
require stock corporations to de. 
duct portions of stockholders’ diyj. 
dends for income tax purposes, 

The new withholding tax is ex. 
pected to be about 18 percent. This 
is part of the Treasury’s drive to 
collect several hundred million dol- 
lars of potential tax revenue lost 
each year because of ignorance or 
plain old chicanery. 

Key lawmakers are reported in 
favor of the plan. 

* * +. 


Tough, Old Women 


+ ee about absenteeism 
among female employes? Then 
wait awhile, and you'll have some- 
thing else to worry about. 

The U. S. Public Health Service 
says that women workers under 45 
lose more time than men, but that 
men catch up from 45 to 64, and 
finally top the girls in laying off 
from work. Evidently the ladies 
get tougher as they age; the men 


get seedier. 
* + * 


Credit Worries 


S OME quarters started getting 
concerned over consumer credit 
again, as installment debt expanded 
more rapidly in January. 


The Federal Reserve Board re- 
ported that outstanding consumer 
installment credit rose $393 mil- 
lion over December, after sea- 
sonal adjustments. The increase 
in January auto sales accounted 
for much of the debt expansion. 


One observer commented that 
worrying about consumer debt was 
like asking “how high is up.” No 
one really knows how much debt 
is too much, any more than they 
know when the stock market is too 
high, he noted. 

+ 


* * 


Reports Available 


Ne military reports of interest 
to the auto industry have been 
released by the Office of Technical 
Services, U. S. Department of Com- 
merce, Washington 25, D. C. 

They are: A Literature Survey 
and Analysis of Induction System 
Icing in Ordnance Automotive Ve- 
hicles, $2; Development of an Oper- 
ational Preservative Hydraulic 
Brake Fluid, 75 cents; Qualitative 
Aspects of Fatigue of Materials, $4. 

The first two are Army reports; 
the latter is an Air Force study. 
All may be ordered from OTS. 

ok x * 


Auto Inventions 


The latest products list circular 
of the Small Business Administra- 
tion describes a number of automo- 
tive inventions which are available 
for use through purchase, licensing 
or other commonly used arrange- 
ments. 

Included in the March issue are 
a power-actuated tail gate elevator 
for motor vehicles; a fluid filter; 
a fluid pressure motor for power 
steering, and a trailer hitch and 
steering means. 

The circular will be mailed each 
month without charge to anyone 
who places a request with an of- 
fice of SBA. 


Routine Check Brings 
Burglar Into Custody 


ROCHESTER, N. Y.—A young 
Rochester auto dealer decided to 
check his establishment and nabbed 
a burglary suspect as he fled the 
place. 

James F. Volpe, 24, who operates 
the Volpe Lincoln-Mercury dealer- 
ship here with his father, grabbed 
the burglar’s ankle as the culprit 
was climbing a fence into a nearby 
churchyard. 

Volpe pulled the 18-year-old ex- 
convict to the ground and, with the 
help of a passer-by, held him for 
police. Volpe was out driving with 
his wife when he decided to check 
the place, he said. 
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Vehicles in Use Grow Older 


DE TROIT.—tThe stock of cars 
and trucks in use in the U. S. is 
getting older, the Automobile Man- 
ufacturers Assn. reported in its 
4959-60 issue of Automobile Facts 
and Figures. 

The average age for cars in use 
was put at 5.71 years, as of July 

1, 1959. This compares with 5.62 in 

1958, 5.52 in 1957 and 5.51 in 1941. 


The age of the average truck in 
1959 was put at 7.40 years. This 
compares with 7.23 in 1958, 6.98 in 
1957 and 5.60 in 1941. 

One of the reasons for the in- 
erease in the average age of ve- 
hicles is the growth in the number 
of very old units still in use. In 
1941, there was 502,000 cars 14 years 
old or older still in use. 

By 1959, this figure had risen to 
one million and every one was a 
ear built before World War II. 

Trucks 14 years old and older 
numbered 192,000 in 1941. In 1959, 
trucks of this age numbered 650,- 
000, consisting of prewar models 
plus a few made during the war. 

AMA said the value of wholesale 
gales of replacement parts in 1959 
was $2.2 billion, up sharply from the 
1958 total and the fourth highest on 
record. 

Replacement parts sales amount- 
ed to $2 billion in both 1958 and 
1957. The only years which topped 
the 1959 figure were 1947, 1948 and 
1951. 

A study of travel habits shows 
that the auto is the key factor. 
Much of the auto travel is for work 
and business purposes. Auto use 
falls off a bit as the size of the city 
rises. 

Counting both drivers and pas- 
sengers, something better than 
17.5 million auto trips are made 
per day. Work and business pur- 
poses account for 47.1 percent of 
the trips, social and recreational 
purposes account for 27.3 percent, 


Record Year 
In Vehicle Sales 


Seen for Canada 


TORONTO. — Auto and truck 
sales in 1960 may exceed last year’s 
record total by 5 to 7 percent, ac- 
cording to Rhys M. Sale, president 
of Ford Motor Co. of Canada, Ltd. 

“In 1959 total sales reached $1.5 
billion for the first time in history 
and the number of cars and trucks 
Sold exceeded 500,000,” said Sale, 
who has been reelected president 
of the Canadian Automobile Cham- 
ber of Commerce. 

In support of his views, Sale 
pointed out that Canadian produc- 
tion of cars and trucks in January 
was considerably higher than in 
January a year ago. 

He said 34,439 cars and 7,224 

cks were assembled in the first 
month of 1960, he said, compared 
with 29,767 autos and 5,023 trucks 
in January, 1959, 

G. E. Grundy, president of Stu- 
debaker-Packard of Canada, Ltd., 
has been reelected vice-president of 
the CACC, and J. G, Dykes, general 
manager. 

In addition to Sale and Grundy, 
directors are R. W. Todgham, pres- 
ident of Chrysler Corp. of Canada, 
Ltd.; E. H. Walker, president of 
General Motors of Canada, Ltd., and 
R. B. Bradley, president of Inter- 
nel Harvester Co, of Canada, 


Mercedes Sales 


Show Upswing 


_SOUTH BEND.—U. S. retail de- 
liveries of Mercedes-Benz cars in 
January were the highest of any 
month since last June, according 
to Lon A. Fleener, president of 
Mercedes-Benz Sales, Inc., a Stude- 
baker-Packard subsidiary. 
January’s domestic retail sales 
totaled 842 units, with an addi- 
tional 84 cars delivered to U. S. 
customers in Europe, Fleener said. 
U. S_ retail deliveries of Auto 


Union and DKW cars, also handled 
by S-P, more than doubled in Jan- 
Uary as compared with December, 
he added. 
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shopping trips amount to 14.7 per- 
cent and all other purposes ac- 


count for 20.8 percent of the trips. Two studies of the woman’s place 


In cities of all sizes, 63.2 percent 
of all trips are made as auto drivers 
and passengers. The remaining 36.8 
percent are made ag passengers in 
mass transit vehicles, 

The percentage of trips made as 
auto drivers and passengers is high- 
est in cities of less than 50,000 pop- 
ulation where 87 percent of trips 
are in cars. The percentage falls as 
the size of the city rises until, in 
cities of one million or more pop- 
ulation, 50 percent of trips are in 
autos and 50 percent are in mass 
transit vehicles. 

A study of the woman’s place in 
the auto market found that 48 per- 
cent of women drive a car once a 
day and 93 percent drive a car at 
least once a week. 

Women use cars for just about 
all possible reasons with, as might 
be expected, shopping and visit- 
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STRAN-STY 


ing two of the more common rea- 
sons for making trips. 


in buying a car show that women 
play a big role although the hus- 
band seems to hold the upper hand. 

On most points, either the hus- 
band or the husband and wife to- 
gether make the decisions. On two 
points, the wife appears to have an 
unusually large say—selection of 
the color of car to be purchased 
and picking the color and texture 
of upholstery desired. 

When it comes to the key deci- 
sion of when is the time to buy 
a car, the husband gives the word 
in 51 percent of families and the 
husband and wife decide in an- 
other 28 percent. In another 7 per- 
cent of families, the husband 
makes the decision predominantly 
with some help from the wife. 

In only 3 percent of families does 
the wife decide when its time to 





Corvair Driveaway— 

Northern California Chevrolet dealers, 159 of ‘em, prepare to leave Chevrolet's Oak- 
buy and in another one percent both | land (Calif.) plant in new Corvairs. It was the largest Corvair driveaway from the plant 
decide with the wife in the pre-| and followed a zone sales meeting. The dealers were given a police escort through 


dominant role. Oakland. 
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Meet the new Stran-Style Buildings—New sparkling beauty, low-contour design that says 
smartness for your business. Colorful, functional, using modern materials in exciting new 
ways, they complement any location, go up fast, and cost less than you’d expect. 


STRAN-COLOR 


Nine bright new Stran-Satin wall and roof colors are baked on at the factory—a multi-layer 
protective coating of vinyl-aluminum over galvanized steel. Use singly or in any combination. 


STRAN-SPEED 


Shortages needn't delay your building or expansion plans—not when you can get immediate 
delivery of the new Stran-Style or other complete Stran-Steel buildings from your nearby 
Stran-Steel dealer. A phone call gets things started today. 





TRAN-SAVING 





Proved, practical modular design assures ease of expansion any time and easy expansion 
with a reasonable price tag for a high quality building. And you’ll add savings in time to the 
basic economy of Stran-Steel pre-engineered buildings, because they go up in weeks, not 
months. For complete information, fill in and mail the coupon. 


STRAN-STEEL | 





a 
Clip coupon and mail to STRAN-STEEL CORPORATION, DEPT. AN-5, DETROIT 29, MICHIGAN 











Please send complete litera- Name__ es ra 2 OR re ae se 
ture on Stran-Style Build- 

ings in Stran-Satin Color. Company__ Phone__ eS 
I’m interested in a building 

approximately______ ft. Address Carnie nS” rs or ide 
by = sannenstte ee 

Sf ae A City. ee aol aos Ba a le __ State 


STRAN-STEEL IS A DIVISION OF NATIONAL STEEL CORPORATION 
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AUTOMOTIVE NEWS PLATFORM 


{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 


34 States Still Lacking 


Auto Inspection Laws 


oe auto industry has under way preparations for a drive 

that becomes more significant each year—the National 
Vehicle Safety Check, which will be held in May and June 
in the 34 states which do not have compulsory motor-vehicle 
inspection. 

The auto dealers and related industries, which parti- 
cipate in this program, deserve a vote of thanks from all 
of us, for safety is the business of all. We all have a stake 
in a program to see that the cars on our highways are in 
as safe a condition as possible. 


There is much that auto dealers can do in this respect— 
both from a business and a civic standpoint. We think that 
the most important thing they can do, however, is to work 
for compulsory auto inspection in their states. 

It is rather shocking to read that there are still 34 states 
which, in effect, allow “death weapons” the run of the high- 
ways. 

There are some who still oppose compulsory vehicle in- 
spection in the name of liberty. They feel they would be 
regimented to have the state require their car pass an annual 
safety test. 

And while we, too, look with suspicion on the inroads 
of “big government,” this, we feel, is one area in which 
the states have a responsibility and should step up to it. 

Modern traffic has no place for unsafe vehicles, yet thou- 
sands of unsafe vehicles are on the highways and stand as 
a constant menace to all. 

Is your state as safe as it might be? 
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Events 


yx Evrror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 20-22— Automobile Dealers Assn. 
of North Dakota, Hotel Ryan, Grand 
Forks, 

March 24-25—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 27-29—\owa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des Moines. 

March 30—Rhode Island Automobile Deal- 
ers Assn., Sheraton-Biltmore Hotel, Prov- 
idence, 

Apr. 3-5—Illinois Automotive Trade Assn., 
St. Nicholas Hotel, Springfield. 

Apr. 24-26—Automobile Dealers Assn, of 
ireneme, Buena Vista Hotel, Biloxi, 

iss, 

Apr. 24-24—Ohio Automobile Deaiers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Salisbury Club, 
East Meadows, Long Island. 

May 1-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3 — Motor Dealers’ Assn. of British 
Columbia, Harrison Hot Springs Hotel, 
Vancouver, 

May 1-3— Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
— 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 

Muehlebach, Kansas City, Mo, 

May 5-8—North Carolina Automobile Deal- 
ers Assn., Pinehurst, N. C. 
ay 67—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn.. Francis Marion Hotel, 
Charleston. 

15-I7— Idaho Automobile Dealers 
Assn., Hotel Boise, Boise. 
ay 21-23 — South Dakota Automobile 
Dealers Assn., Sheraton-Cataract Hotel, 
Sioux Falls. 

%& June |-4—Automotive Engine Rebuild- 
ers Assn., annual convention, Netherland 
Hilton Hotel, Cincinnati. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinager's, N. Y. 

June 12-i4—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque, 

June 13-15—New Mexico Automobile Deal- 
ers Assn., Western Skies Motel, Albu- 
querque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
July 21-24—Automotive Trade Assn. Man- 
agers, Grand Hotel, Mackinac Island. 
wey 14-17—Automobile Dealers Assn. 
of est Virginia, Greenbriar Hotel, 

White Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

%& Aug. 28-29—Wyoming Automobile Deal- 
ers Assn.. Cody. 

Sept. 11-13—New Hampshire Automobile 
Dealers Assn., Farragut House, Rye 
Beach. N. H. 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 
Sept. 18-20—New York State Automobile 
a The Concord, Kiamesha Lake, 


Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 30-Oct. | — Montana Automobile 

ealers Assn., Rainbow Hotel, Great 


Falls. 

% Oct. 10-12—Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hilton 
Hotel, Chicago. 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. Yi8-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

SS 4 


Auto Shows 


March 19-22—Oklahoma City Auto Show, 
Municipal Auditorium, Oklahoma City. 

Apr. 2-6—Louisville Auto Show, Kentucky 
Fair & Exposition Center, Louisville. 

Apr, 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) 

Apr. 16-24—International Auto Show, Coli- 
seum, New York, N. Y, 

Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit, 

Nov. #2-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 
(See CALENDAR, Page 32, Col, 5) 











Automotive Cartoon 


Of the Week 





"Compare it with other small cars: Larger motor—more 
horsepower—better ride and bigger and longer." 


Letterbox 





Evans Defended on Billing 

I was amazed at the way the 
voluminous remarks in the column 
(Letterbox) in the Feb. 15 issue at- 
tempted to malign the Feb. 1 news 
item which quoted my good friend, 
Mr. Maxwell S. Evans, of Chicago. 

It seemed to me that Mr. Evans’ 
position was very clearly presented, 
so clearly, in fact, that even I could 
understand them. 

This is the situation as I under- 
stand it: 

1. Floor plan is admittedly a 
cost-of-sales expense whether in- 
cluded in the factory invoice or 
paid on an individual basis by the 
dealer. 

2. But if the factory is to pay the 
floor plan and add it to the cost of 
each unit, then it will increase the 
cost of sales of those dealers who 
do a good job of turning their in- 
ventories rapidly and are currently 
maintaining their floor-plan expense 
well below the national average. 

3. If the factory is holding the 
“tab” on our inventories, it would 
seem to follow then that they would 
be forced to exert additional infiu- 
ence in our operations because of 
their concern over our stock which 
we would be holding at their ex- 
pense. 

The factories can’t give us 
something for nothing any more 
than the Government can. From 
my experience, every gift I ever 
received from the Government 
ended up costing 50 percent more 
than if I had purchased it directly 
on the open market. 

If our business is to be truly a 
partnership, let’s work together to 


The Big Stories 


34 Years Ago—1926 


Approximately 250,000 cars were stolen in the U. S. during 1925, 
according to the American Automobile Assn. A new idea in the man- 
agement of large corporations will be introduced when two automobile 
dealers will be elected directors of Dodge Bros., Inc., according to 


E. G. Wilmer, chairman. 


20 Years Ago—1940 
February’s new-car and truck sales smashed alltime records for 
the month with 280,000 units sold. Studebaker reported consolidated 
net profit of $2,923,251 for 1939. 


10 Years Ago—1950 


The annual Automotive News survey of franchised dealers and dis- 
tributors shows there were 46,821 of them at the outset of 1950, com- 


pared with 49,173 the year before. 








“Truly a Partnership... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and eu letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 






correct the problems that are hon- 
estly troubling both partners rather 
than just trying to see who can get 
“caught with the check.” — Haro. 
RocKWELL, general manager, Row 
Olds, Grand Rapids, Mich. 

* Bd * 


Yes 

Normally I would let something 
like this pass, but in view of the 
fact that the caption under a pic- 
ture on Page 6 of the Feb. 22 issue 
of Automotive News mentions Don 
Garner, Champion Spark Plug engi- 
neer, checking a Pontiac V-8 at a 
speed of more than 150 m.p.h. on 
the Daytona Speedway, I feel I 
should point out the car shown is 
a 1960 Ford Galaxie. 

If this is the car which was used, 
shouldn’t we give credit where 
credit is due?7—-RONALD FELLENSTEIN, 
7731 Bonhomme, Clayton 5, Mo. 

oa OF * 


Case in Point 

The last letter from my parents 
may explain how many cars are 
really sold. They bought a Ford. 
I quote my mother’s letter: 

“He wanted a Chevy because of 
two inches more headroom, but got 
such a good offer on our old car, 
twice as much as the little book 
offers, that he couldn’t resist. We 
were the 10th customer and if they 
sell 10 cars a day, a $100 bonus is 
divided among the 10 salesmen, 80 
that may have helped.” 

Father had a Studebaker before, 
so Ford made a conquest sale. 

Why does Detroit build such 

low cars? “That’s what the pub- 
lic wants,” they say. In addition 
to cheating customers on comfort 

(father’s 6-feet 4 inches, no won- 

der he walks with a slump) the 
race for first place cheats the 
dealer. 

Where will his profit come from? 
Not financing; surely father financ- 
ed it through his own bank. Not 
service, my parents live more than 
60 miles from Cleveland (where the 
car was bought). They would never 
take it that far and be without it 
while it was being worked on. 


At the present time, father 
wouldn’t look at a foreign car. I 
hope by the next time he is ready 
to buy, the U. S. will offer a car he 
really desires instead of a “bar- 
gain.” (Distress merchandise in 
February?)—R. Lenz, Smoke Tree 
Ranch, Palm Springs, Calif. 
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know how to use the phone 


When you telephone a prospect to arrange a demonstration, 
speak up ... sound enthusiastic ... make your 
voice radiate confidence in yourself and in your product. 
It’s hard to say no to this type of guy. If you 
can’t set up the demonstration don’t cut the conversation 
short or let your voice trail off in disappointment 
... you may want to call him again. 





=~ Sh. — 





plan your demonstration route 


A demonstration route that really sells will include a 
wide variety of road conditions. This is the only way you 
can show off the car at its best. Avoid congested roads that 
tend to dampen enthusiasm. Get the husband and wife 
in the cat bird’s seat as quickly as possible... 
only behind the wheel will they begin to see themselves as owners. 
Don’t talk too much. When you do, talk about the car and include the 
Mrs. in the conversation. Chances are she’s the key to your sale. 





sell those features 


Emphasize your car’s big comfort features. : 
Example: SOLEX green tinted safety glass. On your 
demonstration, point out how SOLEX’s soft green 
shade practically eliminates eyestrain . . . absorbs over 
50% of the solar heat... cuts down the fatigue 
of a long, glaring-hot drive in the sun. An easily 
demonstrated feature like this will help sell cars for you. 
Ay Do yourself and your customers a favor, order your cars | 


with SoLeEx. It’s a profitable decision. 
® 


All PPG Automotive Safety Glass complies with every recognized safety code. 


wit 9 Pittsburgh Plate Glass Company 
pl SOLEX® the best glass under the sun ; 
/! 


Paints * Glass + Chemicals + Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 
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If you've got the experience and ability to run your own deal... 


This spot 1s reserved for you! 


The successful Dodge Dart has provided the openings 


The Dodge Dealer Enterprise Program will provide the means 


For top-level general managers and sales managers who 
are ready to move out on their own, the increasing success 
of the low-priced Dodge Dart holds special significance. 


With this dramatic full-scale entry into the fast-growing 
low-price field, Dodge has greatly expanded its market 
potential. (Already Dart has captured third place in 
many key markets and is adding new ones every day.) 
This rapid expansion has created an immediate need for 
additional Dodge Dealers to capitalize on this unusual 
growth opportunity. 

Currently a number of highly desirable openings are 
available. These openings include an excellent variety 
of dealership sizes and locations. They offer qualified 
men an immediate opportunity to establish a sound, 
profitable business of their own. 


The Dodge Dealer Enterprise Program 
Many men of unquestioned ability find it difficult to start 
their own dealership without some assistance. The Dodge 
Dealer Enterprise Program was designed specifically to 
provide this help. Here is what it offers: 
@ 75% of the capital required. 


@ Assistance in locating or building facilities. 


e@ Additional help in hiring and training your sales and 
service staff. 


e An advisory service to help you with your advertising, 
financing, merchandising, and inventory development 
problems. 


Under the Dodge Dealer Enterprise Program you will be 
operating your own dealership, using your abilities and 
investing your time to build your own future. 


You’ll be expanding with Dodge in the profitable, fast- 
growing low-price field—backed by the broadest single- 
line coverage in the industry. Working with the many 
unique advantages of the flexible Dodge Market-Pro- 
grammed Sales Agreement, Dodge Dealers are assured of 
a product alignment that will continue to capitalize 
on new opportunities and market changes as they occur. 


If you have the proper background, and are ready to move 
now, you owe it to yourself to investigate this proposal 
thoroughly. Full details can be had by sending a confi- 
dential inquiry to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


In 1960 the big deal is 1) ()]) (5 





DODGE DART « LUXURIOUS '60 DODGE « DODGE TRUCKS 


¥ 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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The Man Behind the Wheel... 





Sales Testing the Dodge Dart 


By L, H. Houck 
Travelling Correspondent 

FTER 800 carefree miles in 

weather that ranged from ri- 
diculous to worse—the foggy, wet 
kind with zero visibility and de- 
serted airports—behind the wheel 
of the lowest-priced Dodge with 
the all-new six-cylinder engine, I 
can assure one and all that this is 
an excellent automobile. 


The test car was a Dart Seneca 
two-door sedan. I left Jefferson 
City, Mo., for Oklahoma and re- 
turned by way of Arkansas 
thinking to avoid some of the 
Western and Northern weather, 
only to get the type of roads and 
weather conditions that tests the 
stamina, endurance and engi- 
neering of new cars, 

When cars set out at night in 
fog and drizzle with wide temper- 
ature variations, engines coat over 
with moisture and the little sparks 
that run the sparkplugs have a cel- 
ebration flying all over the place. 
The fuel often takes this condition 
as a signal to slow up on vaporiz- 
ing, carburetors may ice or flood 
—but not this Dodge with the 
slanted six. 

It started with enthusiasm and 
created a wonderful sense of secur- 
ity and confidence in the driver. 
Weather such as we did not enjoy 
on this trip gave windshield wip- 
ers, brakes, starter and generators 
a fit, but it was a good school for 
me because I learned a lot about 
new automobiles from the Seneca. 

* * * 


23 Miles Per Gallon 


J SOON found that you can have 
good performance, pushbutton 
automatic transmission, torsion-bar 
front end, easy manual steering 
and 23 miles to the gallon of reg- 
ular in a well-appointed standard- 
sized automobile. 

Neither a compact nor a Queen 
Mary, this lowest-priced Dart Sen- 
eca is a car that you'll like to drive. 
You'll find it a car that likes to go 
places. It’s a car that will give the 
owner a lot to brag about over the 
back fence—and not only about 
gasoline mileage, either. 

I must admit that I looked this 
car over with some mental res- 
ervations, I hope most prospects 
do the same thing because it 
makes the joy of the surprise 
dividends greater and more en- 
joyable. Let the car have its way 
and if it can’t make the sale, 
don’t buy it, 

The Seneca brought back many 
of the joys of motoring—a solid 
feel of the road, safe-feeling man- 
ual steering, a cooperative response 
from the throttle that is hard to 
describe. 

Some of this, I think, comes 
from the consideration given the 
driver by the designers, with a good 
seat, right heights, right reaches 
for controls, visibility of controls— 
a grouping and location that seems 
natural. 

Nothing clashes, there is nothing 
to remember, nothing you must do 
differently next time. 

* . + 


Engine Is Slanted 


Seneca won me over after 
the first few miles and so be- 
fore I took off I scurried home to 
study the specifications, particular- 
ly those of this all-new engine. 
This engine is destined to make 
friends wherever it goes, It’s in- 
clined 30 degrees from vertical, not 
to be different and contrary, but 
along with other things to lower 
the center of gravity which in turn 


Motorist Awarded 
$8,000 for Blowout 


DETROIT. — Sylvester Hansen, 
Detroit, has been awarded $8,000 
by a U. S. Appeals Court against 
Firestone Tire & Rubber Co. in a 
suit growing out of a blowout of 
a new tire in 1958. 

Hansen said he was injured in 
an accident in which the Firestone 
tire did not live up to its guarantee. 
A Federal District Court ruled that 
the guarantee had not been broken. 
The Appeals Court reversed this 
verdict. 





makes it possible to lower the hood 
line, 

This engine reverses the trend 
to oversquare engines and short- 
er stroke or, in plainer words, 
engines with pistons of larger 
diameter than the distance they 
go up and down. 

In the cars of years ago the pis- 
tons were small and the stroke was 
long, and we've come a long way 
to oversquare. This new Dodge en- 
gine is destined to teach us that 
there is an economy and perform- 
ance area with an engine just 
under square. 

The slanted six has a stroke just 
a little longer than the diameter of 
the pistons, and I think in this de- 
sign this may account for the lug- 
ging ability and good idling quali- 


ties. 


* * * 


Easy to Work On 


Asorae advantage of the de- 
sign is a water pump located 
on the side, readily accessible, but 
mainly to permit shortening the 
engine. 

Most talked-about feature and 
one of greatest importance is the 
heavy cast aluminum intake mani- 
fold with long branches, Besides 
having long life and better heating 
of the vaporized gas, it contributes 
some to weight reduction, helping 
make this engine highly efficient 
when considered in terms of horse- 
power per pound. 

I imagine that this type of mani- 


fold, which is new this year, also} 


helped eliminate stalls and hard 
starts in the bad weather of the 
test trips. 

I showed this engine to a num- 
ber of mechanics in widely sep- 
arated places and experienced on 
different makes. The comment 
was the same “Easy to work on. 
Gee, you can get at everything.” 

The most astonishing thing is the 
gasoline mileage because the Dart 
does not, look like a small car, and 
it is not an underpowered car. I 
had all the power I asked for 
under all conditions short of peel- 
ing the rubber off the tires. 

Town and country, stop and 

+ * * 


Car Tested: 
DART SENECA 


Body: Two-door sedan. 

Engine: Block slanted 30 de- 
grees, OHV, six cylinders: tax- 
able horsepower, 27.74; horse- 
power at 4,000 r.p.m., 145, Bore 
is 3.40 inches, and the stroke is 
4.125 inches. Displacement, 225 
cubic inches, Torque, 215 pounds 
foot at 2,800 r.p.m. Compression 
ratio, 8.5 to 1, Uses regular 
grade gasoline. 

Transmission: TorqueFlite Six, 
three-speed torque converter au- 
tomatic. 

Wheelbase, 118 inches; length, 
208.6 inches; height, 54.8 inches. 
Tread: Rear, 60.1 inches; front, 
615 inches. Trunk volume with 
spare tire in place, 29.4 cubic 
feet; gas-tank capacity, 20 gal- 
lons; crankcase capacity, four 
quarts; automatic transmission 
capacity, 14 pints; semifloating 
rear axle and Hotchkiss final 
drive system. 

Tires: 7.50x14, 





start, I averaged 23 miles per gal- 


lon, 


* * 


Equipment ‘Bonuses’ 


A PERSON out to make a gas 
mileage record could probably 
coax 30 miles out of the engine by 
gas-saving driving and a few extra 
pounds of air in the tires, I firmly 
believe that the most careless driv- 
er, who doesn’t wait on light 
changes all the time, can be as- 
sured of 20 m.p.g. 

The exhaust has a most pleasing, 
throaty roar, and I suspect that the 
engineers have made sure that all 
back pressure has been eliminated, 
which contributes to the economy 
and adds to the power. We've 
learned a lot in the last few years 
about engine breathing and mani- 
folding, and I’m sure that this 
knowledge has been fully incorpor- 
ated in this engine. 

The owner of this fine car on a 
118-inch wheelbase can be proud 
of the all-welded unit body, new 
this year, and the high degree of 
rustproofing with seven complete 


He Thinks Everyone Should Take Part... 


Ford for Political Action 





DETROIT.—Both of the nation’s 
major political parties need busi- 
nessmen, Henry Ford II, president 
of Ford Motor Co., believes. 

In a statement expressing his 
views on management and em- 
ploye participation in civic and 
political affairs, Ford said he is 
“for a vigorous two-party system 
in this country.” 

He emphasized, however, that he 
is “strongly opposed to the prac- 
tice of steam-roller politics by busi- 
ness or anyone else.” 

The private-enterprise system, 
Ford continued, has demonstrated 
that it works better than any other. 

“But it could be distorted beyond 





Inside the Dart— 


Instruments and controls of the Dodge 
Dart are conveniently located, and the 
wide brake pedal (power or regular) can 
be operated with either foot, said Sales- 
Tester L. H. Houck. 

* * 
body dips, This Dodge can roll 
but it can’t rattle, There’s new 
insulation and soundproofing. 

The owner has a built-in bonus 
of ever so many fine features that 
are standard equipment on the 
Seneca, Some of these are new 
forward locks on window vents, 
new foot parking brake, new roof 








recognition by those who would 
use political power to achieve their 
own short-sighted goals.” 

Touching on union political ac- 
tivity, Ford said: 

“Despite the growing political 
power of labor unions, I think it 
would be a great mistake for busi- 
nessmen to regard political activity 
in negative, stop-union terms. 

“Business and unions could well 
be together on issues more of- 
ten than they are apart,” he said. 

Ford said he did not favor the 
development by businessmen of a 
single, unanimously accepted pro- 
gram of political action. 

“Even if that could happen—and 
I don’t believe that it could—it 
would not necessarily work out to 
the benefit of the country as a 
whole,” he continued, 

“Furthermore,” he said, “I do not 
advocate that.all businessmen get 
behind one political party.” 

Ford said businessmen would be 
wise to concentrate on the “politi- 
cally inactive” middle - income 
group, which he said has been 
estimated to represent 30 percent 
of the electorate. 

“If these people, as individual 
citizens, can be persuaded to take 
an interest in politics, they can 








Dart ‘Economy Slant 6' Wins Applause— 

An 800-mile sales test under unfavorable weather conditions convinced Automotive 
News Correspondent |. H. Houck that the Dodge Dart Seneca has stamina and endur- 
ance. He averaged 23 miles per gallon with the new Economy Slant 6 engine. 


Motor Sales, Inc., Youngstown, O. 


bows, total contact brakes, baked 


provide a solid and very wholesome 
buffer to extremes of either the 
right or the left,” he said. 


36 Top Dealers 
Chosen by DeSoto 
For Fla. Vacation 


DESOTO LAKES, Fla.—The na- 
tion’s 36 leading DeSoto dealers, 
two from each of the company’s 
18 regional sales areas, have been 
chosen for an all-expense-paid one- 
week vacation ag guests at the an- 
nual Hernando DeSoto Celebration 
at Bradenton, Fla., March 20-27. 

The dealers are: 

Robert Milford, San Marco Mo- 
tors, Inc., St. Jackson, -Fla.; Ed- 
ward L. Wolfe, Allston Motors, 
Allston, Mass.; Stanford London, 
Walton Motor Sales, Inc., Chicago; 
George W. Byers, George Byers 
Sons, Inc., Columbus, O.; Ben Bel- 
isch, Rosenstock Motors, Houston. 

Sid Pelunis, Sid Pelunis, Inc., 
Cleveland Heights, O.; C, P. Mer- 
cer, Mercer Motor Co., Warner 
Robins, Ga.; Harold M. Snow, West 
Newton Motor Mart, West Newton, 
Mass.; Vincent Buchmeir, Buch- 
meir Motor Co., Sterling, Ill.; K. C. 
Baker, Baker & Ice Motors, Inc., 
Springfield, O.; L. H. Maggard, 
Maggard-Nall Motor Co., Inc., 
Plainview, Tex. 

G. C. Rabideau, Rabideau Motor 
Sales, Cass City, Mich.; Ed Fret- 
well, Fretwell Motor Co., Oklahoma 
City, Okla.; Henry K. Frost, Art 
Frost of Glendale, Glendale, Calif.; 
Ivar Schmidt, Automobile Sales Co., 
Memphis, Tenn.; N. J. Koppy, Kop- 
py Motors, Inc., St. Paul; Seymour 
Zubalsky, Castle Motors, Inc., Ho- 
boken, N. J. 

W. D. Edwards, Edwards Motor 
Co., Ponca City, Okla.; James E. 
Love, Steve Love, Santa Paula, 
Calif.; Sidney Robinson, Robinson 
Brothers, Jackson, Miss.; Bill Haw- 
ley, Bill Hawley, Inc., Mason City, 
a.; Bernard J, Fitzpatrick, Fitz- 
patrick’s, Inc., Ansonia, Conn.; J. 
D. Ketner, Haven Motors, Inc., 
Schuylkill, Haven, Pa.; Al Wagner 


Alton Alexander, Alexander Mo- 
tor Co., Portland, Ore.; Dick Freed, 
Freed Motor Co., Salt Lake City; 
Art O'Leary, O’Leary-McClintock 
Motors, Inc., Wellston, Mo.; Jim 
Clark, Armory Garage, Inc., Al- 
bany; E. O. Wilson, Liberty Dor- 
mont Co., Dormont, Pa. 

Cc. L, Tharp, Hartsock & Tharp 
Motors, Corvallis, Ore.; D. A. Ander- 
son, Anderson’s, Provo, Utah; K. B. 
Goza, Goza-Harper Motor Co., 
Sikeston, Mo.; Robert Perry, Per- 





we jenamel finish, safety rim 


I) with either foot, easy mechan 





|ing down hills. I tried it out co 
|ing down Boston Mountain 




































































whe s 
more safety glass all around, ext; 
wide brake pedal on regular 
power brakes which can be 


seat adjustment. 
Also new this year are the q 
hinges, which have holds for } 


open and full open. 
- * 


New TorqueFlite Unit 


HE automatic transmission 

the test car was designed 
pecially for the slanted-six 
does not sap the strength of 
engine. We used to figure 10 to 
horsepower to run the autom 
transmission, but not here, 

This is the TorqueFlite Six, 
three-speed torque converter aug 
matic, Control is by mechar 
button, When you push the 
button for drive, the transmi: 
shifts into second immediately 
then into high, 4 
While in “D” if you want to 
to second, you push “2” and 
shifts immediately. Of course, 
will shift down to second autor 
tically when you slow down. 

I tried this “2” button on 
grade when I wanted to pass 
truck, although I wasn’t hay 
any trouble in passing in “TD 
It gives a flashy getaway, 
for emergency passing. It 
mains in second until you p 
the “D” button again. 
Another thing different in # 
transmission is the “1” (low) 
ton, It is used for maximum b 


Arkansas which is pretty steep, 

While speeding along in “D” 
you push “1” (low), the tra 
sion shifts immediately to 
and when slowed to 23 m.p.h. } 
shifts to low. This is a very f 
transmission with only one sn 
thing to remember—at speedg 
70 m.p.h, it should be in “D.” 

+. + * 


seco 


Wide Range of Options 
ON THE economy side is 

single-barrel carburetor wit 
the dry air cleaner and the 
taxable horsepower, 27.74, wh 
earns a low-cost license plate 
many states. Rated horsepower 
145 at 4,000 r.p.m, 

Out on the open road, this c 
sails along at 70 m.p.h. all 
without complaint or movement 
the heat indicator from normal. — 

When this “Economy § 
Six” was announced, M, C, 
terson, Dodge general , 
said: “This entirely new engi 
will provide peak economy 
the U. S. motorist.” Our 
proves that Patterson knew v 
he was talking about, 

In this low-cost, high-econe 
car, Dodge has made available 
the buyer almost all the accesso; 
and power assists that fit the reg 
of the Dodge line, right up to t 
highest-priced models. 

Buyers have different needs 
buy accessories for different 
sons. It is a source of satisfa 
to know that your car has not b 
so constructed that they can’t 
used, 

One of the things I have in mi 
here is Dodge’s new hydraul 
“Child Guard Lock” by which 
doors can be locked from 
switch by the driver. To a b 
with children this could be in 
able, while a childless couple pro 
ably wouldn’t want it. 

In the Seneca, the customer ¢ 
tailor the car to hig needs, his 
nances and his family and ne 


have a feature he doesn’t want. 
* as * 





>) 





Easy to Reach— 


Components of the Dodge Dart Econe 





ry’s Garage, Sidney, N. Y.; J. P. 
Coates, F, A. Roethke, Inc. Nor- 
folk, Va., and David George, George 
Motor Co., Laurens, S. C. 


Slant 6 engine are easy to reach. The 
gine has cast aluminum intake manif 
which reduce weight and provide 
horsepower per pound. 











a “= “ 

. ji 

| 7 a x ri ea % 

| : eee ae ee 

B c 
, i =| 
; — E 
sf ad 
f 
i 
mt i of 
: ‘ ; A 
5 
’ 
. i a 
; 4 
an F f 
tesire 
pee i ba 
- 
: . 
. A 
i - 
5 
A 
' 
Y x P A * xt fs 
re ae Nr. # 
a 
. J f rs 7 : i 








n 
4 rs 
* * 
i . 
rs 4 5 





: ¢ 
A | 
ba . 
ef 
: é ) 














A 
c 

5 . 

y 

A 
pe 4 
ry 
F 
f 





| on 
A 
HAVE 






HAPPENED 
AT A 
BETTER 





THIS SENSATIONAL 


told time after time after time 


to the BIGGEST MAGAZINE-READINGEST... 
BIGGEST CAR-OWNINGEST.. . 
BIGGEST OIL-BUYINGEST... 


AUDIENCE IN 1960! 


Readership 28,033,000 


each issue 


World’s most popular “photo” 
weekly . . . tremendous car-owning 
family circulation. 


Readership 20,340,000 
each issue 


Combination “photo” and “text” bi-weekly 
has another huge following among 
car-owning households! 


Readership 16,876,000 


each issue 


Most popular “text’’ weekly . . . reaches 
17% of all households owning one or 


more cars! 


Readership 32,015,000 


each issue 


World’s largest mass-circulated magazine 
.. reaches 33% of all car-owning households! 











NOW PENNZOIL 
BRINGS YOU THE 


“ 


PENMgDIL) 
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Safe Lupricat™™ 


IN THE WORLD! 


Amazing Pennzoil Z-7 combines richest, pure 
Pennsylvania oil with special power ingredient 


So rich a So complete Z-7, to cut today’s driving costs. 


Pennzoil Z-7 motor oil lasts longer, works better 
under all driving conditions. Gives you greater 


it gives double the it needs no gas mileage, smoother engine performance, ac- 


tually increases horsepower after only a few miles. 

s ' ata 1 And you'll never need extra additives again! Ask 
protection demanded! extra addi ives: for Pennzoil Z-7 at your favorite car dealer, garage 
or service station. For the finest Pennsylvania oil, 


sound the “Z"’ that makes Penn Oil. . . PennZoil. 


Typical full-page, full-color advertisement 
AND THAT'S JUST THE BEGINNING 


turn page . 


ALL THROUGH 1960 PENNZOIL WILL BE HELPING 
CAR OWNERS DISCOVER The Dealers Who Sell 


PENNZOIL 
L-7 


World’s Richest... 
Most Complete 


MOTOR OIL 


YOUR BUSINESS WILL ZOOM if you stock and 
sell Pennzoil Z-7. You just can’t miss! 


JUST THINK! 30 powerful advertisements .. . in the 
world’s most popular mass magazines—LIFE, LOOK, 
THE SATURDAY EVENING POST, READER’S 


DIGEST .. . a total of 97,264,000 readers for each issue 
of these four magazines OHIO SALES ENGINEER 


PLUS CAMPAIGNS in Hot Rod, Motor Life, Popular 
Science, Popular Mechanics, Field & Stream, Sports Afield, DISCOVE RS OIL 
Outdoor Life, Popular Boating, for a grand total of 


108,729,375 readers, month after month in 1960. That . Os 
m heavy coverage righ t in your own locali ty. Frank LaZelle discovered the richest, most complete motor oil in the 
eans world — Pennzoil Z-7. He says, “It's almost too good to be true. I can 
AND THE PEOPLE who come to you for Pennzoil Z-7 actually feel the difference in driving and see the difference in savings.” 
are prime prospects for all of your other products and “I drive 20,000 to 30,000 miles per year in temperatures from 90- 
services. plus to near zero, on the highway and through city traffic. Tough on 
ie Tie la any engine! Yet with Pennzoil Z-7, I get more horsepower. Better gas 
BUT THAT'S NOT ALL! Your Pennzoil distributor mileage. And 20% longer engine life.” 
has point-of-sale materials and local P romotion P lans that This amazing oil is so rich it gives double the protection demanded. 
can be tailor-made for you to make 1960 your biggest So complete it needs no extra additives. Refined from 100% pure Penn- 
sales year in history. sylvania crude, Pennzoil contains special power ingredient Z-7 that 
keeps engine parts so clean the oil can give peak 


Call him today, or write to PENNZOIL, Oil City, Pa. lubrication protection full time. 


Mr. Frank LaZelle, Richmond Heights, Ohio, shown here with his 
family, has solved the problem of how to cut today’s high driving costs. 


Treat your car to this big money-saving discovery — 
Pennzoil Z-7. Your favorite car dealer, service station 
or garage can supply it. For the finest Pennsylvania 
oil, sound the “Z” that makes Penn Oil — PennZoil. 


Real-life testimonials like this appear frequently, in support 
of the dramatic, full-page color advertisements. 


Safe Lupricati™™ 


ADV. 58 2-60 Litho in U.S.A. 
































































By David J. Wilkie 


DECADE ahead will bring 
ny engineering and design ad- 
es to the American automobile, 
don’t look for the car builders 
: suddenly to make 
a “dream” car 
available to the 
average motorist. 
Some crystal- 
ball gazers have 
been predicting 
that the 1960s will 
bring wheel-less 
automobiles, cars 
that will alternate 
between surface 
and air lanes, ve- 
hicles powered by 
c energy, cars with radar pro- 
on against collision, or repro- 
stions of General Motors’ latest 
bird which incorporates just 
at everything anybody ever 
ught of in an automobile. 
Excepting for the atomic-pow- 
i car, the industry’s engineers 
» tried out all these “cars of 
future.” Probably the car that 
operate with a pencil of 
slear energy will be tried out 
the decade ahead. 
t, along with the gas turbine 
wine car and vehicles that can be 
ated by remote control, none 
them will be available during 
e Sixties to the average motorist. 
mn if engineering research sim- 
ps many of the construction 
blems, they still will be beyond 
reach of the car buyer of aver- 
income. And the auto industry, 
course, lives on the volume of 
mess it does with low-income 
dividuals. — 


ea 

ONE of the certainties about the 
ear period ahead is that auto- 
biles will not be reduced in price. 
‘has been said that politica] con- 
ations entered into settlement 
the steel strike. It also is said 
the same -consideration will 
all a price increase in steel 
election year. 
As long as the steel industry 
is to its current price sched- 
there is no immediate like- 
od of a price increase by the 
ito industry. It may be that the 
price line will be held until 
» 1960 elections are over. That 
ald be logical if political im- 
ications were involved in the 
pel dispute settlement. 
that time the auto industry 
i have completed its present 
fel year. 

But business analysts generally 
2 that, barring an economic 
heaval, higher prices for steel 
i come. When they do, new car 
also will go up. This goes 
the present group of new com- 
cars, too. 
"Bo the present is as good a time 
any in the foreseeable future to 
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Wilthie Views... 
No ‘Dream’ 





Cars Near 


} Many among the more enthusiastic 
of the optimists who appear to be- 
lieve that 1960 marked the begin- 
ning of a decade of uninterrupted 
prosperity for the car makers. 

If that were to happen, it would 
be contrary to all tradition in the 
auto industry. The industry peri- 
odically needs a breathing spell 
following a year or two of high- 
level operations. Its experience 
over the last half century indi- 
cates it will have ups and downs 
in the decade ahead. 

Most educated guesses are that 
from seven to 7% million cars will 
be sold in the United States this 
year. It is almost too much to ex- 
pect the industry to do that volume 
for two consecutive years, but it 
could happen. At the same time, 
if approximately 15 million auto- 
mobiles are sold in the two years 
ahead, an easing off is virtually 
a certainty for 1962. 

* * * 


ALTHOUGH the 





industry will 





not suddenly present “dream” cars 
for the average car buyer, it will 
have many new things to offer in 
the decade ahead. Among other 
things there will be more of the 
compact models, mainly for those 
car divisions which currently do not 
have models comparable to the Val- 
iant, Falcon and Corvair. 

There is also the possibility; some 
industry chroniclers say, that an- 
other crop of smaller cars, designed 
to compete in the price range of 
the heavier-selling imported cars, 
may be brought out by U. S. car 
builders. 

This conjecture arises from the 
fact that so far the introduction 
of the newest smaller cars by 
America’s leading auto makers 
has not seriously cut into the 
sales volume of the leading low- 
est price imports. 

The auto makers are not talking 
about this possibility. But their en- 
gineering divisions are experiment- 
ing with hundreds of different 
projects. Many of these would fig- 
ure in the production of lower- 
priced smaller cars, should the 
manufacturers decide to bring them 
to market. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 


How They're Pushing Sales... 


Truck Promotion Extended 


DDIE’S MOTORS, Johnson City, 

N. Y., is planning to extend its 

“Operations Truck Merchandising” 
program this year. 

On the schedule are a Business- 
man’s Brunch in the showroom, at 
which there will be films illustrating 
truck utility, and a truck rodeo to 
be cosponsored by the Ford dealer- 
ship in May or June. 

oe * ea 


Buyers Get Wine, Tax Aid 


A CASE of French wine is given 
by Montclaire Motors (Renault), 
Scranton, Pa., to every buyer of a 
new or used Renault or other for- 
eign car. 

The dealership also offered free 
counsel on auto-cost deductions 
during the income-tax season. A tax 
specialist was on hand each Friday 
and Saturday during March and up 
to the Apr. 15 deadline. The free 
advice was limited to auto deduc-| 
tions. 

oa * * 


Import Show in Georgia 


oe dealers selling imported 
makes participated in the first 


S-P Sales Club 
Will Honor Top 


Dealers, Salesmen 
SOUTH BEND, Ind.—Recognition 








@ new car. 

* a * 
SETTLEMENT of the steel dis- 
without another halt to pro- 
uction gave added impetus to the 
imism that marked the end of 
!not wholly satisfactory 1959 year 

the auto industry. But there are 








-@ 
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hite’s Derby Winner— 


| W. D. Patterson, San Francisco, vice- 
' President of the Pacific Coast sales region, 
“feceives White Derby crown and horseshoe 
of flowers for guiding his region to vic- 
fory in the 1959 trucks sales derby of White 
Motor Co.'s White truck division. H. J. 
Nave, right, executive vice-president, and 

D. Weller jr., left, sales vice-presi- 
dent, White truck division, make the pres- 


A 


| entation emblematic of best sales record 
in relation to sales potential for the last 
six months of 1959. 











for sales achievements by dealers 
and salesmen will be made by the 
Studebaker Century Sales Club, ac- 
cording to S. A. Skillman, Stude- 
baker-Packard sales vice-president. 

Sales will be converted into points 





for each dealer and salesman on 
a monthly report basis, he said. 
Four points will be awarded for 
Sales of trucks over one-half ton; 
three for V-8 Larks, Hawks and 
half-ton trucks; two for six-cylinder 
Larks, and one point for each used 
car or truck sold at retail. 


Skillman said those who roll up 
100 points during the year will qual- 
ify for membership in the “50-car 
chapter,” and those getting 200 
points in the “100-car chapter.” 

Credits for salesmen are trans- 
ferable between dealerships and 
sales zones, he continued, but points 
will not be carried over from one 
reporting year to another. 

Century Club members will re- 
ceive certificates, identification 
cards and lapel pins. Silver and gold 
pins will be awarded 50-car and.100- 
car chapter members, respectively. 


Each continuous year that a deal- 
er or salesman qualifies for mem- 
bership, Skillman said, a diamond 
will be set in the pin until the pin 
bears five diamonds. When the pin 
bears five diamonds, it will be re- 
turned to the club’s national head- 
quarters and a more outstanding 
award will be made, he added. 


Dealer Ad Ideas 





imported-car show held in Albany, 
Ga. The exhibition was staged at 
the Midtown Shopping Center. 

Dealers participating were Al- 
bany Lincoln-Mercury, Aultman 
Motor Co., Continental Motors, 
Flint Motors, Free’s Auto Sales, 
Holman Motor Co., Miller Motor 
Co. and Sports Car Center. 


Quantity 


PRODUGTION 
oi 
GREY IRON CASTINGS 


ONE OF THE NATION'S, 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


EET 


FOUNDRY DIVISION. 


aes : : 
MAIN OFFICE FAND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








ATTENTION DEALERS: 


Se the compelllwe Compact Caw /Vaket 
youll 90 place fasier $ you ge 








™ GOLIATH 


51883 
SLIGHTLY HIGHER ON WEST COAST 


.»» WITH FRONT WHEEL DRIVE 


1—Goliath’s Front Wheel Drive gives a big car feel and greater 
safety. 2—Goliath’s extra leg room and height gives more comfort 
than competitive makes. 3—Goliath’s 46 and 63 H. P., 4-cylinder, 
4-cycle airplane type engines give maximum power and economy. 
4—Ample storage. space makes Goliath truly a family car. 5— 
Goliath moves safely and easily through heavy traffic or on the 
open road at high speeds, is protected by its unit steel body and 
4-wheel hydraulic brakes. 6—Goliath cars average more than 30 
miles per gallon even in city traffic and maintenance costs are 
half that of most other cars. 


GOLIATH HAS A COMPLETE SERIES OF MODELS 


Write, Wire or Phone these Car & Parts Distributors Today 


FOREIGN MOTOR DISTRIBUTORS COMPANY 
6700 Allentown Bivd. (Phone KI 5.3754) Harrisburg, Pa. 


GOLIATH SALES CORPORATION 
1580 El Camino Real (Phone LY 1-0788) San Carlos, Calif. 
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TURNINGS ... 


Autolite Spurs Work 
On Non-Fouling Plug 
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By Joseph M. Callahan 


Engineering Editor 
ILEDO.—A lion’s share of attention at the spark plug 
laboratory of Electric Autolite Co. here currently is 
being devoted to the low-voltage spark plug which report- 


edly is completely immune to 


fouling out. 

In addition, it’s a universal plug, 
as suitable for the Indianapolis 
driver as for the 
old lady who 
wants to drive to 
the grocery. This 
plug also is rela- 
tively immune to 
higher com- 
Pression ratios 
and reduces spark 
plug servicing, es- 
pecially in situa- 
tions where plug 
life is rather 
short. 





Because the low-voltage plug 
has much more surface, the elec- 
trode erodes away at a much 
slower rate, 

As a result of these rather sub- 
Stantial advantages, Paul Atwell, 
spark plug product manager for 
Autolite, and his staff have been 
working on this plug for six or 
seven years. 

Preliminary laboratory work and 


Jaguar Adds Dealer 


SALINAS, Calif—Jaguar has 
awarded a franchise to Foreign 
Motors of Monterey, Inc., 118 E. 
Gabilan. Eva E, Duwe is president. 





a feasibility study for the military 
have been completed and the com- 
pany is now beginning a field test- 
ing program with some of its cus- 
tomers. 

+* * * 


Does Better Fouled 


i A standard spark plug, the 
electricity comes down the plug’s 
center electrode, builds up a voltage 
of between 10,000 and 20,000 volts 
and then jumps through the air to 
the side electrode, thus creating the 
spark that ignites the gas in the 
cylinder. This is the air-gap or high 
voltage plug. 

In the low voltage plug, the elec- 
tricity comes down the center elec- 
trode and makes a short jump 
across the plug’s bottom surface 
(which is almost completely 
smooth), again creating the spark. 
This is why it’s called a surface 
gap plug. Fewer than 5,000 volts 
are needed to bridge this gap. 

As with the standard spark 
plug, particles of carbon and lead 
from the gas attach themselves 
to this plug, but the more it is 
fouled the better it functions, 

As there is no danger of this 
plug’s fouling out, the same rela- 
tively cold spark plug can be used 
in all types of vehicles, since a 
plug’s “coldness” or “hotness” is 








dictated by the need to make it 


To Chrysler Motors Corporation Dealers: 





Testing Low-Vol# Plug— 


Paul Atwell, left, product manager of 
Electric Autolite's spark plug division, and 
Tony Vadino, section engineer, dip a firing 
low-voltage spark plug into a jar of oil 
to show it's anti-fouling characteristics. 


* * * 


run hot enough to burn up the im- 
purities and cold enough to prevent 
pre-ignition. 

Atwell said this generally means 
that the temperature of a plug 
(taken at its hottest point—the out- 
side corner of the insulator) should 


HERE'S A BIG TIMESAVER FOR YOUR 


SERVICE 


DEPARTMENT 


MoPar’s 
Balanced Stock Plan 
and Inventory 
Control System 


Bu 


Mo Par 





y 100% MoPar 








demonstration is to take a low-volt- 
age spark plug that is being fired 
by a spark plug testing machine, 
and to immerse it in a jar of oil. 
The spark plug continues to fire 
without interruption. 


mean that one spark plug would be 
used for the entire auto industry, 
Atwell said that this would elimin- 
ate the need for spark plugs with 
different heat ranges, 
would still be a need for plugs of 
different diameters and of different 
reaches. 


plugs with an 18-millimeter diam- 
eter, while every other U. S. car 
uses 14-millimeter plugs. 


Cadillac, Oldsmobile, Chrysler, De- 
Soto and Dodge V-8s; half-inch — 
all Ford Motor Co. cars and Cor- 
vair; seven-sixteenths — Rambler 
and Lark, and three fourths of an 
inch—Chevrolet, Plymouth six, 
Dodge six and Valiant. 


ignition system hasn’t been obsolet- 
ed by the low-voltage plug, because 
this idea had been around a long 
time. But we're going to continue 
working on the low-voltage idea, 
Atwell said. 


Harvester Buying 
Fort Wayne Plant 


vester plans to purchase from U. S$. 
Rubber a Fort Wayne factory hav- 
ing more than 500,000 square feet 
of floor space and a site of approx!- 
mately 60 acres. 


president of Harvester, said acqui- 
sition of the plant will 
Harvester’s plant area 
Wayne by approximately 25 
cent. 


plant, our present plans call for 
development there of specialized 
assembly of heavy-duty trucks arid 
it is quite possible that some of 
the space may be used for manu- 
facture of components,” Buzard 
said, 




























range between 1,000 and 1,750 de 


grees at all times. 
aa * e 


oe a plug whose tempera. 

ture will remain in this range 
often presents quite a problem to 
the spark plug designer, since the 
engine speeds will range from idje 
to 80 or 100 miles an hour. 

The fact that the low-voltage plug 
normally operates with a fouleg 
surface necessitates electricity with 
about three times as much amper. 
age. This calls for a transistorizeq 
low-voltage ignition system. 

In addition to a costly transis. 
torized ignition system, this sys- 
tem requires the addition of a 
storage condensor, a precision 
, Series gap and a commutator dis- 
tributor. 
The other disadvantage of the 
low-voltage plug is that it causes 
radio interference, This only can be 
eliminated by expensive shielding, 

Asked about these cost problems, 
Atwell said, “This whole project has 
consisted of solving one tough prob- 
lem after another, We're continuing 
our research and we hope to get 
some of the cost out, but I doubt 
that it will ever be as cheap as the 
conventional ignition system.” 

+ * - 


Interest Mounts 
EVERTHELESS, two auto mak- 
ers have shown an interest in 
these plugs. Also, the Government 
and certain other manufacturers 
have shown an even greater inter- 
est in the project, convinced that 
it has a more immediate potential 
in certain related fields, where the 
gains from a plug that doesn’t foul 
out outweigh the extra cost. 
Among these applications are 
military vehicles, taxis, police cars, 
slow-speed vehicles, two-cycle en- 
gines (where fouled plugs are a 
major problem), racing cars, trac- 
tors, multi-fuel engines and diesel 
engines. 

These plugs reportedly will be 
particularly worthwhile for diesel 
engines because these engines 
(which normally don’t have spark 
plugs) are extremely difficult to 
start when the temperature is 
below freezing. Conventional 
plugs normally would foul out in 
a diesel because of all the oil. 

By contrast, Atwell’s favorite 


* 
SKED if the eventual adoption 
of low-voltage plugs would 


but there 
All Ford Motor Co. cars use spark 


The reaches (or length of the 
threads) of each U, S. cars’ spark 
plugs are as follows: 

Three-eighths on an inch—Buick, 


“The conventional spark plug and 


CHICAGO.— International Har- 


Ralph M. Buzard, truck vice 
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This is BENDIX PRODUCTS DIVISION ... 





‘le add even more depth to its 
research and testing of brakes and 
power brakes, Bendix Products Divi- 
sion now operates a unique mobile 
laboratory to gather the most com- 
plete braking data ever assembled. 


Equipped with the latest in scientific 
brake test instruments, the Bendix 
Mobile Laboratory will travel more 
than 100,000 miles per year making 
tests under all kinds of driving condi- 
tions, over all kinds of roads. It will 
thoroughly “road check”? new brake 
designs and developments in weather 
ranging from 30° below zero in Minne- 
sota to 110° in the Arizona desert. 


CAB OF TRACTOR in tractor-trailer combination 
carries supplementary instrumentation to that in trailer, 
so that driver can maintain complete control in line with 
test stop instructions given by engineers in trailer. 





. BENDIX MOBILE LABORATORY prepares to take to the highway in the interests of 
better braking and greater highway safety. Aboard is every scientific instrument needed 
to measure brake design and performance from every possible angle. 


A permanent record of each test 
run is being maintained for complete 
study and analysis. Special instru- 
ments aboard measure such factors as: 
speed and stopping distance; tempera- 
tures of lining, drums, wheel rims, 
and hydraulic fluid; speed of brake 
applications and time lag between 
trailer and tractor brakes; stroke of 
master and wheel cylinders; and pres- 
sure and displacement input to brakes. 


No one else in the world does as 
much brake research and development 
work as Bendix—“‘Brake Headquarters 
of the World.” Why not put this 
experience to work for you! 


PART OF LARGE FLEET of Bendix brake test vehicles 
operated by Bendix Automotive Engineering, Research, 
Development and Road Test Departments. Much of 
work is done in mountainous country. Bendix also main- 
tains large test facility at Jennerstown, Pa. 





B + _ PRODUCTS 
endix DIVISION 


South Bend, IND. 


by A 





“LEADER IN BRAKE 
RESEARCH AND TESTING 





TEST RESULTS for each run can be checked visually 
by Bendix engineers during stops and are also recorded 
permanently on 25-channel oscillograph for detailed 
study later. Two-way radio (right) permits conversation 
with tractor driver and with South Bend headquarters. 





MOBILE LABORATORY NO. 2 is also used to test 
brakes and power brakes in all kinds of weather over al! 
kinds of terrain. Trailer interior houses battery of instru- 
ments for checking and recording results of test runs. 















What's New... 


2 Salesmen Cited 
By Shatterproof 


DETROIT.—Members of Shatter- 
proof Glass Corp.'s field sales staff 
and distributors from throughout 
the country attended the firm’s an- 
nual sales meeting here. 

The firm’s “salesman-of-the-year” 
award was presented to M. Ferris, 
Atlanta, and a runnerup plaque was 
given to Gordon Hibbins, San Fran- 
cisco. 

Three groups participated in 
three-day seminars which covered 
a review and forecast of every 
phase of Shatterproof’s operation. 

* + *” 





Velcro Names Detroit Rep 


DETROIT.—Getsinger-Fox Co. 
has been appointed sales agent of 
the Velcro fastener to the auto- 
motive industry, according to 
Julian C. Frankel, executive vice- 
president of Velcro Sales Corp. 

* * 


Purolator Plans 


Bigger Prizarama 


NEW YORK.—A bigger Purolator 
Prizarama Sweepstakes will be held 
in 1960, the firm announced in wind- 
ing up the ’59 event which was call- 
ed the most successful promotion 
in Purolator history. 

More than $140,000 in prizes were 
awarded to dealers and salesmen in 
the 1959 promotion, and bigger 
awards for the new campaign will 
be announced later, a spokesman 
for the firm said. 

He added that dealers have indi- 
cated an increase in sales since the 
introduction of the Purolator Seal 
of Protection. 
























AWDA Adds 8 Members; 


7 Firms Named Affiliates 


KANSAS CITY.—Eight distribu- 
tors have been elected members of 
the Automotive Warehouse Distri- 
butors Assn, They are Central 
Florida Parts, Inc., Orlando, F'a.; 
Columbus Warehouse Distributors, 
Inc., Columbus, O.; Eastern Tool 
Warehouse Corp., New York; Lan- 
sair, Ltd., Montreal; Bob Morrison, 
Ltd., and W. R. Sherwood Distri- 
butors, Ltd., Edmonton, Alta.; Tool 
Warehouse Co, of Wisconsin, Mil- 





Dealers’ Sales 
Gain 19 Percent 
During Year 


WASHINGTON.—New-car deal- 
ers’ sales in 1959 totalled $32,472 
million, up a healthy 19 percent 
from the 1958 total, the Commerce 
Department reported. 

The expansion in dealers’ sales ran 
far ahead of the gain scored by total 
retail sales in the nation. In 1959, 
the retail sales total was $215,413 
million, a gain of 8 percent from the 
1958 figure. 

The year’s sales totals for other 
automotive groups and their gains 
over the 1958 showing included: 


Tire, battery and accessory deal- 
ers, $2,556 million, up 12 percent; 
service stations, $16,793 million, up 
7 percent, and automotive wholesal- 
ers, $6,060 million, up 11 percent. 

December, due at least partly to 
the steel strike, was a subpar month 
by 1959 standards in most automo- 
tive outlets. 

New-car dealers’ sales fell 5 per- 
cent below the November figure and 
17 percent below the total for De- 
cember, 1958. Total retail trade was 
22 percent above the November total 
and one percent ahead of December, 
1958. 

Tire, battery and accessory deal- 
ers’ sales were 27 percent above the 
November total and up 7 percent 
from December of the preceding 
year. Service station volume showed 
no change from November but was 
up 5 percent from December, 1958. 

Automotive wholesalers’ sales in 
December were off 3 percent from 
November and down 2 percent from 
the December, 1958 figure. 
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In Parts and Accessory Distribution 


waukee; United Warehouse, Inc., 

Jacksonville, Fla 
Seven manufacturers were 
named affiliate members They are 
Arvin Industries, Inc., Columbus, 
Ind.; Dupli-Color Products Co., 
Inc., and Victor Mfg. & Gasket Co., 
Chicago; K-D Lamp Co., Cincin- 
nati; Signal-Stat Corp., Brooklyn; 
Union Carbide Consumer Products 
Co., New York, and Varco Prod- 
ucts, Los Angeles. 
+* + * 


Tapp Memorial Created 


By Warehouse Distributors 

KANSAS CITY.—The Ernest A. 
Tapp Memorial Award, a tribute to 
one of the association’s founders, 
has been established by the Auto- 
motive Warehouse Distributors 
Assn, 

Thomas S. Perry, AWDA presi- 
dent, said the award will be given 


annually to the person who has|is happening in the field, 









performed a valuable service or a| ’ 
series of such services to the as- 


sociation. 
+ * * 


Manitoba Assn. Convenes 


In Winnipeg March 28-29 


WINNIPEG, Man.—The city’s 
largest display of automotive equip- 
ment and products will feature the 
annual convention of the Manitoba 
Automotive Trades Assn. March 28- 
29 at the Winnipeg Civic Audi- 
torium. 

Automobile Supply Co., Ltd., will 
hold its annual open house in con- 


Tira is Sle) 


Bit. 











nection with the convention, and an dis 
equipment exposition has been| D/seuss Modern Ignition Systems— cor 
scheduled by Auto Trades Enter-| Pictured above are some of the more than 300 members of the Automotive Service 7 
prises, Ltd. Assn. of Philadelphia who gathered in Philadelphia to hear research engineers of ade 
Electric Autolite Co. discuss trends in modern ignition systems in a program sponsored eos 
Don’t miss the Auto Dealer Changes col-| >Y the Auto Equipment and Service Co. of Philadelphia, George Spaulding, Autolite for 
umns, They'll keep you abreast of what ae director, conducted the talks along with Autolite’s chief spark plug engineer, a 
. Paul Atwell. 





90% of all Independent Automotive Air Conditioners use 
this Ultra-Light, Compact, Powerful York Compressor! 


Only 5x8 


yet has the 


cool a 14 room house! 


Smaller size plus greater cooling capacity is why York Compressors will 
be installed in over 350,000 cars in 1960, including installation as acces- 
sory equipment on many new models of the major auto manufacturers 


Specially Designed for Autos 


Here is a compressor that has been de- 
signed specifically to meet the demands of 
modern automotive air conditioning. It is 
the lightest, most compact, dependable 
high speed unit you can buy. Measuring 
only 554” x 674%" x 8", this compressor has 
a rating of nearly 7 tons refrigeration and 
would cool a 14 room house if it were 
adaptable. Actual used capacity in an auto- 
mobile is about 2% tons. 


Precision-Built to .0002” Tolerances 
Efficient, high speed operation is made pos- 
sible by positive gear pump lubrication and 
by fitting all moving parts to within .0002’. 
The unit mounts on an automobile engine 
bracket and is belt driven from the crank- 
shaft pulley. It cycles every 20 seconds, 
going from full stop to 6,000 RPM two or 
three times a minute. The unit operates 
very quietly and no additional mounts or 
mufflers are required. 







cas 





capacity to 


Weighs Only 15% Pounds 


Weighs only HALF AS MUCH as most 
other automotive compressors on the mar- 
ket! This extremely lightweight unit does 
not affect engine design and balance, or the 
riding, braking and steering characteristics 
of the car. Weight has been minimized by 
using rugged aluminum alloys throughout. 
Easily installed by the car manufacturer or 
in the field by independent manufacturer of 
complete car air conditioning systems. 


Fs 


Backed by Borg-Warner Engineering 


Borg-Warner’s automotive engineering s 

skills and York’s 75 years of refrigeration 7 

experience combine to give you unmatched . \ f 

performance. Borg-Warner has an out- Pe A % 

standing record of producing highest a : 
"3 \ 4 ’ 








dustry. The York Automotive Compressor 
continues this tradition of quality. For full 


facts, write O.E.M. Sales Division, York 
Corp., 8303 West Grantley Rd., York, Pa. 


YORK} 


YORK CORP. SUBSIDIARY OF BORG-WARNER CORP. 


quality components for the automotive in- oe 
‘ 
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E first shipment of the 48- 
% horsepower Datsun 1200 four- 
r sedan has arrived in the U. S., 
gecording to Chester J. Luby, presi- 

mt, Luby Datsun Distributors, 
Zid. Forest Hills, N. Y. 


| The 1200 replaces the 37-horse- 


Ey r Datsun 1000, but Luby said 





hrysler to Shut Down 
‘Foundry in Auburn, N. Y. 


' AUBURN, N. Y.—Foundry op- 
tions of Chrysler Corp.’s New 
‘Process Gear division are to be 
discontinued in mid-April, the 
company has announced. 

The 50-year-old foundry “is in- 
adequate to meet, at competitive 
costs, the increased demands 
for passenger-car and truck 
transmissions,” the company 


added. 





On Import News Front... 


New 48-H. P. Datsun 
To Test U. S. Market 


doo 
' 


the price will not be changed. The 
Japanese sedan retails for $1,616 
at Eastern ports of entry. 

The new model has a larger en- 
gine. It displaces about 72.5 cubic 
inches, compared with a displace- 
ment of 60.2 cubic inches for the 
1000. 


Other new features of the Datsun 
1200 include larger wraparound 
bumpers, a new grille and more 
chrome trim. — 

* 


Volvo 


D HUTHMACHER JR. has been 
appointed field sales manager 
for Swedish Motor Import, Inc., 
Houston, distributor of Volvo prod- 
ucts in the south-southwest region 
of the U. S. He formerly was presi- 
dent of a steel fabrication com- 
pany. 
Four new Volvo dealers in this 


area are Eaco Import Cars, Inc., 
1501 Tulane, New Orleans; Hudi- 
burg Imports, 2239 Cedar Springs, 
Dallas; Rountree Import Center, 
1800 Barksdale Blvd., Bossier City, 
La., and Atha’s Foreign and Sports 
Cars, 419 Highway, McAllen, Tex. 
* + * 


English Ford 

ORD MOTOR CoO., LTD., will 

build a $70 million plant at 
Halewood, England, near Liver- 
pool, it has been announced. The 
factory will produce 200,000 cars a 
year and cover an area of two mil- 
lion square feet, the firm said, 


Rover 
WENTY-SIX Land-Rovers came 
to the rescue when torrential 
rains mired roads to Squaw Valley 
on the eve of the start of the 1960 
Winter Olympic games. 

An emergency call was issued for 
all available Land-Rovers on the 
West Coast, according to a spokes- 
man for Rover Motor Co. of North 
America, Ltd. The call was answer- 
ed by the four-wheel drive vehicles 
from such cities as San Francisco, 
Los Angeles and Reno, Nev., he 
said. 

California and Nevada State and 


local police and Olympic staff per-|the extension of statistical and re- 


sonnel used the cars, which were 
equipped with chains, winches and 


short-wave radios, he added. 
* * 


BAMA 
HE British Automobile Manu- 
facturers Assn, has announced 
the appointment of Paul Lehman 


as press officer| Pasadena, Calif.; 


for the U. S. 

Lehman, for- 
merly account ex- 
ecutive at Ruder 
& Finn, Inc., New 
York public rela- 
tions firm, will 
supervise the 
British Auto- 
mobile News Bur- 
eau, located at 
the association’s 
headquar- 
ters in Canada House, 680 Fifth 
Ave., New York. 

Lehman has served as account 
executive on several national ac- 
counts and is a former newspaper 
man. In his new appointment, he 





Paul Lehman 


search facilities. 
+ * * 


BMW 


ADEX COMMERCIAL CORP., 

importer of BMW, has announc- 
ed the appointment of five more 
dealers. They are: 

Alpine Motor Imports, 8408 EB. 
Sprague Ave., Spokane; Milne Bros., 
Stan Frost Mo- 
tors, Inc., Lynbrook, N. Y.; Hart 
Fullerton, Santa Monica, Calif., and 
Moench-Davis Imports, Los Angeles. 

” ” * 


Volkswagen 


|, bps than 100 persons at the 
annual meeting of Volkswagen 
dealers in Chicago learned of the 
German firm’s aims in the U. S. for 
this year. 

Import Motors of Chicago, Inc., 
Midwest VW distributor, sparked 
the meeting at which Carl G. and 
Oliver C. Schmidt related dealer 
policies and plans for the year. 

Dr. C. H. Hahn, managing direc- 
tor of Volkswagen of America, Inc., 
gave the dealers a detailed account 
of the latest developments at the 


will be developing an expanding | Wolfsburg factory. 


program for the bureau, including 
both public relations activities and 
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Left hand model— 
vertical to 
horizontal mounting. 





Takes Little Space 
Under the Hood! 


Compact unit occupies a very 
minimum of valuable “under 
the hood space."’ Compressor 
can be mounted in a variety 
of positions to best utilize any 
available room. 
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AUTOMOBILE 

AIR CONDITIONER 
MANUFACTURERS USING 
DEPENDABLE YORK 
COMPRESSORS 


A.R.A. Manufacturing Company, 
Texas 
Air-Conditioning Co., Inc., 
, Arizona 


Jersey City, New Jersey 
ion & Manufacturing Company, 


horation, Kansas City, Missouri 


uto Air Conditioning Company, 
Worth, Texas 


matic Air Division, Tyler Service Part Co., 
Tyler, Texas 


Eaton Manufacturing Company, Cleveland, Ohio 
Export Processing Company, Detroit, Michigan 
Frigikar Corporation, Dallas, Texas 

® Frigiquip Corporation, Oklahoma City, Oklahoma 
Inskip, J. S., Inc., New York, New York 


International Automotive Air Conditioning, Inc., 
Ft. Lauderdale, Fla. 


Jamos Industries, Flushing, New York 
Lindustries, Fort Worth, Texas 

McCord Corporation, Detroit, Michigan 
Mitchell, John E., Company, Dallas, Texas 


Parkomat Manufacturing Company, Inc., 
Dallas, Texas 


Plus many well-known automobile manufacturers 


eeeeeeeeeeeeeeseee 


Right hand model— 
vertical to 
horizontal mounting. 


CRPPH HEHEHE EEE EEEE 
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Air Conditioning, Heating, Refrigeration and ice-Making Equipment e Products for Home, Commercial and Industrial Applications 


A “New Year’s Resolution” was 
passed by the group which declared 
in effect: “We as an integral part 
of the Volkswagen organization will 
endeavor to exert an even greater 
concentration of effort in the fields 
of sales, service and parts, in addi- 
tion to stressing the importance of 
used cars and business growth.” 

cg + + 


Renault 


OHN GREEN CORP. Renault 

distributor, has reported sales 
of 20,454 Renaults in 1959, an in- 
crease of 82 percent over 1958. The 
figure included sales to 96 Green 
dealers in California, Arizona, Ne- 
vada and Utah. 


John Green, president of the 
firm, opened shop in 1954 and sold 
32 cars. In 1957, when, the Dau- 
phine was introduced, sales jumped 
to 4,587 cars, then to 11,235 in 1958. 

Green predicted total sales of 
35,000 cars in 1960, He said he plang 
additional expansion and has upped 
his 1960 advertising budget to 
$1,200,000. 

* * * 

Jaguar 
AGUAR has added 18 dealers 
throughout the U. S. 

They are: Reece Motor Sales, 252 
E. Front, Statesville, N. C.; Frank 
Wood, Inc., 522 S. Tryon, Charlotte, 
N. C.; R. E. Foil, Inc., Spartanburg, 
S, C.; Hansen Bros. Imported Cars, 
646 Pearl, Eugene, Ore.; Import 
Auto Center, 1101 Fireweed Lane, 
Spenard, Alaska, 

Robbins Motor Co., Seventh and 
Main, Texarkana, Tex.; Victoria 
Motor Co., 401 W. North, Victoria, 
Tex.; Franor Motors, Inc., 500 W. 
Morgan, Raleigh, N. C.; Sholz 
Buick, Inc., 77 W. Post, White 
Plains, N, Y.; Irv Leopold Imports, 
Monroe and Superhighway, Mil- 
waukie, Ore.; Forest Hughes, 585 
N, State, Ukiah, Calif, 

Continental Imports, Inc., 1600 
Fremont, Las Vegas, Nev.; Leon- 
ard’s Auto Sales, 1201 N. Sixth, 
Blytheville, Ark.; Fred Bostin, Inc., 
420 W. Main, Enid, Okla.; Reliable 
Motors, 116 E. High, Lexington, 
Ky.; Foreign Car Service Center, 
3439 N. Harlem Ave., Chicago; 
Walther Motor Car Co., Inc., 65 
E, South Water St. Chicago, and 
Johnson-Motor Co. of Georgia, 1000 
Telfair, Augusta, Ga. 

+ od * 


Rootes 


OOTES dealers in six cities 

sponsored a “wake-up-your- 
car’s-engine” clinic. It was free to 
owners of Hillman, Sunbeam Ra- 
pier, Sunbeam Alpine and Humber 
automobiles. 

Electronic engine testing equip- 
ment, supplied by Sun Electric, was 
used, After tests, written reports 
telling what the car needs were 
given owners. 


Three Dealers in Midwest 


Named for NSU Prinz 


SOUTH BEND.—Harold Medow, 
president of Mid-West Imports Co., 
South Bend, Midwest distributor 
for NSU Prinz, announces appoint- 
ment of the following dealers: 

Wallace Car Sales, 919 S. Arling- 
ton St., Akron 6, O.; Donald Ross 
Motors, 716 Fulton St., Rochester, 
Ind., and Madison Garage, 156 W. 
Main St., Madison, O. 
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of over 1,000,000000 


‘in a year and a half. 






The decision to buy is seldom a quick decision. It usually 
takes more time to think than flash media allow. Your 
advertisement in magazines gives prospects enough 
time to study your product, compare it, weigh its fea- 
tures. It is available anytime they want to pick up the 
magazine for weeks or months. It can be clipped or held 
for future reference. 


Because your magazine advertisement works longer, it 
has more opportunities to make sales. 


What gives magazines double-barreled impact for sell- 
ers of automotive products is the fact that magazine 
readers are America’s better-off, bigger-buying fami- 
lies. The new nationwide “Study of the Magazine Mar- 
ket” reveals that households with heavier exposure to 
magazines have incomes 16% higher than. households 
with heavier exposure to television. And they buy 15% 
more new automobiles—a Profitable Difference of $1 bil- 
lion in a year and half. . . 23% more tires—a Profitable 
Difference of 4,335,000 more tires a year... do 28% 
more pleasure travel —a Profitable Difference to the 
automotive industry of 8 billion more miles a year! 


To magazine’s Permanence, and its power to select your 
best customers and prospects, add the other unique mag- 
azine qualities listed below—and you see why magazines 
mean a whale of a Profitable Difference to advertisers 
of the automotive industry. 


Ask your magazine salesman or MAB for the complete, - 
just-published report, ““A Study of the Magazine Mar- 
ket.” ¢ The Magazine Advertising Bureau of MPA, 
444 Madison Avenue, New York 22, N. Y. 


And only magazines give advertisers all these Profitable Differences: 





1 Market Selectivity 2 Permanence 3 Color 4 Impact 
5 Authority 6 Pace-setting Influence 7 Editorial Envi- 
ronment 8 Regional Flexibility 9 Natioaal Coverage 


Magazines For The Profitable Difference 
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Auto Prices Slashed in Ni 


By Stuart Griffin 

Staff Correspondent 
TOKYO.—Three leading Japanese 
auto manufacturing companies 
have decided to extend technical 
cooperation agreements with three 
European motor companies for an- 
other 18 to 24 months, Their cur- 
rént agreements, all with a seven- 
year term, had been valid until 
1959's end. 
The three Japanese firms are 
Nissan Motors, Isuzu Motors and 
Hino Diesel, They have separate 


.contracts involving the use of pat- 


ent technology concerning, respec- 
tively, British Motor (Austin) and 
Rootes (Hillman) of Great Britain 
and Renault of France. 

Nissan Motors, which hag been 
domestically producing Austin 
cars under one of the contracts, 
has applied to the Japanese gov- 
ernment for permission for a 
one-year extension. Isuzu Motors 
and Hino Diesel have asked for 
sanctioning of the extension of 
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their respective contracts two 
years, 

Under tentative agreements re- 
ported to have been reached with 
the foreign firms, Nissan Motors 
would continue its payment of 
royalties as heretofore, while Isuzu 
Motors and Hino Diesel would pay 
lump sums of $560,000 and $300,000, 
respectively, for the extension of 
their contracts. In the case of 


Isbrandt Heads 
AMA Committee 


DETROIT.— Ralph H. Isbrandt, 
director of automotive engineering 
for American Motors Corp., has 
been elected chairman of the En- 
gineering Advisory Committee of 
the Automobile Manufacturers 
Assn. 

Isbrandt succeeds Paul C. Acker- 
man, Chrysler Corp. engineering 
vice-president, who has completed 
a two-year term. 





Another thinly disguised WJR success story 
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Japs, Europeans Extend Pacts 


Isuzu, the production volume would 
be unlimited in the extended period, 
but for Hino this volume would be 
restricted. 

Nissan reportedly was reluctant 
to extend its contract because its 
own Bluebird Datsun series was 
selling well. However, it finally de- 
cided to continue the tieup to clear 
away its unsold Austin stocks and 
to compensate for utilization of 
Austin engines in its smal] trucks. 

Isuzu and Hino were said to 
have been obliged to extend their 
contracts due to a delay in 
launching their expected produc- 
tion of new types of cars devel- 
oped from the tieups. Hino has 
yet to complete the depreciation 
of more than $2.78 million for its 
Renault car production plant. 

Meanwhile, Isuzu filed with the 
Ministry of International Trade 
and Industry a report on the firm’s 
equipment investment program for 
fiscal years 1960 and 1961. This pro- 
gram involves a plan to borrow $5 
million from the World Bank, for 
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“WON'T YOU PLAY A MONEY MELODY" 


Strike the right chord for the right 


This points up one of the basic 


What’s 





“Now, we'll take a look at your 
title—Rrrr!!” 


which the concern has already 
made application. 

According to the report, the com- 
pany seeks to borrow $3.5 million 
as part of the $11.1 million equip- 
ment investment plans for fiscal 
1960 and almost $1.4 million ag part 
of the $2.78 million equipment in- 
vestment plan for fiscal 1961. 

The fund will be used to build an 





automobile plant in Kawasaki City, 

Meanwhile, Toyota Motor Indus. 
try Co. has also applied for a 
World Bank loan, seeking to bor. 
row $4.1 million as part of a $29 
million equipment investment plan 
for fiscal 1960, and $2.78 million ag 
part of a $1.77 million investment 
plan for fiscal 1961. The money wil] 
be used for importing machinery to 
increase the production of cars, 

If the loans are granted, Toyota 
will have a monthly production 
capacity of 12,000 units. Isuzu wil] 
start production of a new kind of 
small four-wheel truck. 

* * + 


Price Cuts Announced 
By Toyota, Nissan 

A price-slashing sales war hag 
been started by Japan’s le 
auto makers, the initiative 
taken by Toyota Motor Sales Co, 
which announced reductions rang. 
ing from $80 to almost $200 on 11 

of its models. 

Shotaro Kamiya, Toyota presi- 
dent, declared that mass production 
of popular models had made it pos- 
sible to lower the price structure, 
with only two models—the small 
truck, the Toyo Ace, and the Toyo- 
pet Corona, exempt from current 
price cuts. Monthly car production 
at the company’s plants was ex- 
pected to reach the 10,000 unit level 
in late September or October, 
against the average 1958 monthly 
output of 6,587 cars. 
' Khe Nissan Motor Co, an- 
nounced price reductions averag- 
ing 5 percent for all lines of its 

products save for the newly- 
developed Bluebird and Datsun 
1000. 

Nissan noted that its slashing 
was made on the occasion of the 
25th anniversary of the company’s 
founding but officials were ready to 
admit that’ it felt impelled to cut 
prices because of the action previ- 
ously taken by Toyota. 

It is believed in some quarters 
that the series of price cuts was 
enforced by the two major makers 
to prevent other manufacturers 
from entering the lucrative small- 
car field. 

Prince Auto Sales Co, reduced 
the price of five lines of its pas- 
senger cars and small-sized 
trucks. This involved the Gloria, 
the Skyline de Luxe and the 
Standard among the passenger 
cars, the cuts ranging from $80 to 
$190, and the New Miler and the 
Clipper, among the trucks, by 
about $75 per model. 

The Isuzu and Hino companies 
also are expected to shortly an- 
nounce price cuts. 


News to Note 
On Alaskan 


Auto Business 


FAIRBANKS, Alaska.—Jim Mes- 
ser, head of Aurora Motors (Cadil- 
lac-Oldsmobile-P on tiac-GMC), is 
outside on a six-week business trip 






-|that has included the NADA con- 


your line? Aluminum? 








audience and you’ve got sales 
music. 


Listen to the story of a retailer of 
home electric organs who was 
introducing a new model. The 
price of this organ restricted the 
market to a very distinctive group. 
He placed a 2-week announcement 
schedule on WJR. 


On the day of the first commercial, 
a customer drop in and asked 
to see the organ he had just heard 
about on his car radio. He bought. 
In fact, sales were slightly over- 
whelming throughout the adver- 
tising campaign. 


philosophies at WJR. We program 
for minority groups as much as for 
general interest groups. Instead of 
day-in, day-out radio of the same 
type for the same daily audience, 
we broadcast something different 
for different audiences . for 
farmers, for housewives, for lovers 
of classical music, for people who 
listen for entertainment, for people 
who want to learn, not just listen. 


We call it complete-range _pro- 
gramming .. . programming with 
something for everyone. With it 
we serve our total audience, not 
just one part over and over again. 


Potato chips? Bearings? Insurance? 
Organs? Whom do you want to 
reach? Industry buyers? Home- 
makers? Sports fans? Everybody? 
The place to.make sweet music in 
the Great Lakes area is WJR. 
Work out the details with your 
advertising manager, agency or 
Henry I. Christal rep, then sit back 
and listen to the cash register sing. 


WJ Ree 


760 KC 50,000 WATTS 
RADIO WITH ADULT APPEAL 


vention in Washington. 
* ok * 

Lee Montgomery, service man- 
ager-of the firm, has just returned 
from a trip outside during which 
he attended General Motors train- 
ing sessions in Portland, Ore., then 
flew on to Flint to take a two-week 
intensive course in the General Mo- 
tors Institute. 

His summation of it all? “Every- 
where they stressed service and 
customer goodwill, They pounded 
it into us and demonstrated it.” 

Montgomery had a full day at the 
General Motors research center in 
Detroit, where he met Arthur F. 
Underwood, director of the center. 
Underwood had been to Fairbanks 
and the Arctic last summer and is 
looking forward to a return trip 
to the North, Montgomery said. 

He toured the Oldsmobile and 
Pontiac factories and assembly 
plant before going to Elmira, N. Y., 
to spend two days at the American- 
LaFrance factory. There he was 
brought up to date on the latest in 
fire and pump equipment. 

Returning home, Montgomery 
flew to Seattle and picked up 4 
new Cadillac to drive here over the 
Alaska Highway. 


Johnson Buys In 
FORSYTH, Mont. — Harvey 
Johnson has purchased an inter- 
est in Tepee Motors (Ford). R. V. 
Kaiser continues to manage the 
dealership. 








Research News for AUTOMOTIVE EXECUTIVES 


NEW BRAKE FLUIDS 





keep cool under sky-high heat! 


Over 550 degrees of heat is sky-high to a brake, but it doesn’t faze 
some of the new hydraulic brake fluids coming out of Dow’s Auto- 
motive Chemicals Laboratories at Midland, Michigan. And at the 
other end of the thermometer, these same fluids operate well even at 
minus 60°F., and below. 


Those new brake fluids shrug off the tremendous heat built up in 
drums and linings during the braking of today’s heavy, high-speed 
cars. But these new fluids are only forerunners of even more advanced 
formulations now in development by Dow—fluids designed ‘to with- 


stand even anticipated brake operating conditions of a decade hence. ° 


Work at the Dow automotive lab involves new fluids to satisfy require- 
ments: of. multifunctional hydraulic systems. Such work is directed to 
new automotive developments in “Central Hydraulic Systems” where 
the fluid not only must meet brake fluid specifications, but must also 
satisfy the requirements of power steering and automatic transmissions. 


These are but two of the significant developments under way at the 
Dow Automotive Chemicals Laboratories. There’s much more than this 
in progress . . . new cooling system concepts and materials, and de- 
velopment of new gasoline and oil additives, for example. From this 
work may come answers to your.pressing problems. Why not inquire? 


THE FULL FACILITIES OF DOW’S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers on problems involving automotive 


chemicals . . 


. problems of all kinds, like those mentioned above. And because Dow is located at 


Midland, Michigan, close to the heart of the automotive industry, distance is no problem. Call us in 
Detroit at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 405U3-14. 


See “The Dow Hour. of Great Mysteries’’ on NBC-TV 


DOW CHEMICAL COMPANY ° 


MIDLAND, 


MICHIGAN 
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Stone Keeps His Wagon Full... 


Buick Hustler’s Secret Is Service 


of owners you must have proper|livered, a major element is the high 


By L. H. Houck 
Staff Correspondent 

TULSA.—Thanks to Stone Buick, 
Inc., headed by Al Stone, Buick fin- 
ished in fourth place in Tulsa new- 

ear registrations during 1959, lead- 
ing the mediums here in a period 
when Buick nationally was in 7th 
place. 

Stone has led Oklahoma in Buick 
sales since the business was estab- 
lished five years ago, and is third 
in the Oklahoma and Texas Buick 
zone in gross profit per sale. Buick 
last year sold only nine cars fewer 
than Plymouth in Tulsa. 

How this was done makes an in- 
teresting study in methods and 
drive, and proves once again that 
most of the old familiar golden 
rules of successful automobile sell- 
ing are potent after all. 

Service to the customer before 
and after the sale is one of the 
most t facets of volume 
selling, Stone told Automotive 
News. 

“But to give service to a volume 





service facilities,” Stone said. 
“When we built our new facilities 
here with a 200-foot front on the 
main traffic artery, taking up 4 
space between two intersecting 
streets to a depth of more than 100 
feet, we built a shop and concrete 
drives with direct entrance through 
overhead doors to 21 service stalls. 
We have concrete drives, a separate 
body shop, parking areas and the 
plant for servicing a large number 
of customers.” 

Salesmen keep in touch with the 
service department for new leads 
and now that five years of a definite 
type of Buick service has been de- 


Ford Truck Exclusive 


KANSAS CITY, Mo.—Kelley-Wil- 
liams Motor Co. has opened a Ford 
truck center at 615 Southwest Blvd. 
Dean Edwards heads the operation. 
Kelley-Williams also operates a 
Ford car dealership in Kansas City, 
Kans. 


ratio of repeat business. 

“Satisfied customers are one 
thing but we strive for pleased 
customers,” Stone said, “or en- 
thusiastic customers who like our 
service and deals so well that they 
feel like recommending us to their 
friends. There’s a terrific differ- 
ence. And a dissatisfied customer, 
if he is a normal person, is the 
result of malfunctioning of the 
normal process of selling the way 
we have it set up.” 

The Stone method is not in the 
least complicated. Everything re- 
volves around pleasing the cus- 
tomer. 

When a salesman completes a 
deal, he makes personal delivery of 
the car to the buyer, introduces him 
to the service manager and to 
Stone, too, if the customer hasn’t 
already met him. He checks with 
the owner at frequent intervals dur- 
ing the warranty period and later as 
well. This alone results in a good 








“Just because I don’t get out 
there and check on you fellows 
much any more, don’t get the idea 
your sales manager has gone 
soft.” 





number of prospects during the 
year. 

Service patrons are often surpris- 
ed to get a telephone call from 
Stone, or a salesman, a few days 
after they’ve had a service job in 
the shop, asking whether or not 
the job was satisfactory, if they 





America’s modern way of doing business 





Construction equipment manufacturer gives customers swift, direct-from-factory service via AIR EXPRESS. 


Air Express gets road scraper back to work fast! 


This giant dirt-moving scraper stands idle. A replacement was needed for a vital part. The /ocal 
distributor found the item temporarily out of stock. But one phone call and AIR EXPRESS, the 
nation’s most complete air-ground shipping service, sped a replacement direct from manufacturer 
to construction site. Once again, dependable, convenient AIR EXPRESS saves a modern business 
time and trouble. Small wonder that so many of today’s 
sales-minded concerns use this low-cost service even 


for day-to-day shipments. Why don’t you let AIR EXPRESS 
—jet-age wings of modern marketing —get your firm’s 
products FIRST TO MARKET... FIRST TO SELL! 


AIR EXPRESS 


@ CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY ¢ GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 





have any complaints, reminding 
them that the work is fully guar. 
anteed and giving them a personal 
invitation to return when they need 
service. 

The parts department turns in 
a good number of new-car pros- 
pects. Here Stone has one man 
who sells parts to outlying repair 
shops and service stations. He 
makes no effort at new-car sales 
whatever, yet the Stone Buick 
name is kept before another seg- 
ment in touch with new and used- 
car buyers. 

Stone spends 75 percent of a 
heavy advertising budget on TV ad- 
vertising, using spots in which he 
himself appears with the message, 
sometimes with a woman who talks 
about style and interiors. He uses 
these spots several times a week, 
usually twice each day of the day 
selected. 

There are three TV stations in 
Tulsa, so Stone alternates his adver- 
tising among the three in an effort 
to reach all viewers. 

Another part of the overall pro- 
motion is that there’s somethi 
going on at Stone Buick all the 
time. For instance, the dealership 
tries to keep a special before the 
public at least once weekly. 

One week it might be a rock- 
bottom special on brakes; the week 
of the Automotive News visit, it was 
a special on tires at cost. These spe- 
cials are constructed so that the 
value of the offering has plenty of 
impact. 

Another part of the day-to-day 
promotion is maintaining adequate 
stocks—and on display. Here’s no 
crowded warehouse and a few cars 
displayed. 

An average Stone new-car stock 
consists of 100 units, with 30 dis- 
played in the offset in front of the 
building, 20 cars on the display 
floor and probably 10 to 20 cars 
always on display in the rear of 
the building. 

“It’s an axiom,” Stone said, “that 
to sell you must keep the wagon 
filled up. If a prospect can’t find 
what he wants in our stock, it's 
seldom available anywhere else.” 

Stone’s used-car lot is directly 
across the street, where the stock 
usually consists of 100 cars. Thus, 
regardless of the direction of travel, 
or whether the passerby is looking 
at one side or the other, he can't 
escape the impact of the Stone loca- 
tion, and Stone sees to it that he 
has something to read, or some- 
thing to attract him. 

With Stone’s hustle, Opel was 
17th in Tulsa sales last year, sev- 
eral notches above the national 
rating. He recently added Tri- 
umph to the line. 

Stone does things for people. Re- 
cently the advertising agency, cam- 
era crew, producers and so on, came 
to Tulsa to film the DX Oil’s “Grand 
Jury.” The '60 Buicks furnished for 
use in the picture were Buicks from 
Stone. 

Stone loans his demonstrator, his 
salesmen loan theirs, and there are 
four loaner cars on hand for cus- 
tomer use at all times. 

“This is a service that is always 
appreciated by a customer who is 
| without transportation temporarily 
or needs some extra transportation,” 
Stone said. “We have no signs about 
not loaning, no signs about the in- 
adequacy of ovr insurance, 

“As a matter of fact, nearly 
every customer who borrows one 
of our cars is automatically cov- 

| ered under his own liability pol- 

icy and our cars are insured 
| against fire, theft and covered for 
comprehensive. All we do on this 
| phase is to make sure our good 





intentions are not being exploit- 

ed.” 

The sales staff, under the direc- 
tion of Charles Corley, sales man- 
ager, consists of eight new-car 
|salesmen and four used-car sales- 
men and there are usually four 
| salesmen on the floor all the time. 

There is a short sales meeting 
every morning. Each salesman has 
|@ regular schedule of a certain 
|}mumber of phone calls, demonstra- 
tion rides and cold calls daily. 
| In the used-car department, late- 
| model cars carry a 30-day warranty 
| and here service business is invited 
and repeat business sought, so that 
the used-car business feeds its own 
stream of prospects to the new-car 
department and the service depart- 
ment. 


Parrish Gets Plymouth 
LEWISTON, Mont.—Parrish Mo- 
tors, headed by E. G. Parrish, has 
been named a Plymouth dealer. 
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nent file, color and punch-coded 
for ready reference, 

Transfer of this mass of records 
|}to the parts center has given the 
| Auto Imports sales and executive 


Service or Else—Klein .. . 
staff a little more much-needed el- 
| bow room, but the firm still has 


Hardnosed on Volvo 
|outgrown its present facilities in 


each Volvo imported—the name of| Sherman Oaks. 






















LOS ANGELES.—“Business can | 







and one of your salesmen can back 
a demonstrator through the show- 
room window—but you really don’t 
know what trou- 
ble is until Gene 
Klein’s on your 
back.” 

The San Fran- 


be lousy, your kids may be sick,|the ship and date of arrival, plus 


name of the dealer and the cus- 
tomer who bought the car. 

First entry on each card is a 
notation of shipping damage, if 
any, or a dealer claim for shipping 
or transportation damages. Subse- 
quent entries cover any repairs 
made during the warranty period. 


As a result, the second phase 
of Klein’s expansion program 
calls for a move to a new Auto 
Imports office building—an “11”- 
shaped 12,000 sq. ft. arcade now 
under construction approximately 
a mile away from the parts cen- 
ter in North Hollywood. 


When one of his dealers com- 


sar SV SS eSltCU 


cisco dealer who/| Each car’s card remains on perma- 
said this was only - 


half-joking be- 
ma Eugene v.|L. A. Dealer Assn. Names 


Klein, president/ Sheridan Field Rep 
and chairman of 


plains that automotive business in 
|general is bad, Klein regards a 
slackening of sales as an indica- 
|tion of a salesman’s inability to 
point up the worth and desirability 
Auto Imports,|,.~OS ANGELES.—Webster R./of the Volvo under any standard 
Inc. admits to Sheridan has been appointed a field| of comparison. 

being hardnosed | TePresentative for the Los Angeles| “When I was introducing Volvo 
and downright unreasonable when Motor Car Dealers Assn., according |in California,” he recalls, “I figured 
it comes to dealer servicing of the to Charles H. Elmendorf, executive} the best way to prove the car was G Add Washington Ind d 
Swedish Volvo. secretary. ; to show people what it can do, so| Vovernor resses Washington Independents— 

To Klein, a sound network of on ie ‘a te ae aan Peo yn ee ris Gov. Albert D. Rosellini, center, was the speaker at the dinner at the semiannual 
top-flight service facilities a ment, will contact dealers and dis- race us omy more. lame Guin convention of the Washington State Independent Automobile Dealers Assn. in Yakima. 
18 et Sa cae a eae cuss with them problems of the re-| Manager Jerry Olshane) has all the | With him are D. L. Burd, left, new association president, and Earl Meyer sr., secretary 
dis matter of survival. | tailer and the industry. cups and trophies somewhere.” of the National Independent Automobile Dealers Assn. 

“The early imports that didn’t| 
have distribution, parts and skilled 
mechanics to back them up just 
couldn’t crack the market and 
folded,” Klein says. 

“Now, with the competition of 
American compacts and the dual- 
ling of Detroit cars with their own 
imports, the handwriting is on the) 
wall bigger than ever—offer as 
good or better service or get out) 


of business.” ; : 
icin has no intention of getting | SO you 
troit’s compacts hit the market, his 
can make 
the grade... 


plans for expansion were in prog- 
AND THEN SOME ! 




















ress. 

By the end of the year, when the} 
first expansion phase is completed, 
his investment should be close to} 
$3 million. This is a substantial | 
sum for a man who can only wring | 
out 10,000 cars a year from the 
precise Gothenburg assembly plant 
—and has no expectation of more 
units than that for the next few 
years. 

On a per-car basis, the invest- 
ment is an extremely high one 
compared to the some 30,000 Volvos 
sold by Auto Imports since the car 
was introduced in the U. S. 

Klein gave top priority to the 
best distributor’s parts and serv- 
ice center that money could buy. 
The result is the Auto Imports 
parts center, North Hollywood, 
Calif. a sprawling new building 
that houses both the service and | 
parts staffs—and warehouses $1% 
million worth of Volvo parts. 

“While we have a tremendous 
parts balance to meet any eventu- 
ality, our major objective is to see 
that every dealer maintains an ade- 
quate on-hand supply plus an extra 
reserve for safety,” Klein says. 
“We determine each dealer’s 
minimum from our past experience 
and he goes along with our recom- 
mendation. If a dealer isn’t inclined 
to stock a sufficient parts supply, 
he’s advised to start looking for 
another import to sell.” 

To make inventory error impos- 
sible a Univac system acts as the 
brain for the Parts Center, A bank 
of five Remington Rand electronic 
machines takes orders from deal- 
ers, arranges for shipment of the 
order, counts the remaining stock, 
and stores up Auto Imports re- 
Placement orders from Sweden un- 
tila pre-determined stock re-order 
level is reached. Teletypes are 
Maintained for instantaneous com- 
munication, 

While Klein may seem to give 
the impression that he’s obsessed 
with parts and service, he’s quick 
to claim flatly that Volvo is the 
“most trouble-free” car on the 
road. He backs this statement up 
with figures that show the aver- 
&ge cost of repairs on a car war- 
ranty average an unbelievable $5. 

Auto Imports Service Manager | 
Don Cronbaugh has a service rec- 
ord card on every one of the 30,000 
units sold by the firm since the 
first business day. The indexed 
Cards give a personal history of 





Rochester-GM Carburetors are tested on grades much more severe than the 
average motorist encounters. They must pass such tests so that all the GM cars equipped with these 
superlative carburetors will always make the grade . . . with plenty to spare! At the General Motors 
Proving Ground, Milford, Michigan, we use the extra steep road inclination shown above to test 
Rochester-GM Carburetor function under an extreme deviation from level. Since this is only one of 
a complete series of quality control and operational tests on Rochester-GM Carburetors, you can 
see why they have won a reputation for reliability and become America’s number one original equip- 
ment carburetors. That’s also why they help you make the grade saleswise . .. and then some! 
Rochester Products Division of General Motors, Rochester, New York. 







America’s 

number one 
original equipment 
carburetors 


BURETORS 


Jarvis Buys Wareham 


PORTLAND, Ore. — Richard B. 
Jarvis has purchased Wareham 
Motor Co. (Studebaker) from 

H. John Wareham and renamed it 
Jarvis Studebaker Co. 





ROCHESTER 
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Auto Market Reports 


North Carolina 

A total of 995 imported cars were 
sold in North Carolina during Janu- 
ary. A breakdown follows: 

Renault, 241; Volkswagen, 184; 
Opel, 90; Vauxhall, 75; Fiat, 68; 
English Ford, 65; Hillman, 45; 
Simca, 35; Peugeot, 34; Volvo, 30; 
MG, 19; Mercedes-Benz, 18; Morris, 
18; Austin, 16; Triumph, 14; Borg- 
ward, 11; Jaguar, 7; Goliath 3; Sun- 


beam, 2, and miscellaneous, 20. 
* * 


* 
Rapid City, S. D. 

A total of 130 new cars were reg- 
istered in Rapid City and Penning- 
ton County, S. D., in January, com- 
pared with 108 in December. 

By makes, registrations were: 
Chevrolet, 30; Ford, 24; Rambler, 
11; Plymouth, 9; Pontiac, 8; Buick, 
7; Dodge, 7; Mercury, 6; Oldsmobile, 
6; Studebaker, 4; Cadillac, 3; Chrys- 
ler, 3; Imperial, 1, and miscellane- 
ous, 11. 

New-truck registrations declined 


to 19 from 24. By makes, they were: 
Chevrolet, 8; Ford, 5; GMC, 2; In- 


ternational, 2, and miscellaneous, 2. 
* - * 


Omaha 

January new-car sales in Omaha 
totalled 1,015, compared with the 
previous month’s 787. 

Ford was in front again, leading 
Chevrolet, 275 to 266. Other leading 
makes: Plymouth, 88; Oldsmobile, 
62; Dodge, 55, and Rambler, 51. 

Chevrolet led the new-truck field 
with 32, while Ford had 28 and 
International, 17. The new-truck 
total was 104 in January, compared 
with 73 a month earlier.—(Arthur R. 
Oleson.) 

* + oe 
Sioux City, Ia. 

A total of 303 new cars were 
registered in Woodbury County 
(Sioux City), Ia., in February, com- 
pared with 245 in January and 251 
in February a year ago. 

By makes, registrations were: 


Chevrolet, 94; Ford, 73; Plymouth, 
21; Rambler, 20; Oldsmobile, 16; 
Pontiac, 16; Dodge, 14; Buick, 12; 
Valiant, 9; Volkswagen, 7; Chrys- 
ler, 4; Studebaker, 4; Cadillac, 3; 
DeSoto, 3; Mercury, 2; Imperial, 
1; Lincoln, 1, and miscellaneous, 3. 

New-truck registrations number- 
ed 47, compared with 48 a month 
earlier and 48 a year earlier. By 
makes: Ford, 16; Chevrolet, 15; 
International, 10; Dodge, 3; GMC, 
1; Mack, 1, and Volkswagen, 1. 

* * ” 


Buffalo 


New-car sales in Buffalo during 
1959 scored a sharp increase to 42,- 
355, compared with 34,148 in the pre- 
ceding year, according to figures re- 
leased by the Buffalo Automobile 
Dealers Assn. The total was 46,841 
in 1957. 

During December, 1959, new-car 
sales declined to 2,338 from 3.016 in 
December, 1958. 

Following are sales of various 








The automobile is known as a 
“pleasure” vehicle. However, two- 
thirds of all auto trips are “nec- 
essary” missions, including busi- 
ness, shopping and going to and 
from work, 





makes in 1959: Ford, 10,828; Chev- 
rolet, 9,663; Rambler, 3,086; Plym- 
outh, 2,879; Pontiac, 2,709; Oldsmo- 
bile, 2,394; Buick, 2,153; Dodge, 
1,284; Mercury, 1,165; Studebaker, 


Deico Moraine’s vital parts for automotive progress 





Delco Moraine makes FRICTION MATERIALS 


When it comes to automotive transmissions, you expect smoothness, long life and positive action; 


you get them with Delco Moraine friction materials. Available in all-metallic, semi-metallic, 


and non-metallic facings, these materials resist heat, wear and corrosion under long periods of stress. 


They’ve proved their stable frictional properties in Powerglide, Turboglide, Hydra-Matic, and Dynaflow 
automatic transmissions. Now they’re being used in heavy-duty trucks and equipment, in automotive 
air conditioning, and in household appliances. Improved friction materials are but one example of the 
scores of key parts and assemblies supplied by Delco Moraine. Long-lived Delco Moraine parts were 
installed as original equipment on more than 41,000,000 of all the cars and trucks on the road today. 


DELCO MORAINE 


DEPENDABLY MADE « Division of Genera/ Motors, Dayton, Ohio 
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975; Cadillac, 959; Chrysler, 631; De. 
Soto, 313; Edsel, 212; Lincoln, 175, 


and miscellaneous, 2,875. — (George 
E. Toles.) 

a * * 

Miami 


New-car registrations in Dade 
County (Miami) totalled 4,612 ip 
February, compared with 5,664 ip 
January. 

For the first two months, two fig. 
ures are significant: Chevrolet hag 
grabbed 42 percent of the market 
for domestic cars and imports have 
dropped to 15 percent of the total] 
market after accounting for 21 per. 
cent for all of 1959. 

In the compact field, for the year 
to date, Falcon took 34 percent of 
Ford sales, Valiant grabbed 52 per. 
cent of combined Plymouth-Valiant 
sales and Corvair accounted for 14 
percent of Chevrolet sales. Dart 
sold 36 percent of Dodge sales, 

By makes, February new-car reg. 
istrations were: Chevrolet, 1,351; 
Ford, 449; Falcon, 258; Corvair, 255: 
Pontiac, 223; Oldsmobile, 191; Ram- 
bler, 189; Buick, 162; Cadillac, 150; 
Valiant, 145; Plymouth, 135; Dodge, 
112; Studebaker, 96; Mercury, 56: 
Chrysler, 50; Lincoln, 36; Imperial, 
14; DeSoto, 7, and imports, 733~ 
(Trescot Goode.) 

* * * 


Houston 

New-car sales rose 29 percent in 
Houston during February to total 
4,856, compared with 3,737 a month 
earlier. 

By makes, registrations were: 
Chevrolet, 1,277; Ford, 829, Falcon, 
373; Buick, 287; Oldsmobile, 273; 
Pontiac, 273; Renault, 238; Rambler, 
198; Corvair, 124; Dodge, 122; Cad- 
illac, 121; Plymouth, 121; Volks- 
wagen, 87; Mercury, 72; Stude- 
baker, 69; Valiant, 45; Metropoli- 
tan, 39, and Peugeot, 30. 

Opel, 29; English Ford, 27; 
Chrysler, 20; DeSoto, 20; Simca, 

18; Lincoln, 17; Volvo, 17; MG, 15; 
Fiat, 15; Triumph, 14; Hillman, 
11; Austin-Healey, 10; Imperial, 
9; Vauxhall, 7; Mercedes-Benz, 1; 
Morris, 6; Willys, 5; Taunus, 4; 
DKW, 3; Edsel, 3; Isetta, 3; 
Lloyd, 3; NSU, 3; Sunbeam, 3; 
Citroen, 2; Porsche, 2, and miscel- 
laneous, 5. 

New-truck registrations were up 
55 percent, from 491 to 765. By 
makes: Ford, 275; Chevrolet, 266; 
International, 114; GMC, 35; White, 
19; Volkswagen, 14; Dodge, 13; 
Mack, 8; Willys, 6; Autocar, 5; Reo, 
4; English Ford, 3; Peterbilt, 2, and 
Studebaker, 1—(Ruby Fenoglio.) 

od 


* * 


Boise, Id. 


A total of 240 new cars was reg- 
istered in February in Ada County 
(Boise), Id., in February, compared 
with 177 a month earlier. 

By makes, registrations were: 
Chevrolet, 65; Ford, 38; Rambler, 
23; Pontiac, 21; Oldsmobile, 14; 
Chrysler, 12; Dodge, 9; Cadillac, 
8; Plymouth, 8; Buick, 7; Volks- 
wagen, 7; Mercury, 4; Renault, 4; 
Studebaker, 4; Borgward, 2; Mer- 
cedes-Benz, 2; Metropolitan, 2; 
Volvo, 2; Edsel, 1; Imperial, 1; 
Lincoln, 1; Willys, 1, and miscel- 
laneous, 4. 

New-truck registrations num- 
bered 64, compared with 38 a month 
earlier. By makes, they were: Chev- 
rolet, 19; Ford, 19; International, 
16; GMC, 5; Dodge, 2; Kenworth, 1, 
and miscellaneous, 2. 


Calendar 


(Continued from Page 12) 


General 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal, 

March 21-25—National Assn. of Fleet Ad- 
ministrators, Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

March 28-29—Manitoba Automotive Trades 
Assn., Convention, Winnipeg Civic Audi- 
torium, Winnipeg. : 

Apr. 7-9—National Truck, Trailer & Equip- 
ment Show, Great Western Exhibit Bidg., 
Los Angeles. 

Apr, 21-28—American Society of Too! and 
Manufacturing Engineers, Conference 
and Tool Show, Artillery Armory, Detroit. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, D. C. 

July 21-23—Automotive Trade Assn. Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich. 
1960—Production 

, Navy Pier, Chicago. kf 

Sept. 6-16, 1960—Machine fool Exposition, 
International Amphitheatre, Chicago. 


Oge Buys GM Outlet 


HOBBS, N. M.—George W. Oge 
Durant, Okla., has purchased Hobbs 
City Motor Sales, Inc, (Cadillac- 
Oldsmobile) from Hubert F. Callas 
and Lee Jackson. The name of the 
firm at 320 S. Turner has been 
changed to Oge Oldsmobile-Cadil- 
lac, 


Engineering 














Here’s a dramatic new 
sales extra you 
can demonstrate 
at the flick of a switch... 


ee ae 
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ALL-TRANSISTOR 
AUTOMOBILE RADIOS 


Ready now for your design staff...new low-cost high performance all-transistor circuits utilizing 


industry-proved RCA transistors...for auto sets that play instantly, deliver full fidelity sound. 


A car radio that plays the instant you turn it on...a car radio that can play all day, motor 
off, with insignificant battery drain...a compact, ultra-modern car radio that incorporates 
the merchandising magic of transistors—is available now to add exciting new effective- 
ness to your sales demonstrations. 

New low-cost all-transistor auto sets utilizing RCA transistors are already being pro- 
duced. These new radios exhibit excellent sensitivity—the ability to pull in distant 





Stations and to offer strong clear reception. They also provide overload-free reception 
on strong local stations. Unlike conventional radios or hybrid models, these radios require Our Sales engineering staff will gladly 


a j i 5 . show you a working model and discuss 
no warm-up time. And they can be designed for either 6- or 12-volt systems, negative ‘ha sdedinns’ edi times ak Sek Ga 


Or positive ground. In Chicago Area Call WHitehall 4-2900 
; ™ ‘ . r now or wire Suite 1154, Merchandise Mart . 
Check today with your engineering staff for the technical story on instant-play auto Plaza, Chicago 54, Illinois. 
radios using reliable industry-proved RCA transistors. For application assistance and In Detroit Area Call TRinity 5-5600 now 
: : 7 7 or wire 714 New Center Bidg., Detroit 2, 
for price information on RCA transistors, contact your local RCA Sales Office. Michigan. 


ANOTHER WAY RCA SERVES YOU THROUGH ELECTRONICS 


RADIO CORPORATION OF AMERICA 


@ SEMICONDUCTOR AND MATERIALS DIVISION * SOMERVILLE, N. J. 
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Sales Set Mark 
In Final Quarter, 


Australia Reports 


SYDNEY, Australia. — (UTPS)— 
The money value of motor-vehicle 
sales in the last quarter of 1959 
was 16.8 percent higher than those 
in the corresponding period of 1958 
and set an alltime high, according 
to automotive industry figures. 

In January, dealers sold 18,194 
units, compared with 17,885 in the 
game month a year ago and 28,275 
in December, 1959. Holden’s share 
of the market dropped from 44.5 
percent in December to 33.7 in 
January, figures showed. 

During the month, 3,296 Holdens 
were sold, 1,870 Volkswagens, 1,600 
Fords and 1,030 Morrises, it was re- 
ported. 

Industry sources said Ford is 
counting heavily on a new entry 
in the Holden class to capture a 
bigger share of the market now 
dominated by Holden. The car, 
whose Australian content will be 98 
percent, including the engine, is 
scheduled for early introduction, 


For light on dealer thinking, read Dealer G 


Forum each week on Page 3 
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Auto Personnel 


Stewart-W arner Corp. has an- 
nounced the reassignment of two 
foreign operations executives effec- 
tive about July 1. 

Cc. W. Van Allen will become 
managing director of Stewart- 
Warner, Ltd., which manufactures 
Alemite lubricating equipment in 
England for the United Kingdom 
and export. S. D. Hagerman, head 
of operations of Stewart-Warner, 
Ltd., will come to Chicago as ex- 
port manager of Stewart-Warner 
Corp. 


A ck a 


Wissler Heads Sterling Unit 


Sterling Aluminum Products, Inc., 
has appointed C. L. Wissler as 
West Coast division manager. 

* * « 


Thibodeau Gets Sales Post 


Harvey J. Thibodeau has been 
appointed sales administrator of 
Nylok-Detroit Corp., producer of 
fasteners. Prior to joining Nylok- 
Detroit, he was assistant manager 
of the Lapeer (Mich.) branch of! 
B. Dupont Co., Inc., and the 








Economy Screw division, Federal- 
Pacific Electric Co. 
+ * a 


Melasky, Human Head 


Sonneborn Oil Division 
Mendel Melasky and Bill Human 


have been appointed managers of S's 


the oil division, Sonneborn Broth- 
ers, Inc., distributors of Amalie 
Motor Oil. 

They succeed Alfred L. Brom- 
berg, who had retired after 50 
years with the company. He will 
continue with the organization in 
an advisory capacity, | 

* * 


Mark Names Antonisse 


H. J. Antonisse has been ap- 
pointed general offices and serv- 
ices manager for Mack, Before 
joining Mack, he was purchasing 
and transportation manager for 
the National Council of Churches 
in New York. 

a 


* * 
Perfect Circle Names 


Ewing and Metsker 


The appointment of C. D. Ewing 
and Gerald Metsker as zone man- 
agers for Perfect Circle Corp. has 
been announced. 

Ewing joined Perfect Circle in 
December, 1959, and has been as- 
signed to the Northern Texas-Okla- 
homa area. As a zone manager, 
Metsker will be assigned to the 
home office. 


* * * 

Hyster Sends Lewis Abroad 

Jack F. Lewis, manufacturing 
vice-president of Hyster Co., has 
been named managing director of 
Hyster, Ltd., in Scotland. He also 
has been elected a director of Hy- 
ster N. V., Hyster subsidiary in the 
Netherlands. 


* * +. 
Raub Heads Trinc 

Archie M. Raub has been elect- 
ed president of Trinc Associates, 
Ltd., a Washington research com- 
pany recently acquired by Dun 
& Bradstreet, Inc, Trinc publishes 
the trucking industry’s 5-Year 
Red Book and The Blue Book, 


* * * 
Taylor Promotes Morris 





Cn EO Fag 


For YOU... MORE PROFIT. That’s right. 





Dealer profits are bigger, so you make more 


money on each Kayor you sell. Four Kayor 
models, houseboat floatation hulls, pontoons and 
components with accessories for the Do-It- Your- 
selfer, gives you ONE source for every prospect, 
every customer, every sale. 

EASIER SALES. Advanced designing and 
styling, better engineering, su 


rior quality and 


Joseph A. Morris has been named 
assistant sales manager by Taylor 
Fibre Co., Norristown, Pa., manu- 
facturers of laminated plastics and 
vulcanized fibre. He was formerly 
sales service manager. 

* * + 


Shakespeare Moves Up 
William V. Shakespeare, former 


Notre Dame football star, has been 


Compacts Called 
No Sales Threat 
To Luxury Cars 


CHICAGO. — Compact-car sales 


unmatched performance under all conditions 
make Kayort the easiest to sell of all pontoon 
Funcraft. Sleek styling for 1960, improved float- 
ation to handle big motors, greater stability in 
turning ...on EVERY score Kayor is out in front. 


For YOUR Customers... MORE FUN. 
Because Kayor is designed and built to be ‘“The 
Family Playground Afloat.”’ It’s easier riding . . . 
takes rough, choppy water without pitching. It’s 
safer, more maneuverable . . . and she’s a beauty 
styled to sell from your display. 


MORE FEATURES. Longer pontoons give 
Kayor unmatched performance. Pontoons are 
zinc chromate treated inside for longer life. Epoxy 
finishes last much longer. Vinyl coated siding and 
canopy insures long life and lasting beauty. Kayor 
pioneered Equalizer Cones allow positive forward 
and reverse maneuverability. Eliminates stern 
drag. Gives gravitation-free turning at any speed. 















Exclusive KAYOT 


INCENTIVE BONUS SALES PROGRAM! 
Limited dealerships are available. 
Write HOW for full information. 


KAYOT, INC. 
MANKATO 17, MINNESOTA 





are absolutely no threat to the 
luxury car, in the opinion of James 
F. Roche, Cadillac general man- 
ager, here for a 
‘meeting of deal- 
ers and distribu- 
tors. 

Roche predicted 
1960 will be the 
biggest year in 
history for Cadil- 
lac. He said the 
division is ex- 
pected to build 
about 155,000 cars, 
compared with 
138,500 last year. 





J. M. Roche 

He said Cadillac is affected less 
by the compacts than are other 
larger autos, because “we have 
stuck to our knitting. We haven’t 
tried to jump from one market to 
another like some other people, 


but have remained in the high- 
priced, high-quality field.” 

Roche said Cadillac hag no plans 
to build a compact car, since “a 
compact doesn’t comply with the 
Cadillac image. We are determined 
to do nothing that will harm the 
image of a Cadillac as a luxury 


appointed president of Cincinnati 

Rubber Mfg. Co., succeeding L. P. 

Darnell, who retired. 
a * a 


Firestone Shifts Buyers 


J. F. McMillan has been named 
buyer of automotive accessories for 
Firestone Tire & Rubber Co. H. E. 
Johnson, formerly automotive ac- 
cessories buyer, moves to home sup- 
plies as buyer of hardware, succeed- 
ing H. L. Chapman who becomes 
electric housewares buyer. 


Ozalid Appoints Travis 


James A. Travis has been ap- 
pointed manager of marketing, 
Ozalid division, General Aniline & 
Film Corp. 

* * * 


Monroe Appoints Middleton 


Replacement Sales Manager 


F. R, Middleton has been ap- 
pointed sales man- 
ager of the re- 
placement divi- 
sion, Monroe Auto 
Equipment 
Co, Monroe, 
Mich., according 
to J. E. Bickel, 
merchandis- 
ing vice-presi- 
dent. 

Middleton has 
been field sales 
manager for Her- 





F. R. Middleton 
brand division, Bingham Herbrand 
Corp. for the past nine years. 

* * * 


Martin Succeeds Wampler 


As L-O-F Research Chief 


Dr. Donald R. Martin, who had 
directed research into high energy 
fuels for Olin Mathieson Chemical 
Corp., has joined Libbey-Owens- 
Ford Glass Co. as research director. 

He succeeds Dr. Roy W. Wamp- 
ler, who has asked for early retire- 
ment for health reasons. Martin 
also will become a member of the 
L-O-F technical policy committee. 

* + * 


Hertz Picks Hatcher to Head 
Equipment Leasing 

Hudson Hatcher, a 38-year-old 
Massachusetts businessman, has 
been named general manager of the 
new Hertz subsidiary, Hertz Equip- 
ment Leasing Corp. 

Walter L. Jacobs, Hertz president, 
said Hatcher will supervise all ex- 
ecutive, administrative and opera- 
tional functions of the general 
equipment leasing subsidiary, which 
leases machinery and equipment on 
long-term lease to businesses. 

* * a 


P-D-V Appoints Tedesco 
Assistant Regional Manager 


Carl Tedesco, former business 


















Color division, Detroit. He had been 
regional sales manager in the Cen. 
tral states for five years. 

* 


Rhodus Elected Secretary 


H. Lee Rhodus has been elected 
secretary of Resolute Credit Life 
Insurance Co. 


* a * 
Dodge Appoints Orth 
Dodge has appointed Richard R, 
Orth business management man- 
ager for the San Francisco region, 
He joined Dodge in 1951, 


* ca * 


Moll Named District Chief 


Kenneth R. Moll has been named 
a district sales manager by the 
American Hammered automotive 
replacement division, Sealed Power 
Corp. He will work out of the com- 
pany’s Muskegon (Mich.) headquar- 
ters. 





cd ae *~ 
General Tire Promotes 


Cayce, Hartwig in Sales 


Pat Cayce and Douglas H 
have been promoted in sales by 
General Tire & Rubber Co. 

Cayce, former Pasadena territory 
salesman, has been named manager 
of passenger-tire sales for the Los 
Angeles division. Hartwig, former 

(Continued on Page 35, Col, 1) 
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' Change 
Truck Tires 


LAGER 
a 


Free frozen beads quickly with ex- 
clusive Ken-Tool Bead Looseners. 
They provide greater leverage... 
loosen the most stubborn truck 
tire beads quickly, easily. 
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manager, has been promoted to 
Plymouth-De- 
Soto-Valiant as- 
sistant Minne- 
apolis regional 
manager, accord- 
ing to William 
Hughes, region- 
al manager. 

Dean Carpenter 
has been named 
to succeed Tedes- 
co as business 
manager, Carpen- 
ter was a district 
manager and regional distribution 
manager before his recent promo- 
tion. 





Carl Tedesco 


* * * 


CIT Promotes Clark 


Perry L. Clark has succeeded 
Leonard A. Graves as manager of 
the Universal CIT Credit Corp. of- 
fice in Jefferson City, Mo. Graves 
has been transferred to St. Louis. 
Clark had been credit manager of 


a CIT office in St. Louis. 


of os * 
Wilkening Ups Keilman 
Vincent F. Keilman has been pro- 
moted to Midwest division manager 
for Wilkening Mfg. Co. He had been 


a district manager in San Fran- 


cisco. 
* * 


Vorbach Upped by Purolator 


Lawrence J. Vorbach jr. has been 
promoted to district manager of 


car.” Metropolitan New York for Puro- 


Nay Is New President 


SAN ANTONIO, Tex.—Sam Nay 
has been elected president of the 
San Antonio Automobile Dealers’ 
Assn., with M. M. Murry vice-presi- 
dent and Earl Daniels, secretary 
and treasurer. 


lator Products, Inc. He had been a 


district representative 
€ 


PPG Promotes Smith 
R. L. Smith has been named to 


the newly created position of statis- 
tical and training coordinator for 
Pittsburgh Plate Glass Co.’s Ditzler 














> 


| SEE YOUR JOBBER on the complett 
line of Job-Designed Ken-Tools. 
| Forged by the largest exclusive manu 
I facturer of top-quality Tire-changi 
| Tools and Equipment. THE KEN- 
| TOOL MFG. CO., AKRON 5, OHIO. 
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} Appointed by GMAC 


» and succeeds William Harvey III, 


' Dodge, according to M. C. Patter- 


| during a 22,000-mile, 23-city tour of 


' Which they conducted sales meet- 
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Auto Personnel 


(Continued from Page 34) 


operations. He had been in charge 
of branch operations in the western 
U. S. and is succeeded in that post 
by Vice-President William C. Roach. 
Marvin L. Ewing has been elected 
vice-president in charge of branch 
operations in the eastern U. S. He 
succeeds Warren H. who 
last month was placed in charge of 
the development staff. 
* + * 


P-D-V Names Thompson 


C. P. Thompson has been appoint- 
ed retail operations manager for 
the Dallas region of the Plymouth- 
DeSoto-Valiant division. 


Hyster Switches Conner 


To San Francisco Qutlet 


Pete Conner has been named of- 
fice manager of Hyster Co.’s Indus- 
trial Truck division retail dealership 
in San Francisco. 

Replacing Conner as supervisor 
of the machine-order section in Hy- 
ster’s Danville (Ill.) sales depart- 


Washington (D. C.) area salesman, 
ig directing passenger-tire sales in 
the Philadelphia district. 

* + 7 


Ford International Names 


Chase Credit Manager 

Ernest F. Chase has been ap- 
pointed manager of the credit and 
dealer financing department, Ford 
International overseas distributors 
and export supply operations. 

Chase succeeds William L. Breck- 
woldt, who recently became head of 
Ford International’s new overseas 
dealer financing activity. 

* * * 


General Tire Ups Rossi 


Fred J. Rossi has been promoted 
to manager of General Tire & Rub- 
ber Co.’s Boston division. He suc- 
ceeds William F. McNurney, who 
has been promoted to General’s re- 
tail stores department. 

+ * 


Commercial Solvents’ Young 


To Direct Chemicals Sales 


T. A. Young has been named to 
direct nationwide sales of Peak 
and Nor’way antifreeze and auto- 
motive chemicals for Commercial 
Solvents Corp. 

Under a marketing realignment 
into three major regions, B. D. 
Durkin will head Eastern sales, 
G. B. Dace, Central, and K. E. 
Mansfield, Western. 


Micro-Lube Appoints 2 


Micro-Lube, Dallas, manufacturer 
and distributor of a patented oil 
and gas additive, has named 
J. Marvin Larkin director of ad- 
vertising and public relations. John 
M. Shelnutt has been promoted to 
sales manager of the company’s oil 
field division. | 


o * 
Purolator’s Wellerritter 


Heads Michigan District 
Jerome W. Wellerritter jr. has 
been named Michigan district man- 
ager for Purolator Products, Inc. 
Charles M. Bernhardt has been 
named a Michigan district repre- 
sentative, 
* ~ 


GM Promotes Hauser 


Henry H. Hauser has been named 
manager of branch operations of 
General Motors’ Motors Holding di- 
vision. He had been an assistant to 
the manager of branch operations, 


who recently was promoted to head 
the division. 
+ * 


3 New Branch Chiefs 


NEW YORK.—Deryl Hull, vice- 
president of General Motors Ac- 
ceptance Corp., has been appointed 
assistant manager of U. S, branch 


Dodge Launches 
Drive to Boost 


60 Truck Sales 


DETROIT.—An allout truck sales 
Program has been launched by 


gon, general manager. 

He said he and four other top 
Dodge executives kicked off the 
drive in meetings with 3,000 dealers 


the nation. 
The executives and the cities in 


s are: 
Patterson: Pittsburgh, Los Ange- 
al] San Francisco and Portland, 


W. J. Bird, assistant general 
Manager: Boston, New York, Phil- 
adelphia and Washington. 

L. F. Desmond, executive assist- 
ant to the general manager: Syra- 
cuse, Cincinnati, Minneapolis and 
St. Louis. 

J. B. Naughton, genera! sales 
Manager: Denver, Kansas City, 
Chicago and Detroit. 

W. C. Hanway jr., truck sales 
Manager: Memphis, Miami, Atlan- 
ta, New Orleans, Charlotte, N. C., 
and Dallas and Lubbock, Tex. 

Patterson said the dealers were 
told that “by the end of 1960 Dodge 
intends to capture a substantially 
larger share of the truck market.” 
































ment office is Ted Burmeister. Rob-| department manager; Joseph A. 


ert Strawser succeeds Burmeister 
as factory parts manager at Dan- 
ville. 

co * + 


Zelack Joins Abel 


Stratton M. Zelack has joined 
Abel Corp. as a field merchandiser. 
He had been with Firestone. 

* * +. 


L-O-F Promotes Yerger 


To Administrative Duties 

Harold J. Yerger, a veteran of 
30 years with Libbey-Owens-Ford 
Glass Co. has been named adminis- 
trative assistant to Clinton F. Hegg, 
sales vice-president.. 

For the past eight years, Yerger 
has been in charge of distributor 
safety glass sales. 

+ + * 


Ford International Names 


Beebe to Head 3 Departments 
Leo C. Beebe has been appoint- 
ed public and governmental af- 
fairs manager of Ford Motor Co.’s 
internationa] staff. He will direct 
the activities of the public rela- 
tions, governmental affairs, and 
advertising and sales promotion 
departments. 
Three other new appointees are: 
John F.. Mayhew, public relatio 


Frank, governmental affairs de- 
partment manager, and D. E. Mc- 
Kellar, advertising and sales pro- 
motion department manager. 

* ~ * 


Divco Truck Appoints 


Service Parts Manager 

Ralph G. Seabright has been ap- 
pointed merchan- 
dising Manager 
for service parts 
and accessories 
of the Divco 
truck division, 
D i v c o-Wayne 
Corp., Detroit. 

In his new posi- 
tion Seabright 
will plan and co- 
E ordinate sales of 

z= Divco parts and 
R. G. Seabright accessories 
through more than 100 dealers from 
coast to coast. He joined Divco in 
April, 1958. For nine years he had 
been with Ford division. 


a os * 
DeVilbiss Selects Bohon 
To Head Industrial Sales 


D. L. Bohon has been appointed 
manager of industrial sales for 
DeVilbiss Co. 

E. F. Frey, who has been manager 








eee 


Mile aak 


of industrial sales, will continue to 
serve as sales liaison officer between 
the industrial and jobber sales divi- 
sions and take on the additional 
duties of correlating sales efforts on 
DeVilbiss metal fabricators prod- 
ucts, 
+ * + 


L-O-F Sales Unit Promotes 


Pair in Toledo Area 

Two top promotions have been 
announced in the distributor sales 
department of Libbey-Owens-Ford 
Glass Co. in the Toledo area. 

Howard M. Lewis, who has been 
Toledo district distributor sales 
manager, moves to a general office 
staff position as manager of safety 
glass sales. 

L. James Schenck, who has been 
with L-O-F for 17 years and sales 
promotion manager in the Toledo 
region for the last eight years, has 
been named district sales manager 
here. 

* + +. 


Resolute Elects Shope 


Leonard R. Shope, Washington, 
has been elected a resident vice- 
president of Resolute Insurance 
Cos., Hartford, Conn. He has been 
Resolute’s special agent in Wash- 
ington for three years. 


IGNITION STATIC... eliminated with Packard T.V.R.S. Cable! 
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Straight 
to Americ 
i | Heart! 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


CG 


MOTOR COMPANY 





COMET 


Love at first sight. There’s no other way to describe public reaction all over the country to this bright 
new star of the compact cars. Plainly, America has taken the Comet to its heart. 


Surprised? Not we. Our whole purpose in building the Comet was to introduce a car that perfectly 
expressed what so many buyers have said they want: a trim and truly efficient compact automobile 
that still offers beauty, comfort and convenience in the classic American tradition. 


Take Comet styling, for example. Comet is the first compact car with fine-car styling. No sawed-off 
look here. There’s a fine-car flair to Comet’s long, sleek lines and eye-pleasing proportions. 


Look at the size. Comet offers full 6-passenger comfort. A surprising 26 cubic feet of luggage space. 
And Comet sedans have a 114-inch wheelbase — longer than the average compact — providing a 
smooth, road-hugging ride. 


There’s more, of course, that distinguishes the Comet. Economy that provides up to 28 miles per 
gallon on regular gasoline. Fine-car features like dual headlights and costly interior fabrics and 
appointments. Arm rests, foam rubber seats, door-operated dome lights — even cigarette lighters — 
yet Comet is priced with or below other compact cars! 


All this is Comet . . . the latest expression of Ford Motor Company leadership . . . and the 
car we freely predict will make the Comet franchise one of the most valuable and rewarding 
in the industry! 


Another reason why it’s great to be a dealer in the Ford Family of Fine Cars! 





5 NEW1960 COMET SEDANS AND STATION WAGONS AVAILABLE IN 2- AND 4DOOR MODELS 








— and (ps) indicates power 
? - 7 - 
ALBANY 


Tim Anspach Dealer's Auto Auction. 
Sale every Monday. Prices are for sale of 
Feb, 29. We have a choice bunch of cars. 
We are not getting near enough cars to 
supply our buyers. Our big consigners sold 
out lock, stock, and barrel, Sold 121 cars 
from 148 consignments. 

BUICK—’57 Super 4-dr, Riviera, $1,225* 
(ps); Special 2-dr,. Riviera, $1,000* 


(ps). 
’°56 Super 4-dr. Riviera, $710* (ps). 
"55 Special 2-dr. Riviera, $590* (ps), 


$560*, $510* (p)s, $460*; Super 2-dr. 
— $480* (ps); Century 2-dr., 
*. 


$460". 
*54 Super 4-dr., $350*. 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 

100% Insured—No Registration Fee 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leok in LUCAD. 








CONNECTICUT 








NEW ENGLAND'S OLDEST | 


Dealers Auto Exchange in our i4th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 









Crossroads 


. where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 
You will reach both groups 
through an ad in Automotive 
News. 





CADILLAC—’59 (62) 2-dr., 
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Average Price of Used Cars Sold at Auction 





(Compiled by Automotive News from Auction Reports) 
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Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
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Figures alongside bars represent dollars. 


$3,750° (ps). 
‘S58 (62) 2-dr., $2,725* (ps). 

*57 (62) Coupe de Ville, $2,075* (ps). 
*56 (62) Coupe de Ville, $1,340* (ps). 
"55 (62) 4-dr., $1,185* (ps). 

"61 (62) 4-dr., $200°. 


CHEVROLET—’59 Impala (8) sport sedan, 


2-dr., $2,050°. 
2-dr, hardtop, 
(ps); conv., $1,625*; 

4-dr., $1,325*, $1,275*, 
$1,250*, $1,175*; Biscayne (6) 4-dr., 
$1,250*, $1,150; Bel Air (6) sport 
coupe, $1,100; Delray (6) 2-dr., $990. 

‘57 Bel Air (8) 4-dr., $1,100*; conv., 
$1,050; One-fifty (8) 2-dr., $550. 

'56 Two-ten (6) station wagon, $1,050*; 
4-dr., $775; Two-ten (8) station wag- 
on, $875; Bel Air (8) sport sedan, 
$950*; 4-dr., $790*; Bel Air (6) sport 
coupe, $890°; 4-dr., $875. 

’5S5 Bel Air (6) sport coupe, $750; 4-dr., 
$655, $550; Bel Air (8) 4-dr., $675*; 
2-dr., $510*; Two-ten (6) 4-dr., $650; 
2-dr., $625, $390; Two-ten (8) 2-dr., 
$590*; One-fifty (8) 2-dr., $610. 


$2,110° (ps); 
‘58 Impala (8) 
(ps), $1,450* 
Biscayne (8) 


$1,625° 


COLORADO 





Denver Auto Auction 
95 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
jes and Checks Guaranteed 
TWIN RING SELLING 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1: 1947. 


MICHIGAN 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday af Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Rasta, MM 8 








'54 Two-ten 4-dr., §435*, $405°; Bel 
Air 4-dr., $420*. 

‘53 Bel Air 2-dr., $290°; Two-ten 2-dr., 
$260° (ps); 4-dr., $180. 
aL Coane Saratoga 4-dr. hardtop, 
$1,600* (ps 

"56 Windsor. dear., $720° (ps). 

'54 NY 4-dr., $290° (ps). 

‘53 Windsor 2-dr., $130*. 

— °'58 Firedome 4-dr., $1,270* 


(ps); Fireflite 2-dr., $1,250° (ps). 
'S7 Firesweep 2-dr. hardtop, $940* (ps). 
’55 Firedome 2-dr, hardtop, $580*; 4-dr., 

$520* (ps). 


FORD—’60 Fairlane 500 (8) 2-dr., $2,070*; 
Falcon (6) 2-dr., $1,780. 

’59 Galaxie (8) conv., $2,100*; 4-dr., 
$2,100* (ps); Country Sedan (8) 4-dr., 
$2,000* (ps). 

’58 Ranch Wagon (8) 4-dr., $1,000; 


Custom 300 (8) 2-dr., $910*. 

’57 Fairlane 500 (8) 2-dr, Victoria, $1,- 
170* (ps); 2-dr., $1,150*; conv., $700; 
Custom 300 (8) 2-dr., $775; Custom 
(8) 2-dr., $770. 

’56 Fairlane (8) 4-dr., $875* (ps); Coun- 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
J. F. REED — HUGO HASHEIDER 
NORB RUCH 
Twin Ring Selling 








Need hard to s? Automotive News’ 
ont auth soouite. 





NEW JERSEY 





OTST AR A813 


NO HOUSE CARS! 


N-A-D-E 


Every WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
oo Auto Auctions EVERY 








RALEIGH — Mann’s Auto Auction 






$1,900°; Suburban (8) sports 4-dr, 
$1,800° (ps). F 

"57 Savoy (8) 2-dr., $685*, $585. 

’56 Savoy (6) 4-dr., $500°. 

* — 4-dr., $310; Belvedere 4-dr,, 

PONTIAC—’56 Star Chief 2-dr. Catalina, 

$660* (ps). 

’55 Chieftain 2-dr, Catalina, $540*; 9. 
dr., $410*. 


’54 Star Chief 4-dr., $300* (ps). 
’53 Chieftain 4-dr., $140*. 
MISCELLANEOUS—’59 Ford %-ton pick. 


up, $1,185. 
FLINT 


Flint Auto Auction. Sale every Wed. 
nesday, Prices are for sale of March 2, 
Consigners reluctant to sell for prices of. 
fered, especially for 1960 models, Sold 2% 
cars from 355 consignments. 

BUICK—'60 LeSabre 2-dr., $2,805* (pa), 

’59 Electra 2-dr, hardtop, $2,480* (ps), 

$2,400* (ps); 4-dr. hardtop, $2,425+ 
(ps); 4-dr., $2,300* (ps), $2,859 
(ps); LeSabre 4-dr. hardtop, $2,290 
(ps), $2,255* (ps), $2,210* (ps); 2-dr, 
hardtop, $2,150°; 4-dr., $2,100* (ps): 
Invicta 2-dr, hardtop, $2, 255* (ps), 

58 RM 4-dr., $1,825* (ps); 2-dr. Rivi- 

era, $1,375* (ps); Special 4-dr., $1,- 


57 Super 2-dr. Riviera, $1,225* (ps); 
RM 4-dr., $1,175*; Special 2-dr., $1,- 
135°; 4-dr., $1,115*, $1,000* " (ps), 
905, 

Riviera, $800*; 


$905. 

’56 Special 4-dr. ; Q-dr, 
Riviera, $645* (ps), $600*; RM 2-dr,, 
$680* (ps). 

'55 RM 2-dr., $680* (ps); 2-dr. Riviera, 
$500* (ps); 4-dr., $365* (ps); Super 
2-dr. Riviera, $575* (ps); 2-dr., $485* 
(ps); Century conv., $505*; 4-dr, Rivi- 
era, $500*; Special 4-dr., $480*, $420*; 

° 


2-dr., $355, $350°. 

"54 Super 2-dr., $285*, $235*; Special 
2-dr., $275*, $200* (ps); Century 4 
dr., $150*. 

CADILLAC—'59 de Ville 2-dr. hardtop, 
$3,910* $3,900° (ps). 

’57 (62) Sedan de mee $2,015* (ps). 

'56 (62) conv., $1,250* (ps). 

CHEVROLET—’59 Kingswood 


485*; 2-dr., $1,440°. 


— 


i 
to Date 


—— a <.< ae Ge Ge 88 @£8 2 @&@©° Ss 2®o ww oe "60 
Feb. 


(Copyright, 1960, by Automotive News) 


try Squire (8) 4-dr., $850; Custom (8) 

4-dr., $600*. 

"55 Country Sedan (8) 4-dr., $790*; 
tom (8) 2-dr., $530*%; 4-dr., 


(8) conv., $450*, 
(6) 2-dr, Victoria, $275*; 


Cus- 
$450°, 


$400; Crest 


Custom (8) (8S) 4-dr., 


4-dr., $350; Custom (6) 4-dr., $200; $2,170* (ps); Impala (8) sport coupe, 
Main (8) 4-dr., $240; Country Sedan $2,170*, $2,150*, $2,100* (ps), $2,075*, 
(6) 4-dr., $175*. $1,950°, $1, 920°; conv., $2,155° (ps): 
"6563 Custom (8) 2-dr., $280. a 11,985" (ps), $1,950", $1,815¢ 
MERCURY—’ Pps); Biscayne (6) 2-dr., $1,575*, $1,- 
i Gown te a 52800: Bel Air (8) 4-dr., $1,550". 
53 M * ©: Qcér, ' mpala (8) 2-dr. rdtop, $1,570*, 
7S 2-dr. hardtop, $300*; 4-dr., $1,500° (ps); conv., $1,325°; Brook. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- wood (8) 4-dr., $1,530*, $1,450°; Bel 
day, $2,600* (ps); (88) 4-dr. Holiday, Air (8) sport sedan, $1,520* (ps); 4- 
$2,210* (ps) dr., $1,320*; 2-dr., $1,305*; Biscayne 
( (8) 4-dr., $1,285*; 2-dr., $1,260*, $1,- 


’57 (88) Super 2-dr., $1,300* (ps); (88) 


2-dr, Holiday, $1,050*. 165; Yeoman (6) 2-dr., $1,260; Delray 


, 88) 8 -dr. Holi : * : (6) 2-dr., $1,025. 

"$800" (pa; (98) fear. Hollday, $8258 "57 Bel Air (8) 2-dr., $1,185°; 4-dr., 
(ps); (88) 2-dr., $620°: gene a aah An (6) 2 

, " * . ae r., ’ ; Two-ten ) station wag- 

e = a Holiday, $210* (ps); 4 on, $1,050%; Delray, $825*; 4-dr., 


r., $ 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, (Continued on Page 40, Col, 1) 





NEW JERSEY PENNSYLVANIA 





Minutes from New York City 


AUTO AUCTION 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 

Insured 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito!l 8-0100 for Reservations 


THREE WAY PROTECT ION 


When You Do Business with the 
MANHEIM AUTO AUCTION 
You're protected from... 
1 





NEW YORK 


LAFAYETTE—Syracuse Auto A 
Center of Empire State. rae 
Title Protection. (Wed.). ° 





AMARILLO AUTO 
AUCTION, INC. 
3202 E. 10TH Phone: DR 2-9503 
WE PICK UP AND SELL 
FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
—Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Dealer Aute Auction 


Albany 5, N. Y. 
Monday — I! O'Clock 
60 car sale average 
All Titles and Checks Guaranteed 


NORTH CAROLINA 


_ Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 














THERE’S 


There’s Norma 


Hothing 


¥ ike A 


Neth eee eee 


UKE é NEW CAR Ae te oat eh mi ep fy wow me 
Ne me ee 


me ee ee 


tF fe Fence 





A NEW CAR! 








You'll find more and more buyers making the move to a 
new GM car in the months ahead—many because of 
the message ‘“‘There’s Nothing Like a New Car!” that 
they’ve seen in their favorite magazine. 


This continuing sefies of General Motors advertisements to 
consumers points out to your prospects the many benefits 
that go along with new car ownership—shows that 

no other investment can return so much in family fun for 
quite so long as will their new car purchase. 


And your prospects are ready for this message! People are 
more prosperous today than ever before. They have more 
disposable income and more time in which to enjoy it. 

Yet authorities predict even greater prosperity for the coming 
years. They forecast higher incomes, more car-owning 

families, and a continuing suburban trend—all creating a 

vast new car market. 


This General Motors advertising in leading national 
publications is one more opportunity for GM dealers to 

share in the benefits of our constantly expanding economy. 
Another good reason why it’s great to bea GM dealer in the Sixties! 


THERE’S 
NOTHING 
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NEW CAR! 
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GENERAL 
MOTORS 


GO GM FOR 60 


CHEVROLET - PONTIAC - OLDSMOBILE 
BUICK - CADILLAC 
Ali with Body by Fisher 


CHRYSLER—’57 NY 2-dr., $1,400* 


1,735. 
*59 Ranch Wagon 






Used-Car Auction Prices 


AUTOMOTIVE NEWS, MARCH 14, 1960 . 


(Continued from Page 38) 


$800*; Two-ten (6) 2-dr., $935*, $855, 


$815, $805°. 

’56 Two-ten (8) station wagon, $760*, 
$730*, $675*; Two-ten (6) station 
wagon, $650*; 4-dr., $605*. 


"55 Two-ten (8) 2-dr., $505*, $475, $260; 
4-dr., $405, $275; Two-ten (6) 2-dr., 
$450*, $440, $255*; Bel Air (8) 2-dr., 
$515, $510*, $340. 

"64 Two-ten station wagon, $365; Bel 
Air conv., $355*. 

’63 Two-ten 2-dr., $280*, $220; 4-dr., 
$280, $200; Bel Air 4-dr., $240*. 
(ps). 

’56 Windsor 4-dr., $400*. 


DODGE—’58 Custom Royal (8) 4-dr., $1,- 


650° (ps). 
"57 Coronet (8) 4-dr., $800*. 
"56 Coronet (8) 2-dr, hardtop, $405. 
55 Custom Royal (8) 2-dr., $365*; Coro- 
net (8) 2-dr., $235*. 


FORD—’60 Thunderbird (8) 2-dr. hardtop, 


$3,515* 
$2,080°, 
735 


Fairlane 500 (8) 2-dr., 
Faleon (6) 2-dr., 


2-dr., 


(ps); 
$2,040°; 
(8) $1,690, 
$1,450; Fairlane (8) 2-dr., $1,500*; 
Fairlane 500 (8) 4-dr, Victoria, $1,- 
500*; Custom 300 (8) 4-dr., $1,350*. 


’58 Thunderbird (8) 2-dr, hardtop, §$2,- 


470° (ps), $2,465* (ps), $2,150*; 
Country Sedan (8) 4-dr., $1,430* (ps); 
Fairlane (8) 2-dr., $1,200; 4-dr, Vic- 
toria, $1,150* (ps); Fairlane 500 (8) 
4-dr., $1,150* (ps), $1,035* (ps); 2- 
dr., $1,090*; Custom 300 (8) 2-dr., 
$1,100*; Custom 300 (6) 2-dr., $980, 
$950. 


mr. car dealer: 


The ONLY boats with 
a LIFETIME GUARANTEE! 


There is no slow season when 


you sell SPEED QUEEN BOATS. 


BOATS are BIG BUSINESS 
and you should look into a 
SPEED QUEEN franchise 
for yourself. 


Put ‘em in the showroom, hang 
‘em from the ceiling, block the 


sidewalk with 'em, but SHOW 


"EM and SELL 'EM. It's that easy 


. .. because, among other 


tremendous advantages, SPEED 
QUEEN BOATS are the only boats 


with a LIFETIME GUARANTEE. 


FIND out why more car dealers 


are boat dealers, too! 


* “Miss Speed Queen” will help 


you sell! She is making 
appearances around th 


to help SPEED QUEEN dealers 
at the most important moment . . 


THE POINT OF DECISIO 


EASIEST FINANCING ....can be 


handled in the same way you 
handle your floor plan for 


automobiles. It's just like MONEY 
IN THE BANK! Write-wire-phone 
today . . . complete sales promotion 


package including window 


streamers, point-of-sale pieces, 


newspaper mats, national con 
advertising to help you sell. 


GLASTEX COMPANY, 6101 West 147th Street, Tinley Park, Illinois 
(WILL HORVATH, PRES., FORMERLY WITH GENERAL MOTORS AND KAISER-FRAZER CORP.) 


'57 Fairlane 500 (8) 4-dr., $1,030"; 
2-dr., $845*; Custom (6) 2-dr., $725. 


"56 Thunderbird (8) 2-dr, hardtop, $1,- 
750* (ps); Ranch Wagon (8) 2-dr., 
$695; Ranch Wagon (6) 2-dr., $570; 
Fairlane 500 (8) 2-dr., $615*; Fair- 
lane (8) 4-dr., $590*; 2-dr., $550*; 
Main (6) 2-dr., $465. 

"55 Country Sedan (8) 4-dr., $565*; 


Fairlane (8) 4-dr., $455*; Fairlane (6) 
2-dr. Victoria, $380; Ranch Wagon (6) 
2-dr., $405, $400. 
’54 Custom (6) 2-dr., $180. 
LINCOLN—’57 Premiere 2-dr., $1,240*. 


MERCURY—’57 Monterey 2-dr. hardtop, 
$920*; 4-dr, hardtop, $860*. 
’56 Monterey 4-dr., $280*. 
'55 Monterey 2-dr., $420*; 4-dr., $285. 


’53 Monterey 2-dr., $190*. 
OLDSMOBILE—’59 (88) Super Fiesta, $2,- 
700* (ps); 2-dr. Scenic, $2,280*; 4-dr., 
$2,250* (ps). 

"58 (88) 4-dr, Holiday, $1,805* (ps), $1,- 
750°; 4-dr., $1,530*. 

57 (98) 4-dr, Holiday, $1,360* (ps). 

’56 (98) 4-dr. Holiday, $975* (ps), $725* 
(ps); 2-dr., $825° (ps); (88) 4-dr. 
Holiday, $845*; conv., $700*. 

"55 (88) 4-dr, Holiday, $545*, $540* 
(ps); 2-dr., $380*; (88) Super 4-dr. 
Holiday, $405. 

PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
470. 
'58 Belvedere (8) 2-dr, hardtop, $1,325*; 


Suburban (8) Custom 4-ar, ,$1,125*; 
Savoy (6) 2-dr., $605. 

‘57 Savoy (6) 4-dr., $550; Savoy (8) 
2-dr., $540*. 


personal 
e country 


— 
sumer 


ope 








with 


’56 Suburban (6) Custom 4-dr., $545*; 
Savoy (6) 4-dr., $380; Belvedere (8) 


conv., $305*. 

55 Belvedere (6) 2-dr, hardtop, $385*; 
Savoy (6) 2-dr., $250; 4-dr., $115. 
PONTIAC — '59 Bonneville Safari 4-dr., 
$2,800* (ps); Star Chief 4-dr. Vista, 
$2,515* (ps), $2,500* (ps); Catalina 
4-dr., $2,300*, $2,250* (ps), $2,200* 
(ps), $2,105*, $1,065*; sport coupe, 

$2,175*; Star Chief 4-dr., ‘$2,175*. 


’58 Super Chief 4-dr,. Catalina, $1,425*; 
Chieftain 4-dr., $1,360*; 2-dr., $1,310* 


(ps). 

’57 Super Chief 2-dr., $1,225* (ps); Star 
Chief conv., $1,150*; Chieftain 4-dr., 
$900*; 2-dr., $845*. 


56 Star Chief 2-dr., $700* (ps), $665*; 
Chieftain Safari, $530*; 4-dr., $500*; 
2-dr., $480*, $395* (ps). 


’54 Chieftain 2-dr., $285*; 4-dr., $180*. 
RAMBLER—’59 Ambassador (8) 4-dr., $1,- 
695*. 
’658 Ambassador (8) Cross Country, $1,- 
350*, $1,285. 
’57 Custom (6) Cross Country, $800*. 
’56 Deluxe 4-dr., $385. 
’53 Super Cross Country, $210. 
STUDEBAKER—’55 Commander (8) 2-dr., 
$255. 
MISCELLANEOUS—’59 International %- 
ton pickup, $1,125. 
53 Chevrolet %-ton pickup, 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day, Prices are for sale of March 2. 


$285. 


BUICK—’58 Special 4-dr., $1,200*. 
’57 RM conv., $1,075* (ps); 4-dr., $1,- 
000*. 
’56 Special 4-dr. Riviera, $685*; 2-dr., 
$575*; RM 4-dr., $575* (ps). 


’55 Special 4-dr., $340*. 


CADILLAC—’'59 de Ville 2-dr. hardtop, 
$3,700* (ps), $3,650* (ps). 
"57 (60) Special 4-dr, hardtop, $2,165* 
(ps). 


’56 (62) conv., $1,310* (ps); 2-dr, hard- 









‘Miss Speed Queen” 





Model Breakdown 
Of Auction Averages 














Mar., 1960 Feb., Jan., 
Model To Date 1960 1960 
rs $2,421 $2,516 $2,685 
1959... 2,121 2,157 2,140 
a 1,415 1,419 1,425 
, 966 1,015 1,012 
692 710 
517 532 
333 340 
225 218 
Average $1,079 $1,109 $1,133 
top, $1,220* (ps). 
’55 (62) 4-dr., $1,070* (ps). 
CHEVROLET—’'60 Impala (8) sport coupe, 
$2,460* (ps); Corvair (6) 4-dr., $1,- 
750*, $1,750, $1,600. 
"59 Impala (8) 4-dr, hardtop, $2,040* 
(ps), $2,000" (ps), $1,980* (ps); 2- 


dr. hardtop, $2,000*, $1,950* (ps); Bel 
Air (6) 4-dr., $1,670* (ps); 2-dr., $1,- 


490; Biscayne (6) 2-dr., 
360. 

"58 Bel Air (8) 2-dr. hardtop, 
2-dr., $1,135*, $1,100; 4-dr, 
$1,250; Biscayne (6) 2-dr., 
Yeoman (6) 2-dr., $1,095*. 


$1,420, $1,- 


$1,345*; 
hardtop, 
$1,150*; 


’57 Two-ten (6) 2-dr., $1,210*; Bel Air 


(8) conv., $1,200*. 
56 Bel Air (8) 2-dr, hardtop, 
Two-ten (6) 4-dr., $640*, $510; 


ten (8) 2-dr., $610*. 


$835* ; 
Two- 


’55 Two-ten (8) 2-dr., $525*, $425; Bel 


Air (8) 4-dr., $525*. 
’54 Two-ten 4-dr., $180*. 
CHRYSLER—’57 NY 4-dr., $1,370* 
’56 Windsor 2-dr. hardtop, $850* 
’55 NY 4-dr., $575*. 





Helps 










(ps). 
(ps). 





DeSOTO—’58 Fireflite 4-dr., 
'57 Firedome 4-dr., $935* (ps); 
sweep 2-dr., $900*. 
’55 Firedome 2-dr. hardtop, $525* (ps), 
DODGE—’59 Royal (8) 4-dr., $1,950¢ 
(ps). 
58 Custom Sierra $1,465* 
(ps), $1,290*. 
"57 Custom Royal (8) 2-dr, hardtop, 
$1,125* (ps); 4-dr., $1,125* (ps). 
2-dr. hard« 
(6) 4-dr., 


(8) 4-dr., 


FORD—'60 Thunderbird (8) 
top, $3,800* (ps); Falcon 
$1,735. 

‘59 Thunderbird (8) 
875* (ps), $2,850* 
conv., $2,035"; 
2-dr, Victoria, 
toria, $1,950*; 4-dr., $1,775*, 
Fairlane (8) 4-dr., $1,650*; C 
300 (8) 2-dr., $1,490°; Custom 369 
(6) 2-dr., $1,425, $1,400. 

58 Fairlane 500 (8) conv., $1,455* (ps); 
4-dr. Victoria, $1,305* (ps); r 
Victoria, $1,280; Fairlane (8) 2-dr,, 
$1,005*; Country Sedan (8) 4-dr., $i. 
300*; Custom (6) 4-dr., $980. 

*57 Country Sedan (8) 4-dr., $1,275%; 
Fairlane 500 (8) 4-dr., $1,135*, $1. 


2-dr, hardtop, $2,- 

(ps); Galaxie (§) 

2-dr., $2,000* (ps); 
4-dr, 


$1,960°; 
$1,670; 


125*; Custom 300 (8) 2-dr., $825*; 
Custom (8) 2-dr., $750*. 

56 Fairlane (8) 2-dr, Victoria, $830*; 
2-dr., $535*; 4-dr., $590*, $570% 
Country Sedan (8) 4-dr., $745 @ 


pass.), $675*; Ranch Wagon (8) 2-dr,, 
$620*; Custom (6) 2-dr., $450*. 

’57 Country Sedan (8) 4-dr., $1,2759; 
Fairlane 500 (8) 4-dr., $1,135*, $1,- 
125*; Custom 300 (8) 2-dr., $825%; 
Custom (8) 2-dr., $750*. 

*56 Fairlane (8) 2-dr, Victoria, $830*; 
2-dr., $535*; 4-dr., $590°, $570*; Coun 
try Sedan (8) 4-dr., $745, (9 pass), 
$675*; Ranch Wagon (8) 2-dr., $620%; 
Custom (6) 2-dr., $450°*. 

'55 Ranch Wagon (8) 2-dr., $430; Fair 
lane (8) 2-dr., Victoria, $375. 

'54 Custom (6) 2-dr., $220. 

MERCURY—’57 Montclair 4-dr., $1,075*, 

’55 Montclair 2-dr. hardtop, $625*; Mon- 
terey 4-dr., $315*. 

OLDSMOBILE—’'59 (88) Super 2-dr. Scen- 
ic, $2,560* (ps). 

"57 (88) Super 4-dr., $1,350* (ps); (88) 
2-dr, Holiday, $1,020*. 


"56 (88) 4-dr. Holiday, $880*; 4-dr., 
$665* (ps), $525*, $465; 2-dr., $600*; 
(88) Super 4-dr., $650*. 

PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
410* (ps), $1,240* (ps). 

"57 Belvedere (8) 4-dr. hardtop, $880*; 
Savoy (8) 2-dr. hardtop, $780* (ps); 
Plaza (8) 4-dr., $615. 

"56 Belvedere (8) 4-dr., $435*. 

"55 Savoy (6) 4-dr., $240*. 

PONTIAC—’59 Catalina 2-dr., $1,920*. 


’57 Chieftain Safari 4-dr., $1,340*; 2-dr, 


Catalina, $1,240*; Star Chief cony., 
$1,200* (ps). 

’56 Star Chief 4-dr. Catalina, $850* (ps), 
$600° 


’55 Star Chief 2-dr. Catalina, $470*. 
RAMBLER—'59 Super (6) Cross Country 
4-dr., $1,815*; 4-dr., $1,560; Super 
(8) Cross Country 4-dr., $1,310. 
"58 Deluxe (8) 4-dr., $1,065. 
"57 Super (6) 4-dr., $780. 
’56 Custom (6) 4-dr., $680*. 
’55 Super 4-dr., $185*. 
STUDEBAKER—’'57 Scotsman 
$600. 


PORTLAND, ORE. 


Portland Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of March 1. 
BUICK—’55 Century 4-dr., $695* (ps); 

Special 4-dr. Riviera, $675*. 
"53 RM 4-dr., $200* (ps); Special 4-dr., 
$145*. 
CADILLAC—’51 (62) 4-dr., $250*. 
CHEVROLET — '59 Parkwood (8) 4-dr., 
$2,195* (ps); Impala (8) sport sedan, 


(8) 


$2,150* (ps), $2,125* (ps); Bel Air 
(8) 4-dr., $1,925° (ps), 2 at $1,900* 
(ps), $1,890*° (ps); Biscayne (6) 2-dr., 
$1,575, $1,550. 

"58 Biscayne (8) 4-dr., $1,350, $1,325*, 
$1,275, $1,250. 


"57 Bel Air (8) sport coupe, $1,650, $1,- 
180* (ps); Two-ten (8) station wagon, 
$1,475*; sport sedan, $1,140*; Two-ten 
(6) station wagon, $1,100; Brookwood 
(8) 4-dr., $1,425°. 

’56 Bel Air (8) 4-dr., $1,015*; Two-ten 
(8) station wagon, $1,010*; 4-dr., 


(Continued on Page 44, Col, 1) 





What if 
YOUR CHILD 
were in these shoes? 


EASTER SEALS 
provide skilled care 


for crippled children 


National Society 
for Crippled Children 
and Adults 
2023 W. Ogden Ave. 
Chicago 12, Ill. 
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This 
is the spot for a commercial 





And these are the men who can pick the spots! 


DAVID J. SHURTLEFF MAX KIMBREL 


BOB PETTINGELL = JAMES BUTLER > FRED C. BECKWITH Their knowledge of their local markets can send your 
ROR, Aluquerque = 5 WHI Miworlen = 8 BCRA, Becromento sales skyrocketing. They know every segment of the 
FRANK ee 2 BYRON E. ANDERSON : REX PREIS radio audiences their stations reach — know how to 
° t t : . > . + ° - * . 
. _— — . bil KSTP, Minn.-St.Pavl == = = = =WOAI, San Antonio cash in on local listening-habits. And everything they 
AN BEUREN W. DeVRIES : : : : 
woe cee : JACK BLACK : JACK KEINER know is yours for the asking, so that you can make 
F : WTAR, Norfolk : KFMB, San Diego in’ ; 
coamns Gates : an Dieg the most of Spot Radio’s selling power. They can 
WGN, Chicago : LYELL BREMSER : JOE MILLER come up fast with the facts and figures you need to do 
r : : 
GEORGE UTLEY : KFAS, Omaha s  KOBY, Son Francisce a sound selling job. 
— eam oe apelin : ANTHONY J. KOELKER With their help, you can give your wholesalers and 
CHARLES J. SITTA : , Phi : ; es f 
es ee : er 3} A ee district managers really potent local radio support — 
: RICHARD M. BROWN; ROBERT H. TEMPLE sell your product economically and effectively. 
FRANK STEWART : KPOJ, Portland : KEEM, Spokane y p y y 
KPRC, Houston : : PETRY RADIO OFFICES AND MANAGERS 
LEE BRYANT : : ° New York....... Ben Holmes Malte. sc cess David C. Milam 
KARK, Little Rock : WEEE, Pramgenge ;  WGTO, Tompe-Oriande GUNNER. i5 ves tT. Bill Pipher Detrolt........ Bill Cartwright 
ROBERT E. MITCHELL = E. S. WHITLOCK ¢ GUSTAV K. BRANDBORG ee Steyn doses wre taacested ns oS . tee 
WINZ, Miami : WRNL, Richmond : KVOO, Tulsa oston........ oe ee or Piscine iis .- L. McGovern 


Radio Division 


Edward Petry & Co., Inc. 


The Original Station 
Representative 


NEW YORK + CHICAGO ¢ ATLANTA + BOSTON «+ DALLAS + DETROIT + LOS ANGELES + SAN FRANCISCO « ST. LOUIS 











(Copyright, 1960, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr, hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
Invicta—4-dr. sed., $3,357; 
$3,515; 2-dr. hardtop, $3,- 
* conv. $3,620; 4-dr. 2-seat stat. wag., 
Bidets War. 3-seat stat. wag., $3,948. 

-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
_— standard on Electra and Electra 

) 

OCADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), _ 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 

401; Eldorado Biarritz conv., $7,401. 

Special—4-dr. hardtop, $6,233 - 

a ea sed., $9,533; limousine, 

Brougham—4 


Shore. cyan -dr. hardtop, 
075. (Hydra-Matic, power 


’ 
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power brakes standard on all models.) 

CHECKER—Superba — 4-dr. sed., §$2,- 
542.42. (Price does not include dealer prep- 
aration charge.) 

CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. Bel Air— 
4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3,872. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
4-dr. hardtop, $3,343; 2- dr, hardtop, 
$3,623; 4-dr, 2-seat stat. 
4-dr, 3-seat stat, 


hardtop, 
sed., $4,409; 
2-dr. hardtop, ,461; 
4-dr, 2-seat stat, wag., 


194; 
$3,279; conv., 
wag., $3,733; 
$3,814. 

hardtop, $4,067 
New Yorker 
hardtop, $4,518; 
conv., $4,874.50; 


. | sed., 


$5,022; 4-dr. 3-seat stat, wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr. 2-seat stat. wag., $2,365. 

CORVAIR—500 Series—4-dr. sed., $2,- 
038; cpe., $1,984. 700 Serles—4-dr. sed., 


$2,103; cpe., $2,049. 

DesOTO— —4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFliite standard on Adventurer.) 

DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet Special—4-dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr, 2-seat stat. wag., 
$2,695. Dart Piloneer—4-dr. sed., $2,459; 
2-dr, sed., $2,410; 2-dr. hardtop, $2,488; 
4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
$2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868 


Matador V-8—4-dr. sed., $2,930; 4-dr. 





Port-of-Entry Prices on Imported Cars 


and import duty. They do not include 
dealer charges, U, S. trans- 
portation fees, state and taxes or 
optional eq t. 


(Copyright, 1960, by Automotive News) 
ALFA ROMEO—Giulietta—Spider, $3,- 
469; Super Spider, $3,882; Sprint cpe., $3,- 
401; Veloce cpe., $4,292. 2000 Series—4 
dr. sed., $5,028; Spider roadster conv., 
$4,998. 

ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN — DB4 — cpe., $9,870. 
G. T. pe $12,500. 

AUSTIN—A-40 2-dr. sed., $1,795; A-40 
deluxe 2-dr. sed., $1,856; A-55 Mark II 4- 
dr. sed., $2,198. (Heater standard on A-40 
deluxe.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 

» overdrive, wire wheels standard 
on Deluxe.) 


AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 


els.) 
BENTLEY—Series S 2 — Standard Steel 
as $14,595. (Automatic transmission, 
steering, power brakes standard.) 


Other, models are custom-built and vary 

considerably in price. 
BERKELEY—328-c.c. roadster (2-cylin- 

der), $1,595; 492-c.c, roadster (3-cylinder), 


$1,745. 
BMW—Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr. sed., —: 
lel 


Model 502/3.2 4-dr, sed., $6,000; 
5.02/Super/3.2 4-dr. sed., $6,600; Model 
503/3.2 conv., $11,900; Model 5017/3.2 


Touring Sport cpe., $10,500. (Heater and 
Power brakes are standard on Models 503 


and 507.) 

BMW 600—5-pass. sed., $1,398; sunroof 
sed., $1,487. BMW 700—Cpe., $1, 898; 2-dr. 
=; $1,648. (Heater standard on all mod- 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella — 2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, 33,750. 

CITROEN—ID Luxe—4-dr. sed, (heater 
Standard), $2,545. ID-19—4-dr. sed. (air 
suspension), $2,695. DS-19—4-dr. sed. (air 
suspension, power brakes, power steering, 
en clutch), $3,245. 


eee eee 2-dr. sed., $1, 499; 
ioimaes 2-dr. » $1,599. (Variomatic au- 
tomatic standard on both 
models.) 


DAIMLER—SP-250 conv. (V-8), $3,702. 
DATSUN—4-dr. sed., $1,616; half-ton 
Pickup truck, $1,588; 2-dr. stat. wag., $1,- 


DKW—*‘750"’—2-dr. sed., $1,665. (Heater 


-) 
FACEL VEGA—H. K.-500 cpe., $8,550; 
Excellence 4-dr, hardtop, $12,800. 
FERRARI—250 Granturismo—cpe. (Far- 
ima body), $12,600; California conv, (Scag- 
Metti body), was, 600. (Heater standard on 
both models. 


FIAT—500 lenitinO0e. sunroof, $1,098; 
sport, $1,228; 2-dr, Bian- 
Bianchina 


428; Jolly, ,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. , $1,460; 4-dr, stat. 
Wag., $1,658; Jolly, $1,906. 1100 Series 
. wed., $1,743; 4-dr, deluxe sed., 
880; 4-dr. stat. wag., $1,998. 1200 
-dr, sed., $1,998; roadster (Far- 

ina), $2,812. 1500 Series—Roadster, $3,- 
100 Series—4-dr. sed., $2,998; 4-dr. 


and heater are 





Mission, $4,770; cpe., $4,500; cpe. 
(overdrive), $4,665; cpe. (automatic trans- 
mission), $4,750; conv., $4,620; conv. 
(overdrive), $4,785; conv. (automatic 
transmission), $4,870. XK-1 dster 
(overdrive), $5,120; cpe. (overdrive), $5,- 
075; conv. (overdrive), $5,195. 


LANCIA— A p pia —4-dr. sed., $2,892; 

conv., (Vignale), $4,490; cpe. (Farina), 
$4,438; cpe. (Zagato ‘‘S’’ modified), 
708. Aurelia—conv. (Farina), $5,830; cpe., 
$5,830. MPlaminia—4-dr. sed., $5,998; cpe. 
(Farina), $6,355; sport (Zagato), $6,485; 
G, T. Touring, $6,485. 

LLOYD—600 Series—2-dr, sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2- dr. 
4-passenger sunroof stat, wag., $1,500 
2-dr. 6-passenger stat. wag., $1,675; o-dr. 
6-passenger sunroof stat. wag., $1, 740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 

MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater sterdard 
on both models.) 


MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) — 4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with. removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 


rear seat), $8,184. 300—4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 


4-dr. conv. (automatic transmission), $13,- 

629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. (Heater standard 
on all models. Power brakes standard on 
all models except 180, 180-D, 190 and 
190-D.) 

METROPOLITAN — 2-dr. hardtop, $1,- 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHOC—conv., $3.U69; coupe, 
$3,263 (disk brakes and knock-on disk 


wheels standard). Magnette Mark III—4- 
dr. sed., $2,695. (Heater standard on 


35 horsepower) — 

Super Panoramica 4-dr. sed., $2,495; Coupe 

Turismo, $2,495. 750 Series (43 horsepower, 

dual carburetors)—Super Coupe Turismo, 

$2,995; Spyder conv., $2,995. 
MORGAN — ‘Plus Four’’ 


cpe., $2,855; 

vooee $2,810. 
ORRIS — ‘1000’’ Standard 4-dr. sed., 
$1, nO78; 2-dr, sed., $1,495; conv., $1,574; 


2-dr. stat. wag., $1,798. ‘‘1000’”" Deluxe— 
4-dr. sed., $1,718; 2-dr. sed., $1,599; conv., 
$1,636; 2-dr. stat. wag., $1,825. Oxford 
—4-dr, sed., $2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498. (All are 
5-passenger models.) NSU Sport Prinz— 
cpe., $2,198. (Heater standard on 
models.) 

OPEL—Rekorad — 2-dr. sed., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr. sed., $1,725. 

PEERLESS—G. T. 2-litre cpe.. $3,995. 


all 


PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. (Heater 
standard on both models.) 

PORSCHE—1600 Series —conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 


cpe., $4,150; Carrera cpe., $5.700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 
cabriolet, $4,400; Carrera cabriolet, $5,950. 

PRINCE SKYLINE—4-dr. sed., $2,295 


(West Coast PUE.) 
RENAULT—40V 4-dr. sed., $1,345; 4- 
dr. Sunroof sed., $1,400. hine 4-dr. 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
Caravelle—conv., $2,395; hardtop, 


$2,445; 
(Continued on Page 56, Col, 4) 


hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr. 2-seat stat, wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr, 2-seat 
stat. wag., $3,506; 4-dr, 3-seat stat, wag., 
$3,621. 

FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. wag., $2,225; 4- 
dr. 2-seat stat. wag., $2,287. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Custom 300 
(Fleet)—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Fatrlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 500—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
liner—2-dr. hardtop, $2,610. Sunliiner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 

Thunderbird—(V-8 standard)—2-dr. hard- 
top, $3,755; conv., $4,222. 

IMPERIAL—Custom—4-dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. sed., $6, 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power steering, power brakes standard on 
all models.) 


LINCOLN—Lincoln—4-dr. sed., $5,441; 


4-dr. hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 


sion, power steering, power brakes, radio, 
heater standard on all models.) 
MERCURY—Monterey—4-dr. sed., $2,- 
730; 2-dr. sed., $2,631; 4-dr. hardtop, 
$2,845; 2-dr. hardtop, $2,781, conv., $3,- 
077. Montclair—4-dr. sed., $3,280; 4-dr. 
hardtop, $3,394; 2-dr. hardtop, $3,331. 
Park Lane — 4-dr. hardtop, $3,858; 2-dr. 
hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range Merc-O-Matic, power 
steering, power brakes standard on Park 


Lane.) 

OLDSMOBILE—Series 88 .—4-dr. sed. 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr, hardtop, $2,956; conv., $3,- 
284; 4-dr, 2-seat stat, wag., $3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat. wag., 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 





hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer. 


ing, power brakes standard on Series 98.) 
PLYMOUTH — (On six-cylinder models, 


add $119 for a V-8 engine.) t Ss 

Six—4-dr. sed., $2,277; 2-dr. sed., $2,297. 
Savoy Six—4-dr. sed., $2,310; 2-dr. 9 8e4-, 
$2,260. Belvedere Six—4-dr. sed., 2,439: 
2-dr. sed., $2,389; 2-dr. hardtop, $2, 461. 
Fury Six—4-dr. sed., $2,575; 4-dr. harq. 
top, $2,656; 2-dr. hardtop, $2,599. Station 


Wagon Six--2-dr. 2-seat Deluxe Suburban 
$2,602; 4-dr. 2-seat Deluxe Suburban, $2,- 
668; 4-dr. 2-seat Custom Suburban, $2, 761, 
Plymouth V-8 (On the following models, g 
V-8 engine is standard and a six- -cylinder 
quetee is not available.—Fury V-8—cony,, 
$2,96 Wagon V-8—4-dr. 3- -seat 
Seasons Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 
PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr,. hardtop, $2,842: 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3, 099; 4- dr, 3-seat stat, 
wag., $3,207. Ventura—4- dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr, sed., $3,003; 2-dr. sed., $2,932; 4-dr, 
hardtop, §3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr, hardtop, $3,255; conv., $3,-. 
476; 4-dr, 2-seat stat. wag., $3,530." 
RAMBLER — American Deluxe — 4-dr, 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., $2,020. American Super—4-dr, 
sed., $1,929; 2-dr. sed., $1,880; 2dr, 
2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr, 
2-seat stat. wag., $2,235. Deluxe Six—4-dr, 
sed., $2,098; 4-dr. 2-seat stat, wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr, 
2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 
| wag., $2,687. Custom Six—4-dr. sed., §$2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat stat. wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr. 2-seat stat. wag., $2,681; 4-dr, 
3-seat stat. wag., $2,806. Rebel Custom 
V-8 — 4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
wag., $3,006. Ambassador Custom V 3— 
|4-dr. sed., $2,732; 4-dr. hardtop, $2,822; 
4-dr. 2-seat stat. wag., $3,026; 4-cdr, 2-seat 
hardtop stat. wag., $3,116; 4-dr,. 3-seat 
stat, wag., $3,151. 


STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., §2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat. wag.. $2.- 
576. Lark Regal Six—4-dr. sed., $2,196; 
2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal V-8 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat. wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 


$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 
stat. wag., $2,488. V-200—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 
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BIGGEST 
FIRST QUARTER IN 
— LOOK HISTORY 


IN CIRCULATION 


6,100,000—UP 400,000 OVER Ist QUARTER 1959 





IN ADVERTISING PAGES 


348—UP 55 OVER Ist QUARTER 1959 


IN ADVERTISING REVENUE 


$11,854,000—UP *2,511,000 OVER Ist QUARTER 1959 


All figures are publisher’s estimates 


In circulation, in advertising pages, in advertising revenue—by every yardstick 
for measuring magazine vitality—Look alone among major magazines begins the 
new decade with all-time highs. This unmatched growth is a tribute to the tremen- 
dous impact on people, both consumers and advertisers, of LOOK’s editorial 
accent on the exciting story of people. Here is another milestone supporting the 
premise that success is a journey, not a destination. 


PEOPLE ARE THE PURPOSE—PEOPLE ARE THE POWER 
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’54 Meadowbrook (6) 4-dr., $155. 
’53 Meadowbrook (6) 4-dr., $270. 


———, 


$660° (ps), $600° (ps); RM 2-cr, Rjy. 


, 4-dr., 
STUDEBAKER—'55 Champion (6) 4-dr geev" em See 


$445. 
MISCELLANEOUS—’58 Chevrolet (6) %- 


FORD—'58 Fairlane 500 (8) 2-dr. Vie-| ‘54 Super 2-dr. Riviera, $450* (ps); Cep. 

U e C i n p ice ton pickup, $1,215; %-ton panel, $1,- toria, $1,150* (ps); Custom 300 (8) tury 2-dr. Riviera, $440°, §200°. 
d ad Auci Oo 000. 4-dr., $1,045*, $925°. CADILLAC—’59 (60) Special 4-dr., g4. 
S _ r I ri Ss 57 Ford (8) Ranchero, $1,280°*. 57 Country Sedan (8) 4-dr., $960*, H, 


880° (ps); de Ville 2-dr. hardtop, §4’. 
670° (ps); 4-dr. hardtop, $4,175* (pg). 
(62) conv., $4,625* (ps); 2-dr., $4,075¢ 
(ps), $4,050° (ps). 

"58 (60) Special 4-dr., $3,385* (ps); (62) 
Sedan de Ville, $3,230* (ps); Coupe de 


56 Ford (6) %-ton stake, 
%-ton flat bed, 6 

’55 Dodge (8) pickup, $615. 

’52 Chevrolet %-ton pickup, $440. 

50 Dodge i-ton pickup, $375; Chevrolet 


$875; (8) $940*; Custom (6) 4-dr., $735* (ps). 
’56 Fairlane (8) 2-dr, Victoria, $630*, 

$605*; 4-dr., $405*, $395; Custom (8) 
2-dr., $565; 4-dr., $530°*, ; 
tom (6) 4-dr., $250, $240. 





(Continued from Page 40) 






























$580; 4-dr., 00; sta- ’56 Country Sedan (8) 4-dr., 10*; Cus- %-ton pickup, $340*. ‘55 Fairlane (8) 2-dr. Victoria, $405°*, Vill ’ e ; Conv. . 
np nage tom (8) 4-dr., $753° (Ds). 7 $300*; conv., $325*; ‘Custom (8) 2-dr., i ate oo $2,900 
55 Bel Air (8) sport coupe, $850*, "55 Fairlane (8) conv., $695*; 4-dr., DYER IND $355, $295; 4-dr., e, "57 (62) conv., $2,145* (ps); Sedan de 
$820*; Bel Air (6) sport coupe, $775; $590; 2-dr, Victoria, $530*; Ranch ’ : ’54 Custom (8) 4-dr., $375; 2-dr., $150; Ville, $2,100* (ps); 4-dr., $2,005 
4-dr., $715*; Two-ten (6) 2-dr., $685; Wagon (8) 2-dr., $665; Country Sedan| Dyer Auto Auction, Sale every Friday. Custom (6) 2-dr., $170; Main (6) 4- (ps). 
Two-ten (8) 4-dr., $620*. (8) 4-dr., $560°. Prices are for sale of March 4, With all dr., $245, $140. ‘56 (62) Coupe de Ville, $1,775* (ps) 
’54 Two-ten 2-dr., $545; station wagon, ’54 Custom (8) 4-dr., $545*, $495, $350.|the elements bad we still had a pretty) PLYMOUTH—’58 Belvedere (8) 2-dr., $1,- $1,535* (ps); 2-dr., $1,600* (ps), si. 
$285*. IMPERIAL — ’59 Imperial 2-dr. hardtop, | good consignment and percentage sold was 235°. 400* (ps); Sedan de. Ville, $1,538° 
"53 One-fifty 2-dr., $260. $3,000* (ps). real good. Market is a little soft on ‘58s, '56 Belvedere (8) 4-dr., $510*, $275. (ps); (60) Special 4-dr., $1,395" (ps) 
’52 Deluxe 4-dr., $130. LINCOLN—’55 Capri 4-dr., $750* (ps). '59s and ‘'60s. 1957 models down, Sold ’55 Savoy (6) 4-dr., $255. 54 (62) 4-dr., $1,395* (ps). . 
’51 Deluxe station wagon, $285*; 2-dr.,; MERCURY—’58 Montclair 4-dr. hardtop, | 154 cars from 213 consignments. ‘54 Belvedere 2-dr., $305; Savoy 4-dr., ‘53 (75) 4-dr., $550° (ps); (62) cony 
$210°. 31 $1,500* (ps); Monterey 4-dr., $1,400* | BUICK—’55 —. i. gees, 4000 $430° xo arcs 9-08 Rasdten, 9190 $440° (ps). ” 
DesoTO—’ Fireflite 2-dr. hardtop, * (ps). (ps); Special 2-dr., + te . ranbroo -dr. ° . . 
325° (pe). '56 Montclair 2-dr. hardtop, $975*; Mon-| '54 Special 2-dr., $105°. PONTIAC — ’57 Super Chief 4-dr., $800° ae tne - Ly (8) sport coupe, 
*55 Firedome 4-dr., $645* (ps). terey 2-dr. hardtop, $785*. ’53 RM 2-dr., .$180* (ps); Super 4-dr., (ps). aa oe eee Siovete = an Be. 
54 Firedome 2-dr., $430° (ps). ‘55 Monterey 2-dr. hardtop, $870*, $180* (ps). ’56 Chieftain 4-dr., $430*. $2,035*, $2,000*, $1,965*; Cort owe 
DODGE —'57 Coronet (8) 4-dr., $975°*, $820*; 4-dr., $625, $600*. '52 Special 4-dr., $100*. '55 Star Chief 2-dr., $365*; Chieftain 16) eae. $1 aoe. , ; Corvair 509 
$775. ’54 Monterey-2-dr. hardtop, $495*; Cus- | CADILLAC—’57 (62) Coupe de Ville, $2,- 2-dr., $360*. '59 Corvette (8) conv., $3,100, $2 
"56 Coronet (8) 4-dr., $580°*. tom 4-dr., $470*. 095* (ps). '53 Chieftain 2-dr., $120*. al an ee Sooie 3 oat 850; 
‘55 Custom Royal (8) 4-dr., $750°*. NASH—’'56 Ambassador (8) 2-dr. hardtop, "53 (62) 4-dr., $275*, $220*. RAMBLER — '55 Super Cross Country, $2 ae0° faa “ at $2 ieee 4 ps), 
'53 Meadowbrook (6) Suburban, $160. $710* (ps). "52 (62) 4-dr., $190*. $455. 090* ( ee sport sedan $2 see” $2,- 
FORD—’59 Thunderbird (8) conv., $3,280* | OLDSMOBILE—’56 (88) Super 4-dr., $955* | CHEVROLET—’57 Bel Air (6) sport se-| STUDEBAKER—'55 Commander (8) 2-dr., $1 960: tear $1,970* (ps): Ki (ps), 
(ps); Galaxie (8) conv., $2,100* (ps); (ps). dan, $1,100*; 4-dr., $750*. $365*; Champion (6) 4-dr., $340, $335. 18) 4cée $2 300°: puricees ane 
Country Sedan (8) 4-dr., $1,925*, $1,- "55 (88) Super 4-dr., $685* (ps); (88) 56 Two-ten (6) station wagon, $800;| MISCELLANEOUS—’57 Ford (8) %-ton, o.. ose (pe): Bel peta Sar 
915°, $1,875*; Fairlane 500 (8) 2-dr. 2-dr, Holiday, $660*. 2-dr., $455*, $420, $390; 4-dr., $355; $750. $1.885°" ton, 08 715°: a ‘ ‘teen 
Victoria, $1,860* (ps); Custom 300 (6) | PLYMOUTH—’59 Suburban (8) 4-dr., $1,- Bel Air (8) 2-dr., $600*. ‘55 Chevrolet (6) panel, $220. ‘ rs Bi P a. 18) Ste $1'576 ,800 
2-dr., $1,520. 795. ’55 Two-ten (8) station wagon, $560; '47 Chevrolet %-ton, $125. ihe, eae ts Mes 9 575, $1,- 
’5S Fairlane (8) conv., $1,550* (ps); 4- ’58 Suburban (8) 4-dr., $1,250; Savoy Two-ten (6) 4-dr., $440*, $260*, $220; ; +» $1,430. 





’58 Corvette (8) conv., $2,445*; Impala 


dr., $1,195*; Custom 300 (8) 4-dr., (8) 4-dr., $1,015, $1,000*, $995. Bel Air (8) sport coupe, $535*; 2-dr., es 

si aon"; 2-dr., $1,150*; Custom 300 ’57 Plaza (8) 4-dr., $475. $455*; 4-dr., $415*; Bel Air (6) sport LOS ANGELES (8) roe ee ee ; _ - (8) 

(6) 4-dr., $995. PONTIAC—’57 Chieftain Safari 4-dr., $1,- coupe, $255. Harold Henry’s Los Angeles Dealer Auto ‘Gan: se 5 ane "31 585° (2 $ +255 
’57 Country Sedan (8) 4-dr., $1,375* 165* (ps); 4-dr., $990*. ’54 Bel Air 2-dr., $405*; Two-ten 4-dr.,| Auction. Sale every Tuesday. Prices are oan" an dete Psi 438°: Biome: Yeo- 

(ps); Ranch Wagon (8), $1,050; Cus- "55 Star Chief 4-dr., $795*. $250, $160. for sale of March 1. n ) ” , ; ayne (8) 


F ; j ie . ° 2-dr., $1,340* (ps); 4-dr., $1,285*, $1,. 
tom 300 (6) 2-dr., $875; Custom 300 54 Chieftain 2-dr., $335*. 53 Bel Air 2-dr., $115. BUICK—’58 Special 4-dr. Riviera, $1,430 250°: Delray (6) 4-dr., $1,125, 


(8) 4-dr., $865*; Fairlane 500 (8) 4-| RAMBLER — ’60 Ambassador (8) Cross | CHRYSLER—’53 NY 4-dr., $130*. (ps). 87 Bel Air (8) sport cow $1,500° 
dr., $850* (ps); Custom (8) 2-dr., Country, $2,550. DeSOTO—’53 Firedome 4-dr., $225*. ’57 Special 2-dr., $1,050* (ps). (ps), $1,435" ( y $1 10°: , 
$845; Custom (6) 2-dr., $640, $600; ’59 Ambassador (8) Cross Country, $1,- | DODGE—’'55 Royal (8) 4-dr., $365*, $230*, ’56 Century 4-dr. Riviera, $105* (ps). ps), , PS), ‘ > Cony., 


Main (8) 2-dr., $675. 55 Century 2-dr. Riviera, $665* (ps), (Continued on Page 56, Col, 3) 


HOW TO SPOT AN UNTUNABLE ENGINE IN LESS THAN A MINUTE! 


870; 4-dr., $1,370*. $200*, $195*. 

















You can’t tune an engine properly if valves are 
sticky, burned or out of adjustment, rings bad or 
gaskets leaking. All tune-up procedures used to in- 
clude a compression test to check these parts. Today 
this is seldom the case because of the prohibitive 
amount of time and. labor involved in making the 
test on modern overhead-valve V-8 engines. Yet 
these engines are affected far more by mechanical 
faults than were the older low-compression engines. 

Power-Chek, exclusive with Heyer Dyna-Vision, 
now solves this problem electronically.. Using the 
same three connections as the Dyna-Vision ignition 
test, it instantly spots bad valves, rings and gaskets, 
even bad camshafts or wrong valve timing. A Power- 
Chek is actually better than a compression test, 


Se ae ae ae ee caer ee ene ee ee it ms me A ee 








| Heyer Industries Incorporated, Dept. AN-3 | 
| Belleville 9, N. J. : 
| CJ Send complete data on Dyna-Vision with 

| Power-Chek, including details of easy pay- ' 
| ment plan. | 
! () Arrange a demonstration at my conveni- 

ence. 

| Company ! 
| Address 1 
! No. of mechanics employed___ J 


because it checks power produced by each cylinder 
while the engine is running. With any other equipment 
of any type, a comparable test takes up to 114 hours. 
Power-Chek does it in less than 1 minute. 

Power-Chek insures you against trying to tune an 
engine that first needs mechanical repair—and 
10-15% of all engines fall in this category. Thus you 
save time and labor, get fewer comebacks, improve 
your customer. relations, and sell more parts and 
services. So why buy a scope that checks ignition 
only. Dyna-Vision with Power-Chek provides the 
100% diagnosis you need for really profitable tune-up 
and does the whole job—ignition, carburetion, low 
voltage and compression—in less than 15 minutes. 
Mail the coupon for complete details. 





HEYER INDUSTRIES. INCORPORATED 
Belleville 9, N.J.. 


Dealer Training 
and Service in 


haa a 





Weare prepared to sell and train deal- 
ers on a national basis through the 
following Dyna-Sales companies (ad- 
dresses indicate store and warehouse 
locations): 


Belleville, N.J. 
500 Cortlandt St..PLymouth 1-2222 


Boston, Mass. 
F SOE Ghis s cccccéed COpley 7-3159 


Chicago (Oak Park), Ill. 
666 W. Madison St....EUclid 3-5950 


Cincinnati (Deer Park), Ohio 
3980 Superior Ave... TWeed 1-3748 


Cleveland, Ohio 
7413 Memphis Ave. 
SHadyside 9-1880 


Dallas, Tex. 

5523 Dyer St....... EMerson 8-8155 
Denver, Col. 

1217 California St..... TAbor 5-5066 
Detroit, Mich. 

15827-31 Plymouth Rd. 


BR 3-5144 
Houston, Tex. 
6821 Academy St...MAdison 3-1442 


Indianapolis, Ind. 
6060 E. Washington St. 


FLeetwood 9-9026 
Los Angeles, Calif. 


833 E. Sixth St.....MAdison 7-9377 


Milwaukee, Wis. 
3222 National Ave. 


EVergreen 4-0787 
Minneapolis, Minn. 
5456 Nicollet Ave.....TAylor 4-0430 


New Orleans, La. 
7202 Washington Ave......GA 2214 


Philadelphia, Pa. 
831-33 N. Broad St..,POplar 3-2973 


Pittsburgh, Pa. 
22 Diamond North..FAirfax 1-1234 


Rock Island, Ill. 
2823-8 1/2 Ave. Rock Island 8-6598 


San Francisco, Calif. 
183 Utah Ave....... 


Seattie, Wash. 
3155 Elliott Ave.....ATwater 3-5345 


St. Louis (University City), Mo. 
7523 Olive St. Rd. PArkview 1-2562 


-JUno ..9-5363 


Dyna-Vision Representatives 
Atianta, Ga..... eevee MElrose 4-4959 
Burlington, N.C........JUniper 4-7239 
Gadsden, Ala...........Liberty 6-0100 
Kingsport, Tenn.........Circle 6-2667 
Nashville, Tenn.........ALpine 5-3574 
Phoenix, Ariz.........Amherst 5-6786 
Richmond, Va...........Mllton 3-7708 
Tampa, Fila............Tampa 47-2494 


HEYER INDUSTRIES INCORPORATED 
Belleville 9, N.J. 
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Remember the Cord? Low-slung, coffin-nosed 
styling . . . supercharged V-8 engine . . . vac- 
uum-electric gearshift . . . hidden headlights 

. and perhaps the most interesting feature of 
all, front-wheel drive! 


The Cord is such an important part of Amer- 
ica’s automotive past that today, automotive 
engineers are still taking a close look at its fea- 
tures with an eye toward the future. 


As recently reported in AUTOMOTIVE 
NEWS, it’s no secret that car makers are 
considering front-wheel drive (and concealed 
headlights, too) for upcoming models. Among 
its advantages are: Engine, transmission and 
differential become a single compact “pack- 
age”; and because there’s no transmission hump 
or driveshaft tunnel, the car can be made more 
comfortable, and lower overall. 


But it takes modern metals, lubricants, drive- 


pe 





1937 Cord, Model 812 Supercharged Convertible Coupe. Photo Courtesy The Henry Ford Museum, Dearborn,. Michigan 


a glimpse of the future . . . or just a glance at the past? 


key personnel use your product or services? If 
so, tell them about it where they expect to find 
news of importance—in AUTOMOTIVE 
NEWS. 


The only “Weekly Newspaper of the Indus- 
try,” AUTOMOTIVE NEWS delivers the news 
every Monday morning to 43,000 subscribers* 
who must be kept informed to be competitive. 
These are the men who create the headlines in 
AUTOMOTIVE NEWS — the men who can 
specify your product! 


Your AUTOMOTIVE NEWS Representative 
will be glad to talk over the old Cords, the new 






The Newspaper of the Inde 


cars, or the facts about AUTOMOTIVE 


NEWS at your convenience. 


*862, annually renew at the regular $9 rate. No pre- 
miums, cut rates or special inducements are offered 
by AUTOMOTIVE NEWS. 


REPRESENTATIVES: 


. NEW YORK: Edward Kruspak, Howard E. Bradley, 
Room 707, 51 E. 42nd St., Murray Hill 7-6871 
CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 
340 N. Michigan Ave., State 2-6273 
DETROIT: R. L. Webber, William R. Maas, 
Holihan, 965 E, Jefferson, Woodward 3-9520 
SAN FRANCISCO: Jules E. Thompson, 681 Market 
St., Douglas 2-8547 
Los ANGELES: Robert E. Clark, 6000 Sunset Blvd., 
Hollywood 3-4111 


Roy 
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safety. 


Can automotive production men, engineers and 
stylists, sales and service managers and other 
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ings’ advantages are excellent re- 
sistance to corrosion, high thermal 
conductivity, conformity to mis- 
alignments, adaptability to various 
designs and types of application, 
and ability to resist fatigue. 


* * * 











































WINDCORD COVER — Kord Cover, a 
windcord cover introduced by Red Circle 
Products, P. O. Box 63, Farmington, Mich., 
is said to be capable of following the 
sharp contours of all 1960 models. Made 
of flexible polyvinylchloride, they can be 
attached to any type windcord, including 
the General Motors Corp. metal series, it 
is said. 





TIRE VALVE GAGE—A safety gage de- 
signed to help dealers demonstrate why 
tubeless tire valves must be replaced has 
been announced by Dill Mfg. Co., 700 E. 
Eighty-second St., Cleveland 3, O. The 
gage, which is available free to dealers 
and repair personnel, helps demonstrate 
to motorists that no valves are designed 
to outlast more than one set of tires, it 
is said. The tool has two permanent set- 
tings: .453-inch and .625-inch, to fit the 
two different valve seat sizes now in use 


on both American and foreign cars. 
gS 


Belden Adds 18 Cords 


With the addition of 18 new cords 
to its present extension cord line, 
Belden Mfg. Co., 4645-T W. Van 
Buren, Chicago 80, Ill., now offers 
what it terms the most complete 
selection available to cover the 
needs of the automotive service 
shop and fleet service. 

+ * x 


Tool Tray 


A 10 by 16-inch steel tool tray has 
been introduced by Allen-Rick Co., 
7925 Chase Ave., Los Angeles 54, 
Calif. The unit features a steel 
brace bolted to dummy radiator cap 
which fits most automobiles. 


MIXING TRAY—A combination mix-tray 
and spreader for use with all types of plas- 
tic fillers has been introduced by Marson 
Corp., Revere 51, Mass. The tray side is 
used for mixing the filler with the hardener 
and it is then flipped over and used as an 
efficient spreader. The tray is made of 
miracle polyethylene, is nonabsorbent, re- 
sists chemicals and is easy to clean, it is 
said. If filler has hardened on the tray, 
it can be removed in seconds just by flex- 
ing the mix-tray back and forth several 
times until the hardened material “pops 
off,” is is said. as 


Gas Welding Rod 


A nickel-silver gas welding rod, 


by Air Reduction Sales Co., 150 E. 
Forty-second St. New York 17, 
N. Y. Rods are available in 36-inch 
lengths in 1/16, 3/32, 1/8, 3/16 and 
1/4-inch diameters, packaged in ten- 


pound boxes. 
” 


* + 


DuPont Car Cleaner 


A light-duty, non-alkali liquid car 
wash, trade-named Glow, has been 
added to the No. 7 line by DuPont, 


Wilmington, Del. 
* 


* + 


Filter Conversion Kit 


Conversion kits which permit ad- 
dition of oil filters to the Volks- 
wagen, Renault, Simca and Opel 
have been introduced by Fram 
Corp., Pawtucket Ave., Providence 


3, R. I. 


* * * 


Brake-Bleeding Adapters 


Grigg Specialty Tools, 8103 Mar- 
brisa Ave., Huntington Park, Calif., 
has introduced a line of brake- 
bleeding adapters for all makes of 
brake bleeders for 1960 cars and 
trucks, 


SAND BLASTING GUN—ALC Co., Rt. 
5, Box 40, Medina, O., has announced a 
pistol-grip gun designed to provide its 
model-B “Sandy Jet'’ sand blaster with 
finger-tip trigger control. The gun can be 
equipped with any of three available noz- 
zles, each designed to meet the require- 
ments of a variety of jobs. This design 
permits the use of most sand blasting 
abrasives, it is said. Included with each 
unit is an operator's hood, a face shield 
that can be swung to the top of the head 
without removing it, two extra nozzles, an 


extra air jet and an Allen wrench. 
eS 


Cincinnati Firm Offers 
Aluminum Alloy Bearings 


A line of aluminum alloy bearings 
for the automotive aftermarket is 
offered by Aluminum Industries, 
Inc., 3675 Werk Rd., Cincinnati 11, 
O. The line includes solid cast alu- 
minum and aluminum on steel bear- 
ings. 

The firm said the aluminum bear- 





SEAT COVERS—A seat cover line featur- 
ing only two numbers to fit the majority 
of automobiles has been introduced by 
Farber Bros., 821 Linden Ave., Memphis, 
Tenn. Two sets of Farber-Rite seat covers 
—one two-door and one four-door—will 
fit 85 percent of all the 1949-60 cars on 
the road, it is claimed. The covers come in 
five colors and a variety of materials in- 
cluding lum-puf, jetspun, saran plastic and 
fiber. They have three-dimensional ‘silver 
backrest insets outlined in silver mylar 
welts. 
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NEW PRODUCTS 


its 30th annual automotive equip- 
ment sales conference. 


The company said its Model 438 
crankshaft regrinder has a 360- 
degree head and pendulum cross 


Airco No. 21, has been marketed x 


WHEEL STABILIZER—A wheel stabilizer 
manufactured by Automotive Development 
Corp., 158 Cain St., N.W., Atlanta, Ga., 
is said to provide safety control even if 
blowout occurs at high speeds. The unit 
fits all makes of cars and trucks. Attached 
to the “A” frame, it braces the rods and 
protects knuckles and tie rod ends. Other 
benefits claimed include increased tire 
mileage and shock absorber life, restored 
front-end equilibrium and positive steer- 


ing control. 


* * * 








RING TOOL—A tool for use in installing 
piston rings without breakage or distor- 
tion has been marketed by Sealed Power 
Corp., 2001 Sanford St., Muskegon, Mich. 
The MT-2 ring tool operates like a reverse- 
scissors, with pressure on the handles ex- 
panding the ring. It can be used with 
rings from 2% to 6% inches in diameter, 
it is said. | 








CLUTCH FACING—Spiral wound clutch 
facings are being produced in a range 
of large sizes designed for all types 
of heavy-duty vehicles by Johns-Manville, 
22 E. Fortieth St., New York 16, N. Y. Spiral 
wound facings as replacement are easy 
to install without breakage, it is said. Man- 
ufactured in extremely precise molds, the 
facings are said to be cleaner and flatter, 
with uniform appearance and greater 
structural strength. Spiral wound facings 
provide smooth operation that minimizes 
chatter in all engagements, forward and 
reverse, it is said. 





AIR SANDER — Albertson & Co., Inc., 
Sioux City, la., has introduced the Sioux 
air driven, flat sander. Among its exclusive 
design features is said to be a 6-foot 
remote exhaust hose which carries noise, 
exhausting air and motor lubricant away 
from the operator and the work. Operation 
is at 6,000 cycles per minute with a 3/16- 
inch circular action. Average air consump: 
tion is 34% cubic feet, and recommended 
air pressure is 75 pounds psi. Pad size 
is 2-15/16-inch by 6%-inch. It’s designed 
for wet or dry sanding. 


* ” * 


Van Norman Introduces 
Crankshaft Regrinder 


A 46-inch crankshaft regrinder 
was unveiled by Van Norman Ma- 
chine Co., Springfield, Mass., during 








slides, which have been combined 
to reduce setup time. 
* 


* 


x 





WHEEL BALANCER —A wheel balancer 
that is said to handle all sports, foreign 
and American car wheels has been mar- 
keted by Monarch Mfg. Co., 1218 Santa 
Fe Ave., Berkeley, Calif. Called ‘Sports- 
car Special," the unit permits tire shop 
owners to service all customers with a 
single balancer that fits all car wheels. 
Tires can be balanced to within Y-ounce 
accuracies by means of a ‘‘pivotal action" 
balancing’ head, which gives a controlled 
center of gravity opposite the center tire 
tread, it is said. Weights are installed on 
the inner rim by tilting the tire off the 


balancing head onto a special tilt rack. 
i. a 


Herbrand Ratchets 


Two ratchets of exclusive design 
have been announced by Herbrand |} 
Tools, division of Bingham-Her- 
brand Corp., Fremont, O. Known as 
the S-7 and S-9, they are both half- 
inch drive models. The former is 10 
inches long and the latter 15 inches. 
x + x 


Steam Cleaners 


Two models have been added to 
the line of steam-cleaning equip- 
ment manufactured by Aeroil Prod- 
ucts .Co., Inc., 10 Wesley St., South 
Hackensack, N. J. The smaller unit 
has a 120-gallon-per-hour capacity, 
and the larger has a capacity of 
600-gallon-per-hour. 


* * 


Taper Ball Bearing 


American Ball Bearing Corp., 70 
Flushing Ave., Brooklyn 5, N. Y., 
has announced a line of taper re- 
placements for front wheel bearings 
for General Motors cars. Catalogs 


| cars. Called the Diana windshield washer, 
| the unit is said to be semiautomatic—just 


——— 


oot Aa~/. 












FAN DRIVE—Higher efficiency, increased 
economy, and longer engine life are said 
to result from the use of a thermostatically. 
controlled fan drive marketed by O. w. 
Dietz Engineering Co., Box 35, Harper Stq- 
tion, Detroit 13, Mich. The unit, called 
“Thermo-Torque,"’ consists of a high-capac. 
ity five-blade fan mounted on a variable. 
speed hub in which the driving force is 
transmitted through the shearing of gq 
highly viscous silicone fluid. A bi-metallic 
thermostat on the face of the unit, in the 
airstream coming from the radiator, regu- 
lates the fan speed to the engine's cooling 
needs as indicated by the temperature of 
this air, it is said. 


vpuaewasaoeat = 





WINDSHIELD WASHER—Detroit Foreign 
Car Service, 2614 N. Woodward, Royol 
Oak, Mich., has announced a windshield 
washer that is said to be ideal for foreign 


one pull of the lever and it sprays for 
10 seconds. The unit features a one-quart 
plastic container, and is available with 
two single jets or one double jet. 

. 6 * 


Nozzle Repair Parts 


A compartmented box containing 
the most frequently needed repair 
parts for automatic gas pump noz- 
zles is offered by Weil Service Prod- 
ucts Corp., 3819 N. Ashland Ave., 
Chicago 13, Ill. 

* 


Rub’r Scrubber 


Gross Mfg. Co., Inc., 1711 S. Cali- 
fornia St., Monrovia, Calif., manu- 
facturer of tube and tire repair ma- 
terials is marketing Rub’r Scrub- 
ber, a product designed to eliminate 
buffing of inner tube surfaces. It is 
offered in 14-ounce aerosol cans 
and quart or gallon cans. 

* * 


aenrr Seocmw 





and literature is available by writ- 
ing the manufacturer. 
cd *~ > 


Body Putty 
A polyester body putty said to 


harden in 101 seconds has been 
introduced by Fybrglas Industries, 





3008 Montrose Ave., Chicago 18, Ill. 
Called “101,” the putty is self-hard-| ~ 
ening and is ready for sanding in|} 
six minutes, the firm said. 

* + 





EXTENSION TABLE—The S & S extension 
table, for use on S & S funeral cars, has 
been announced by Hess & Eisenhardt 
Mfg. Co., 4119 Spring Grove Ave., Ross 
moyne, O. The table can be extended 38 
inches from the back of the car to facilitate 
loading and unloading of the casket. The 
unit is an exclusive S & S optional feature. 

e-. “2 


Plastic Filler Offered 


Black Bond-Tite with Cream 
Hardner—a 30/70 grade plastic filler 
for auto-body repair, including 
dents, holes, dechroming and cus- 
tomizing—has been added to the 
line of body fillers and solders of 
L. R. Oatey Co., 4700 W. 160th St, 
Cleveland 35, O. 





SHOCK BRACKET—A shock absorber 
bracket for. Ford and Mercury cars that 
clamps securely to frame cross members 
and requires no welding has been an- 
nounced by Accurate Products, Inc., 135 
N. Spring St., Indianapolis 2, Ind. Con- 
structed of heavy steel to provide a per- 
manent repair, the bracket also prevents 
loss or damage to shock absorbers, it is 
said. The bracket fits all Ford cars from 
1957 through 1959, and 1957 and ‘58 
Mercury station wagons. Designated as 
Part No. 6850, the bracket can be used for 
either right or left applications. 
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hence, were rendered ‘in commerce’ ership in the town of Collings and 
Lawsuits Affecting Dealers ... within the meaning of the statute.” properly collects and pays the 
‘ ao ead taxes,” said Jasen in a memo- 

Wisconsin Aide Vetoes randum. 


“Despite his request to cease 
communication with customers who 
had paid, a number of them receiv- 
ed letters from the department de- 
manding payment, Mr. Wanamaker 
contends he is merely carrying out 
the provisions of law. 

“He maintains the plaintiff for 
expediency registers the vehicles he 
sells in Little Valley, in Cattarau- 
gus County, and herein lies the 
problem.” 


‘Bank Plan’ Financing 

MILWAUKEE. — Wisconsin At- 
|torney General John W. Reynolds 
|hags ruled that the “bank plan” of 
auto financing violates Federal and 
| state banking laws. 

Under the bank plan, an insur- 
ance agency assists a consumer in 
service to vehicles travelling (obtaining a bank loan to finance 
through West Virginia. a car purchase. Reynolds said the | 
It is interesting to observe that| insurance agent becomes, in effect | 
leading higher|the higher court held that under|# branch of the bank. The agent 


court decision the|these circumstances, Raleigh| obtains two benefits from the pro- 
answer is: Only | gram: The sale of insurance on the 


| Wrecking should have paid Bryant) 

h ch acces-| .;_; : |car financed and prompt payment 
oa 79 is designed a gpa wages specified by a on the insurance from the bank. | 
specially for use Fair Labor Standards Act. Hence, | * * * 

ax the court held that Raleigh Wreck-|Tax Collecting Ruled 


7. ing must pay Bryant back wages to| 
In Auto Nurse . ° 
$5,500, plus $500 attorney fees, say-| Unp leasant but Necessar y 
BUFFALO. — Collecting taxes is| 


Mfg. Co. v. U. S., 
259 Fed. Rep. (2d) | ing: : : 

: és , : '“a most unpleasant task,” but a) porary injunction to restrain Wan- 
oe i io If an employe’s duties are partly | necessary one, Supreme Court Jus-| amaker from demanding duplicate 


L. T. Parker facts, as|; 5 . 
showed facts intrastate and partly interstate, his} tice Matthew J. Jasen commented| reports regarding sales of the cars 


Court Decisions 


clearly showed that Raleigh 
Wrecking performed no services 
related to interstate commerce ex- 
cept that it furnished wrecker 





By Leo T. Parker ! 
Attorney at Law 

nore ae discussion has 
arisen from time to time over 
the legal question: Are all auto ac- 
cessories subject to the Federal 
excise taxes? Ac- 
cording to a late 





U. C. Dealer to Fight 
Sunday-Closing Law 


SALEM, Ore.—Joseph O. Rouske, 
used-car dealer, said he plans to 
challenge the Salem law that pro- 
hibits selling cars on Sunday. 

He was arrested after his car 
lot was open on Sunday, Jan. 31. 
Trial has been set for March 31. 





“Lengthening it out to a long 
wheelbase got results, boss. Six 
different guys would have bought 
it today if it had been a short 
wheelbase.” 








: fac- . 
follows: Auto Nurse Mfg. manufac in a ruling that supported the tax|on which the sales or use tax al- McGroo Occupies New Home 





tures baby-bottle warmers designed 
to operate from the cigaret-lighter 
outlet on an auto. These bottle 
warmers are used primarily by! 
parents with infant children, and, 
are sold in baby, drug and depart- 
ment stores under the advertised | 


entire compensation must conform 
to the provisions of the Fair Labor | 
Standards Act statute. It becomes | 


obvious that the services rendered | Little Valley of cars sold in Go- 
by Bryant in connection with the| wanda. The practice drew letters| 
from Erie County Sales Tax Direc- 
helped to keep the intrastate flow | tor George W. Wanamaker. 


wrecking business of his employers, 


of traffic free and unobstructed and, 


collector. 


The case involved the registry in 





Jasen denied a petition for a tem-| 


ready had been paid. 

The injunction was sought by 
Frank Cheplo, owner of the Main 
St. Service Station in Gowanda, be- 
cause, he charged, it was damaging 


| his business. 


“The plaintiff owns an auto deal- 





CULVER CITY, Calif.—Danny 
McGroo (Chrysler-Imperial-P 1 y m- 
outh-Valiant) has moved into its 
new $250,000 building at 8777 W. 
Washington Blvd. The firm is 
headed by Irv Ogner and Stan 
Ogner. 


name of “Auto Nurse.” 

In a suit involving the legal ques- 
tion whether Auto Nurse Mfg. must 
pay Federal excise taxes on the 
bottle warmer, the lower court held 
in the negative. 

The U. S. appealed to the higher | 


Bob Childers 
PRESIDENT 


Now Childers Carports 









Federal court which reversed this) 

lower court’s verdict, and held that| Childers Manufacturing € e * 
the bottle warmers are within the Company L 

scope of the U. S. tax statutes. a 

Hence the manufacturer was or- announces... e 


dered by the court to pay the speci- 
fied Federal excise taxes. The court | 
said: 
“It is that articles primarily 
; adapted for use in motor vehicles 
are to be regarded as parts or 
. accessories of such vehicles, even 
though there has been some other 
use of the articles for which they 
are not so well adapted.” 

For comparison, see Universal 
Battery Co. v. U. S., 281 U. S. 580. 
Here the U. S. Supreme Court held 
that accessories not designed espe- 
cially for use in autos are not sub- 
ject to Federal excise taxes. 

However, these items were held 
to be subject to the Federal tax, as 
follows: Utility lights, heating pads 
and air-conditioning units primarily 
designed to operate from cigaret-| 
lighter outlet; baby autoseats, beds 
and hammocks primarily designed | 
for use in autos. 

* * 


Wage Ruling Handed Up 


= AST month a higher court clearly | 

, held that if an employer trans- 
acts any degree of work related to 
interstate commerce, he must pay 
his employes wages specified by the 
Fair Labor Standards Act, which 
are a minimum of $1 per hour, plus 
$1.50 per hour for time over 40 hours 
per week. 

In Raleigh Wrecking Co. v. Bry- 
ant, 265 Fed. (2d) 541, testimony 
showed these important facts: A 
dealer employed a man, named 
Bryant, who was severely handi- 
capped, having two artificial legs. 

Bryant served as night watchman 
and janitor and answered all tele- 
phone calls, including those relat- 
ing to wrecker service. On Sundays 
he spent some time removing small 
parts from vehicles. 

The testimony showed that six 
days he worked from 6 p.m. to 8 
a&m., and from 10 a.m, Sunday to 
8 am. Monday. For these services 
he was paid $39.04 per week. If Bry- 
ant had been paid minimum wages 
Specified by the Fair Labor Stand- 
ards Act, he would have received 
$139.00 per week. 

The facts are that because Bryant 
had two artificial legs and his work 
was very light, and also because his 
employer had no idea that his busi- 
Ness transactions were within the 
Scope of the Fair Labor Standards 
Act, Bryant was paid the relatively 


Which trim will look best on your lot? 
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CHILDERS CARPORTS WITH CONTINENTAL TRIM give 
your lot a look of stability and permanence. The hori- 
zontal lines of this wide, architecturally designed trim 
help to frame your cars in a dramatic showcase manner. 
Continental trim available in white enamel . . . or fac- 
tory Bonderized galvanized finish so you can easily 
paint it any color you wish. Let Childers Carports earn 
you extra profits for only a few cents per car per day! 





CHILDERS CARPORTS WITH THINLINE TRIM have the 
slimmest, trimmest lines of any carport in the world! 
The sleek Thinline styling gives an ultra-modern ap- 
pearance to your lot and will attract more and better 
prospects. Thinline trim available in white enamel . . . 
or factory Bonderized galvanized finish so you can 
easily paint it any color you wish. Childers Carports 
keep you open for business 365 days a year! 


Like Magic, Childers Carports Turn ‘Just Another Lot’ 
Into An Attractive and Profitable 365-Day Outdoor Showroom! 


Best Investment 

Every car dealer knows, “if you want them 
to buy, keep their feet dry.” As a result, 
dealers all over America are installing Childers 
Carports every day. Many dealers consider 
Childers Carports the best investment they ever 
made. 

You will, too. So choose the Childers Carport 
that’s tailor-made for your lot and go after the 
biggest sales and biggest profits ever. 

You can own Childers Carports at low, low 
factory-direct prices under the Childers Fi- 
nance Plan and take up to 36 months to pay. 
Order now! Childers pays the freight! Immedi- 





You're in for extra sales and extra profits 
with Childers Carports. Whether you choose 
| the Continental trim or the Thinline trim, your 
lot will be a more inviting place to stop, look 
and buy! 

In addition, all Childers Carports cut your 
overhead two big ways! 


Cut Clean-Up Costs 
First, Childers Carports eliminate the cost of 
frequent washing and waxing of your cars! 
That’s because Childers Carports protect your 
cars from snow, dust, soot and rain. 


Cut Light Bills 
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For full details on Childers Carports, 
plus a list of 300 dealers in 34 states 
who have installed Childers Carports 
(you can call any two dealers on the list 
at Childers’ expense) along with pic- 
tures of actual dealer installations, fill 
out and mail coupon below. 
















| 
| 
| 
| 


Childers Manufacturing Co., Dept. AN 
3620 West 11th Street 
Houston 8, Texas 


Yes, | want full details on Childers Carports. 








Saal Gilles at G88 ber week. Second, Childers Carports can cut your light te shipment. Easy, low-cost installation. ane 
* 6 *@ bills 50% or more! That’s because Childers Name & 
Wo inincissttionsinnniteseiciieiabebiee et cel = EL ee 


Bryant Sues for $6,000 Carports concentrate your lighting directly 








. : : ; onto your cars... let you use fewer lights f 
FTER holding the job for a little} | , ffective ni mitin displ = Childers Low Cost Leasing Plan Address 
more than eight months, Bryant SSS GSS EGewae Gay: Now Available i 
sued his employer for $5,500, plus Pay For Themselves binee ‘CAlRiis Cameste with Chiides Le aan ; —— State 
“ : ; Lease ur iliders Carpo wi ilders w- 4 
$500 attorney fees, or the difference! Ang because Childers Carports cost only a Cost Leasing Plan. Your extra profit from extra Hendted 





Check here for information on: 
C1) Childers Low-Cost Leasing Plan 
C) Childers 36-Months Finance Plan 


WE PAY FREIGHT TO ANY DEALER IN U. S. 


between the amount he was paid 
and the amount he should have been 


sales plus savings in lighting and clean-up costs 
will more than pay your nominal monthly rental. 
For complete information, check appropriate box in 
coupon at right. 


few cents per car per day, it’s easy to see how 

paid under the Fair Labor Stand-| they quickly pay for themselves in extra 

ards Act. profits from extra sales and in savings on 
During the trial, testimony ' costly overhead! 
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Financial 





in 1959 amounted to $771,591,342 
compared with $697,296,556 in 1958, 
an increase of 10.7 percent, John L. 
Collyer, chairman and J. W. Keener, 
president, reported. 

Direct and indirect sales to the 
Federal government were reported 
as 6.7 percent of total net sales for 
the year 1959, compared with 6.1 
percent for the year 1958. 

Net income in 1959 amounted to 
$37,580,186, compared with $35,457,- 
421 in 1958, an increase of 6.0 per- 
cent. Net income for 1959 includes 
a long-term capital gain resulting 
from the sale of Harmon Color 
Works to Allied Chemical Corp. 

Net sales and net income were 
adversely affected by a 55-day 
strike in eight of the company’s 
tire and industrial rubber products 
plants in the second quarter, and 
by the effects of the steel strike on 
automotive and other important 
customers in the third and fourth 
quarters, the company said. 


Record Sales, Profit Listed 
By Hoover Ball and Bearing 


Hoover Ball and Bearing Co., 
Ann Arbor, Mich., reported record 
sales and profit in the six months 
ended Jan. 31, the first half of the 
company’s fiscal year. Sales were 
up 33 percent from the like period 
a@ year earlier. 

In the just-completed half year, 
the company earned $873,824 on 
sales of $16,539,277, compared to a 
$701,099 profit on sales of $12,463,- 
234 in the year-earlier period, 

& 


General Finance 


Sets 3 Records 


General Finance Corp. reached 
record levels in earnings, volume of 
business and cash dividends paid 
to cOmmon shareholders in 1959, 
Byron S. Coon, chairman, reported. 

Consolidated net income amount- 
ed to $3,609,373, exceeding by 11 per- 
cent the previous record high earn- 
ings of $3,265,574 reported in 1958. 

The financing of consumers’ auto- 
mobile purchases reached an all- 
time high of $137,199,000 in 1959, an 
increase of 34 percent over 1958 
volume of $102,328,000. While this 
increase resulted principally from 
greater sales activity in passenger 
cars, Coon stated, it was partially 


Highways & Safety 





Construction contracts have been 
completed on 5,898 miles of the 
Interstate Highway System at a 
cost of $2.42 billion since July 1, ac- 
cording to the Bureau of Public 
Roads. 

Construction now is under way 
on 4,467 miles at an estimated cost 
of $2.82 billion, the bureau added. 

Initial construction contracts on 
projects involving 140 miles, in- 
cluding 172 bridges, were awarded 
during January. Cost of these con- 
tracts was estimated at $108 million. 

Preliminary engineering worth 
$21 million and right-of-way acqui- 
sition estimated to cost $11 million 
also were authorized during the 
month. 

Construction contracts were com- 
pleted in January on 106 miles, in- 
cluding 128 bridges, at a cost of 
$85 million, the bureau continued. 

. * * 


Seat Belts Being Installed 


In New Mexico State Cars 


Seat belts are being installed in 
New Mexico State vehicles as rap- 
idly as budgets permit, according 
to D. K. Kelly, Traffic Safety De- 
partment administrator. He also 
said driving-improvement courses 
for all State employes should be ef- 
fected in the “not too distant fu- 
ture.” 

He said the two projects are part 
of a five-year traffic-safety program 
adopted by the State Traffic Safety 
Commission. The program calls for 
all authorized drivers of State 
equipment to take a 12-hour course 
of two hours a week. The course 
will include psycho-physical tests, 
traffic laws, sound driving practices, 
and care and use of State-owned 
equipment. 
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prove a change in the firm’s name 


Front 


Net sales of B. F. Goodrich Co.} achieved through General Finance’s 


greater penetration in the field of 
“compact” and “economy” cars. The 
lower prices and the more econom- 
ical operation of these small cars 
should encourage a continuation of 
the strong demand they have ex- 
perienced thus far, he said. 
* * * 


Rubbermaid Reports Gains 


In Sales, Profit for Quarter 


Rubbermaid, Inc., reported sub- 
stantial increases in both sales and 
earnings for its first fiscal quarter, 
ended Dec, 31. 

Net sales of $6,834,425 were up 31 
percent from $5,214,286 in the com- 
parable period in 1958. Earnings 
were up 69 percent to $448,926, Dur- 
ing the similar period of the pre- 
ceeding year, earings were $265,595. 

* * + 


Dayton Rubber 
Eyes New Name 


Shareholders of Dayton Rubber 
Co. probably will be asked to ap- 


““Monitor’’ on NBC Ratio! 


Twice every Saturday and twice every Sunday starting April 16 
and extending through the exciting preconvention and convention 
days, we'll present Martin Agronsky with his analysis of the news 
. .. part of the popular “Monitor” weekend programming over 
the NBC network. We'll be telling your customers about the 
importance of replacing their worn shocks. . 





at the annual meeting Feb. 29. 

The company’s annual report 
says the “more diversified charac- 
ter of our business” makes it 
“necessary to remove implications 
of our corporate name.” 

“Our tire operations here in 
Dayton amounted to about $40 mil- 
lion in sales, but the tire business 
is extremely competitive and profit 


margins are very low,” President! | 


C. M. Christie said. : 
Christie suggested that the new 


name might be Dayco. 
Twin Coach Reports Sales, 
Profit Sagged During Year 


Twin Coach Co. reported net earn- 
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ings of $1,941,000 on sales of $36,-| @& 


484,000 in 1959. This compares with 
a 1958 profit of $2,052,000 on sales of 
$41,524,000. 

The company said the fourth 
quarter of 1959 showed a profit of 
$430,000 on sales of $9,078,000 and 
that the backlog on Dec. 31 stood at 
$30 million. 

+ * * 


U. S. Rubber Reclaiming 


U. S. Rubber Reclaiming Co., Buf- 
falo, annual report, 1959 vs. 1958: 
Profit, $557,204 and $301,210; sales, 
$7,057,227 and $5,224,793. 


Here’s 


on the booming shoc 


on the superiority of Gabriel shocks! 


This year we're going all out to bring ‘em all in...asking for Gabriel! 
Just remember that half the cars that drive into your place of business 
need new shocks . . . and remember not only that Gabriel has the finest 
line in the industry, but also that Gabriel shocks fit more cars and trucks 
than any other line. That's all the more reason why you'll want to tie 


in with Gabriel’s big sales push this year . . . and get more than your 


share of the profits! 


. and selling them 












Remember When?— 


A Ford dealer since 1909, Spauiding Automobile Co. is celebrating its 50th anni- 
versary in Aberdeen, S. D. The original 50 by 150-foot, two-story building, shown 
above as it appeared in 1916, has grown to a 150 by 150-foot structure two stories 
high. R. C. Hodgson is present general manager and secretary. The firm is said to 
be the 29th oldest continuing Ford franchise in the U. S. 
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Wondering how new-car and truck production and sales are making out? AUTo- 
MOTIVE NEWS gives you the entire story every week throughout the year. 
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We'll be represented in a full-color, double-page spread, plus a Jn a 
multiple-page booklet insert, in the May 24 issue of Look. This 
spectacular promotion will feature Bill France, noted automotive 
authority and NASCAR president. The booklet will include 4 
strong, full-page sales pitch for Gabriel shocks. Gabriel will also 
be presold through consistent advertising in Motor Trend, a 


favorite with car enthusiasts everywhere! 
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The Man Behind the Wheel... 





Sales Testing the Daimler V-8 


By Ed Brown 
Staff Correspondent 

EW YORK.—The Daimler V-8 

is a man’s car! 

With real “neck-snapping” per- 
formance, this vehicle should find 
a wide audience in the sports-car 
get. Both styling and performance 
are calculated to excite appeal. 

The Daimler offers a highly 
styled fiberglass body. It is doubt- 
fal that you will run into serious 
styling objections, although some 
hesitation is bound to result from 
the fiberglass fabrication. 

To get some of the objections to 
this car out of the way early, it is 
only fair to cbserve that the actual 
finish of the body does leave some- 
thing to be desired. Some of the 
mountings look poorly and hastily 
made. Some of the finishing appears 
half completed. This is particularly 
true of the finish around and un- 
derneath some of the hinges, 

& + 


* 
Light, Sturdy, Resilient 
— difficulties probably arise 
from the inherent problems of 








fabricating fiberglass, but it is safe 
to assume it is an objection the 
salesman will have to meet. 


Little surface cracks were noted 
in some areas, particularly behind 
the rear edge of the windows, in 
the door itself. These are only sur- 
face cracks which do not extend 
into the body shell, but the alert 
customer will catch them and prob- 
ably show some resistance to them. 

Fiberglass construction, of 
course, offers light weight, which 
enhances speed potential consid- 
erably, a point to mention to your 
prospect, In addition, it is sturdy 
and resilient. Explain how it 
bounces back into position when 
struck, whereas metal would dent 
under the same impact. 

Wherever the body is joined to 
the chassis, or any other metal fix- 
tures, metal plates have been bond- 
ed into the plastic for added 
strength. For instance, in the hood, 
a metal plate has been bonded into 
both the hood and cowling to re- 
ceive the hinge screws, The same is 
true of all bolts and screws used in 


| the body to secure it to the chassis 
and all other hinge and body work. 
* a * 
Chassis Is Rigid 
_— chassis is of extremely rigid 
construction, which is necessary 

to reduce torque and to accommo- 
date the fiberglass body. It is a 
pressed steel channelling construc- 
tion, in which the side members are 
formed from two opposing steel 
pressings welded together, giving a 
structure of hollow section about 
four inches square. An “X” member 
is welded across the center for fur- 
ther rigidity. 
| The doors open wide and give 
fairly easy sports-car entrance. 
| You can’t avoid the sports-car 
| Slouch as you enter, but it is not as 
difficult as some, 

The Daimler has wind-up win- 
dows, and the interior is leather. 

The jump seat is comparatively 
comfortable when viewed in light of 
competitors’ offerings, although it 
is too small and offers too little 
leg room to carry anything more 





to help you cash in 


‘absorber market! | 
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In addition to our popular display and merchandising aids, we 
are offering new sales stimulators this year. . 
this free 27 x 36-in. blackboard type sign. Can be used to sell 
other services or to advertise specials. Has an orange fluorescent 
border and “Gabriel Shock Absorbers” at the top... . 
back is self-sticking, so that you can mount it on a curb sign or 


On a wall, window or fence anywhere. 


abriel 


SHOCK ABSORBERS 





SHOCK 
Fe $-1 9) 54-3 3 8 


the entire shock absorber 


. spearheaded by 


and the 


Next month Gabriel will 


unveil a revolutionary new 


product that will electrify 


industry. Watch for it! 





THE GABRIEL COMPANY ~ Cleveland 15, Ohio 
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Daimler Combines Power and Economy— 


The Daimler V-8 sports car has power to spare and provides excellent gasoline 
economy, according to Ed Brown, who tested the car for Automotive News. Brown said 


he averaged 26.6 miles per gallon for 1,000 miles. 
* 


than midgets, children or animals 
any distance in comfort. 

One serious complaint: The car 
can be locked only from the pas- 
senger side. This means that when 
only one person occupies the car, 
he must lock the driver’s door from 


his side, climb over the driveshaft | 


COMING SOON... 
BIG NEWS 
FROM 
GABRIEL! 








* * * 
tunnel, exit through the passenger 
door and then lock the car. It is 


inconvenient and difficult. 
ok * + 


Seats Are High 


— brake and clutch pedals are 

nicely sized, suspended from 
above and work easily, The-gas 
pedal might be a bit smal] for 
women in high heels, but if they are 
willing to drive the car, they will 
probably be willing to make such 
allowances. 

The seats are high, which is un- 
usual for a sports car. It isn’t nec- 
essary to peer over the steering 
wheel like a child. However, a tall 
man must hunch in order to get @ 
good long view of the road ahead. 
The windshield should be about two 
inches higher in order to afford an 
erect posture. 

To meet the demands of the 
most finicky sports car driver, 
the steering wheel is. adjustable 
and works easily, 

The seats are individually adjust- 
able, although it takes a little effort 
to move them. The backs of both 
seats fold forward to help entrance 
and exit to the rear jump seat for 
passengers or packages. 

The floor is fitted with deeply 
piled removeable carpeting. The 
rugs continue over the driveshaft 
tunnel to give a well-finished look 
to the interior of the automobile. 

The hand brake is a mite incon-. 
venient, located on the passenger 
side of the tunnel. The driver must 
(Continued on Page 50, Col, 3) 
+ * * 


Car Tested 
DAIMLER V-8 


Bore: Three inches. 

Stroke: 2% inches, 

Displacement: 
inches. 

Compression ratio: 8.2 to 1. 

Horsepower: 140 at 5,800 r.p.m. 

Torque: 155 pounds foot at 
3,600 r.p.m, 

Carburetion: Twin S-U semi- 
downdraft, 

Weight: 2,218 pounds. 

Wheelbase: 92 inches. 

Track: Front, 50 inches; rear, 
48 inches. 

Length: 160% inches. 

Height: 50% inches to fabric 


152.5 cubic 


top. 
Width: 60% inches. 

Ground clearance: Six inches. 
Tires: 5.50x15 Dunlop Road- 
speed. 


Steering: Cam type. 
Turning circle: 33 feet. 


Transmission: Four speeds 
with synchromesh on the top 
three ratios. Gearbox ratios: Ist, 
2.933:1; 2nd, 1.742:1; 3rd, 1.232:1; 
Top, 1:1, and Reverse, 3.771:1. 

Rear axle: Hypoid Bevel 
Ratio 3.58:1. 

Brakes: Girling disk type, hy- 
draulic. 

Gas tank capacity: 14 gallons. 

Suspension: Front: Independ- 
ent with coil springs. Rear: Half 
elliptics with shock absorbers 
front and rear, 

Electrical system: 12-volt, 38 
amp./hrs. @ 10-hr. rate, 

Accessories: Electric wind- 
shield wipers, windshield wash- 
ers, tools, heater, trip recorder, 
cigar lighter, adjustable steer- 
ing column, lockable glove com- 
partment, jump seat, leather 
covered steering wheel, ash tray 
and map pockets. 
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Sales Testing the Daimler V-8 


(Continued from Page 49) 
bend forward some distance to grab 
it. 


| speeds is a delight, and the vehicle 
is built to withstand long periods 
of really high-speed cruising with- 
out developing too much fatigue in 
the driver. 


* * * 


Hand Brake Tricky 


yo might remind customers that 
you push the brake button to set 
the brake and just yank on the 
handle to release it. It took many 
embarrassing minutes before I dis- 
covered this secret when I drove 
my first sports car. 
The body is well sealed. In spite 
of the poor-fit objections we raised 
earlier, there were no leaks of any 
kind during our use of the car. We 
had the misfortune, too, of being in 
one of the winter’s worst gales. 
There are, however, a few 
faults to be found with the fit of 
the top. The rear edge of the win- 
dows and the forward edge of the 
top do not meet along their full 
length, The top is joined to the 
body at this point by being pull- 
ed over from the outside to an 
inside button, This creates a bulge 
which scoops air from outside. 
This scooping action blows the 
air at both the passengers and the 
drivers ear. The condition is min- 
imized when the heater is on, but 
on a very cold night, it could be- 
come a “pain in the neck.” 
Speaking of the heater, it should 
be noted that the ramjet principle 
of heating is quite adequate when 
running along the highway, even 
during the coldest weather. How- 
ever, city driving often requires the 
use of the booster fan. 
* * * | 


| o 
Hard Steering 


Plenty of Power 
DRIVING this car is an experi- |" [THERE is another objection you 
are bound to meet with this car: 


ence which almost defies de- P 
scription. It can be likened to driv-! be hard steer. It is caused by two 
ings. 


ing a Chrysler 300. Power in excess | : 
is available in this 140-horsepower| Lock to lock on the steering) 
vehicle, which is just bursting to| Wheel is about 1% turns, This 
break forth and show its colors. means exceedingly accurate steer- 
Idling at a light is like sitting on|ing and means that the wheel, par- 
ticularly in a standing position, 


a caged tiger. You can fee] the . ] 
power pulsing through the machine, | Must be fought in order to move it. 
This same fight is noticeable to some 


eager and anxious to break away. 

You can indulge your desire for | degree in turns, 3 ‘ 
a fast getaway at any light and Women probably will object to 
leave your competition gasping in ee 
your dust. We dug in a number of 
times and charged away, going) | 


* * 


It Idles Smoothly 


| iv IS interesting to note that the 
rough idle of many sports cars is 
missing from the Daimler. 

In high, you can idle down to 100 
r.p.m., which is two and three miles 
an hour, keep moving without any 
buck or vibration and then acceler- 
ate in a normal manner to your 
preferred speed with no adverse re- 
actions. 

The first corner we tried with 
this car was on a wet pavement 
and, as we came around and ap- 
plied a little foot pressure to the 
pedal, the back started to break 
away. We were actually going too 
fast for the corner. But on a good 
dry road, this car will corner beau- 
tifully, with no breakaway and with 
the brakes holding firm in corners 
without any tendency to upset your 
corner pattern. 

Although the riding qualities of 
the vehicle are designed to be a 
little stiff, as is natural in such 
cars, it is surprisingly adept at tak- 
ing bad bumps and smoothing out 
such road surfaces as cobblestones. 
You will find that it is possible to 
enjoy a good boulevard ride in this 
car on fair to good road surfaces. 

While not as quiet as a sedan, 
the car is surprisingly noiseless for 
its breed. 


* 


* * 




























the difficulty of parking, because 
of the heavy steering in a standing 
position. Except in turns, however, 
the wheel fight disappears once the 
vehicle is moving. 
And, naturally, the added weight 
in the front contributed by the V-g 
engine, is another factor in the 
steering. 
The engine is a 2%-liter, 9. 
degree V-8 with a very high cam- 
shaft, overhead valves and short 
push rods, The single high cam- 
shaft operates valves through ex- 
tremely short alloy pushrods. 
It boasts a cast iron cylinder 
block which has aluminum alloy 
hemispherical cylinder heads with 
machined combustion chambers and 
carefully contoured ports. 
One or two revisions, such as up- 
ping the compression ratio, which 
now is 8.2 to 1, will boost horse- 
power to 200. 
The brakes are quick and sure 
in their operation. They are Girling 
hydraulically operated disk brakes 
which consist of four caliper-type 
disk brakes, hydraulically con- 
trolled by the foot-operated master 
cylinder. 
During a long period of brake 
testing, they did not heat at all, 
nor did they fade. They are sure 
and fast, but you need a good hefty 


foot pressure in fast stops. 
* cd * 


26 Miles Per Gallon 


INCE the car is slung so low, 
the double mufflers are mount- 
ed up inside the “X” frame bracing 
and the chassis itself, Insofar as 
possible the exhaust piping is run 
up inside as well, to help prevent 
damage from bottoming. 
Despite its power, the Daimler 
offers surprising fuel economy. Dur- 
ing our test, which encompassed 
some 1,000 miles, we racked up 26.6 
miles per gallon. This included city 
and country driving, fast starts, 
quick stops, speed runs, lots of 
brake testing and the like, all of 
which increase gas consumption. 
This car has one of the largest 
trunk areas it has been our pleas- 
ure to meet in a sports car. Trav- 
elling over a long weekend should 
present no packing problems, 
since the average weekend’s lug- 





from 0 to 60 in seven seconds, going 
through only two gears, 

There’s a little test you can ask 
skeptics to try. Take the car up to 
60 in second. Hold it there for 
about five seconds and then jam 
the accelerator to the floor. You'll 
be doing 80 before you have time 









“s STOP LOSING PLATES! 
FASTEN THEM QUICKLY, 
SECURELY with the world’s finest 


DEALER PLATE HOLDERS 


Fits any bumper 
Hardened aluminum end clips. 
Will not spread open or rust. 
H.D. steel wire springs, 
tempered for long life. 

Simple and easy to attach 
-..to remove 

Zinc plated for rust protection. 
immediate 
delivery 
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to recover your breath, and the 
machine won’t even cough. This 

is why we termed this vehicle the 
one with “neck-snapping” per- 
formance. 

On a long straight stretch of 
road, we tried a little speed run. 
We breezed through 70, 80 and 90 
and hit 100 effortlessly. 

We maintained that speed with 
no wheel fight, no wind tug or any 
evident strain to engine or driving 
components. The surging unused 
power waiting to be tried was a 
terrific temptation. 

Cruising at legally permitted 


10 More Dealers 
Signed by S-P 


SOUTH BEND, — Studebaker- 
Packard Corp. has announced that 
it has signed 10 more dealerships. | 
They are: 

Economy Motors, 18441 Vanowen 
St., Reseda, Calif.; Caviness Motor 
Co., 316 N. Main St., Ocala, Fila.; 
Harvey Motors, W. Plane St. 
Bethel, O.; Morgan Motor Co. 542 
Johnson St... Moberly, Mo.; Bill 
Dwyer, Inc., 5401 W. Colfax Ave., 
Denver; Dorr-Secor Motors, 3149 
Dorr, Toledo. 

Craddock Motor Sales, 563 Front | | 
St., Berea, O.; Jarvis Studebaker 
Co., 615 S.E. Hawthorne Bivd., 
Portland, Ore.; Schroeder Buick 
Inec., 204 W. Main St., Benton Har- 
bor, Mich., and Armstrong Motor 
Co., Inc., 20 S, Eighth, Duncan, 
Okla, 


Ford Buys Chevy Deal 





Inside the Daimler— 


The Daimler V-8 has a padded instru- 
ment panel and an all-leather interior. 
Wheelbase is 92 inches, and the car is 
160.5 inches long, 50.3 inches high and 
| 60.5 inches wide. It utilizes a four-speed 
gearbox. 








FRESNO, Calif—Gene Ford has| Daimler Engine Easy to Service— 
Components of the Daimler V-8 engine are easily accessible to the mechanic. !t is 


purchased the controlling interest 
in Rodman Chevrolet. He also op-|a 140-horsepower unit that displaces 152.5 
erates Chevrolet dealerships in Vis- | of 8.2 to 1. Bore and stroke are three inche 
alia and Tulare, Calif. feet at 3,600 r.p.m. 


\*|should be a good profitable piece 















gage will fit into the trunk with 
ease. 

The owner’s manual is explicit 
enough to encourage and please the 
Sunday afternoon tinkerer. He may 
be disappointed, however, because 
there is little that is likely to re- 
quire his attention every Sunday. 

Certainly the market for the 
Daimler V-8 sports car is limited, 
in the same way that the Mercedes 
and Jaguar sports-car market is 
limited. This car will never sell in 
the hundreds of thousands, but it 


of merchandise for the dealer 
whose customers demand styling, 
performance, comfort and prestige 
and are not offended when that ar- 
rives in a small package. 

The Daimler V-8 at $3,702 will 
capture stares of admiration from 
anyone who knows a little about 
sports cars. 

But remember, you must test 


drive it for real sales results, 
* * * 


cubic inches and has a compression ratio 
s by 2% inches, and torque is 155 pounds- 
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THE NEW 


INUTE MAN" 


50-star Flag 


Never a flag like it before—as new as the 
50th State itself! Its red, white, and biue 
stand out richer, purer, more vivid than in 
any other type of flag—virtually glow with 
life and intensity. Not cotton, not muslin, 
not linen — but genuine Durafilm! Fade- 
proof, waterproof, dirtproof—and can be 
damp-sponged in seconds. 

Its possibilities as a giveaway are terrific 
—everyone will want it. It's a highly prized 
"first" that's good for thousands of dollars 
worth of goodwill—so. act quick! 

Comes in two sizes—and the cost is ridic- 
ulously low—only pennies per unit: Wire or 
write today for complete information. 


FOREST MFG. CO. 


Dept. AN, 1231 Main Ave., 
Cleveland 13, Ohio 


NEW PORTABLE 
AUTO TURNTABLE 
@ LOWEST PRICE 
Only $349 f.0.b. Chicago 


@ FASTEST ASSEMBLY 
Takes one man 5 minutes 


@ LIGHTEST WEIGHT 
@ USE INDOORS OR OUT 
@ WRITE FOR FREE FOLDER 


PEPCO sxzs22 


PRODUCTS CORP. 
162nd and Vincennes, Harvey, Ili. 






—47,323—___—_—— 
51,273 Copies Sold 


YOU TOO 
Can Increase 


Your Sales by owning a copy of 


“HOW TO GET MORE BUSINESS 
BY TELEPHONE” 


by Jack Schwartz, 
America's greatest telephone salesman. 
Now in its 5th printing. 


MAIL THIS COUPON TODAY! 
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at once ice is $5.00 which includes 
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SMILE MIRROR 


C0 Enclosed is my check. [) Send C.O.D. 


24, Calif. © 


P.O. Bex 24491 Village Station 
Angeles 
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Renault Launches Roadside Ad Preerem— 


This Renault roadside sign, one of the first of more than 400 to be set up on major 
U. S. highways within the next several weeks, makes its debut in Texas. Renault's 1960 
advertising campaign includes a national sign program for the first time 
the public's awareness of Renault's nationwide network of more than 800 dealers.” 
Inspecting the sign at its Houston location are, from left, James W. Hughes, president, 
Sterling Motors of Houston, Inc., Renault's Southwest distributor; Don and Dave Bruton, 


owners of two Renault dealerships in Dallas, and Edwin D. Peters, Sterling vice-presi- 


dent, 
a subsidiary of Minnesota Mining & Mfg. 


Capsule Reports .. . 


Four-color signs are manufactured and installedeby National Advertising Co., 


Co. 


Auto News in Brief 


NEW YORK.—Tenite butyrate 





plastic is now approved for new 
and replacement lenses on vehicles 
registered in California, according 
to Eastman Chemical Products. 

* * * 


Soviet Bid Seen to Top 


U. S. in Oil Production 

NEW YORK, — The Soviet 
Union has launched a tremend- 
ous drive to overtake the U. S. 
in oil production, an American 
petroleum industry publication 
reports. 

Petroleum Today, published by 


Individuality 
Of Man Seen Key 
To Free Society 


DETROIT.—Education and busi- 
ness must encourage the individu- 
ality of man if'we are to retain the 
tremendous advantages of a free 
society, General 
Motors President 
John F. Gordon 










said here, 
“We need to in- 
still in our 


upcoming genera- 
tions a keener 
awareness of 
their importance 
as individuals, a 
sharper urgency 
to develop their “a 
individuality, a J. F. Gordon 

a stronger motivation toward learn- 
ing and a greater willingness to 
work. 

“The freedoms of which we are 
prone to speak so often and. glibly 
do indeed give us a tremendous 
advantage,” he said, but we can 
retain this advantage “only so long 
as we remain firm’ in our belief in 
the transcendent importance of 
man as a unique individual.” 

Gordon spoke at a meeting of 
college and secondary-school edu- 
cators who met in Detroit to select 
more than 100 winners of GM 
four-year college scholarships. Se- 
lection is made from more than 
20,000 high schoo] seniors through- 
out the. nation. 

Gordon told the educators that 
business ig being wrongly accused 
of putting “a premium on con- 
formity”—of submerging the indi- 
vidual by insisting that all conform 
to a single pattern of approved 
behavior. 

“The facts ... are just the con- 
trary to these myths,” he declared. 
“The great need in business is for 
individuality. Business recognizes 
the importance of making it pos- 
sible for employes to develop them- 
selves, think for themselves and 
acquire intellectual independence.” 








the American Petroleum Insti- 
tute, said development of a rich 
new oil basin in the U.S.S.R., 
highly promising new drilling 
techniques and lavish state sup- 
port through huge capital invest- 
ments and high priorities make 
the Russian plan a genuine 


threat. 
+ * ok 


Eaton, Metal Products 
Terminate Merger Talks 


CLEVELAND.—Merger talks be- 


tween Eaton Mfg. Co. and Ameri- 
can Metal Products Co., Detroit, 
have been terminated upon mutual 
agreement with no intention that 


they will be resumed, according to 


a joint announcement by the firms. 
The merger would have been ef- 
fected by an exchange of stock 
with Eaton becoming the parent 
firm. It reportedly would have in- 
volved about $40 million. 
* * * 


Cycolac Prices Pared 


By Borg-Warner Unit 


CHICAGO, — Marbon Chemical 
division of Borg-Warner announces 


reductions in price of Cycolac ABS 


(acrylonitrile - butadiene - styrene) 
plastics resin, ranging from 7 cents 
to 9 cents per pound. 

” a * 


Five Coast Firms Agree 


To Halt Deceptive Claims 


WASHINGTON. — The Federal 
Trade Commission has approved a 
consent order forbidding Jack 
Watts and five companies of which 
he is president, all of Redondo 


Beach, Calif., to use deceptive pric- | © 


ing, quality and guarantee claims 


“to increase 





Across the Nation .. . 





SEATTLE.—Bill Dupree Motors, 
10710 Bothell Way, has been grant- 
ed a Datsun franchise, according 
to Wolverton Motors, Los Angeles 
distributor of the Japanese-built 
car. 

* * * 


VW Deal Building New Home 


MILWAUKEE.——Concours Mo- 
tors, Inc, (Volkswagen), 3710 N. 
Oakland Ave., has announced it 
will build new quarters at 1935 W. 
Silver Spring Drive. The $170,000 
building will be 2% times bigger 
than the present facilities, the firm 
said. 

* * * 


Porsche Dealer in West 


EUGENE, Ore.—Jack & Cee Mo- 
tors has been named dealer for 
Porsche cars by Porsche Car Pa- 
cific, Inc., San Francisco distribu- 
tor. 





+ * * 
Gets Citroen Franchise 


SAN ANTONIO.—Smith Motor 
Imports, foreign-car dealership at 
1912 Broadway, has been selected 
to handle Citroen. 

* ” = 


Buys Hovey’s Chevrolet 


LYNDONVILLE, Vt. — Guy Bir- 
chard, former stockholder and gen- 
eral manager of Birchard Auto 
Sales in Newport, has purchased 
Hovey’s Garage here, which will 
continue to be the franchised Chev- 
rolet dealer for this area. The local 
agency was formerly owned by the 
late Ralph Hovey and family and 
has been in continuous operation 
Since it was established in 1925. 

* + * 


Bob’s Moves in Atlanta 


ATLANTA. — Bob’s Rambler has 
moved to a larger location at 741 
Spring St. N. W. Bob Freese, presi- 
dent, says the new facility gives 
added floor space, a bigger used- 
car lot and better customer parking 
space, 

* ok * 


New Branch for Barron 


ATLANTA, — Chick Barron, 
Inc., downtown Studebaker deal- 
er, has opened a branch at 2994 
Peachtree Rd. on the north side. 
M. E. Davis is manager. 


* * * 


Neeley to Greenville 
MEMPHIS. — Joseph P. Neeley, 
executive of Chip Barwick Chevro- 
let Co., has become a partner in 
ee Chevrolet Co., Greenville, 
iss, 


* * * 


Frontier Ford Shift 


ALBUQUERQUE, N.. M.—Grand 
opening has been celebrated at the 


or other misrepresentation to sell |= 


merchandise, The firms are: 
Kaiser Rand Corp., Car Parts 

Mfg. Corp., Life-Long Mfg. Corp., 

Life-Long Battery Corp., Ardmore 


Investment Co., Inc. The FTC said| 
the agreement does not constitute | | 


an admission they have violated 
the law. 
* * + 


Nameplate Firms Unite: 


Douglas Buys Stemac 


MINNEAPOLIS, — Douglas Co. 
here has purchased the automotive 
and industrial nameplate business 
of -Norgren-Stemac, Inc., Denver, 
President C, T. Skanse announces. 
The firm name will be changed to 
Douglas-Stemac, Inc. 

The major portion of the Nor- 
gren-Stemac sales organization will 
be retained, Skanse said. The plant 
in Denver had a total employment 
of more than 60 people. 

Norgren-Stemac was founded in 
1947 and achieved its greatest vol- 
ume in industrial nameplates. 
Douglas, a dealer nameplate spe- 
cialist, wag started by Skanse in 
1933. 








Fram Sales Kit— 


More than 200,000 Fram Corp. filter 
dealers have received this 1960 sales and 
service promotion kit: The mailing is said 
to be the largest in Fram history..Included 
in the kit is a newstype of speedy replace- 
ment cartridge selector chart. Complete 
data for replacing oil, air and fuel filters 
on all makes of cars is found by turning 
a selector dial. Also included is an attrac- 
tive window transparency urging motorists 
to “Stop Gas Waste and Engine Wear, 
Fram Oil-Air Filters." Other useful items 
in the sales kit include a condensed cat- 
alog page, suggested resale price list, a 
stock check order form and a registered 
dealer contract. 


Auto Dealer Changes 








new $500,000 Frontier Ford build. 
ing at 1600 Lomas N. E. The com. 
pany has vacated its previous loca- 
tion and all sales, service and 
repair work will be expedited at 
the new 42,300-square-foot building, 
Jack Jones is president. 

od + * 


VW Opening in Scranton 


SCRANTON, Pa.—A new sales 
and service center for Volkswag- 
en has been opened in West 
Scranton by Kelly Motor Co. The 
firm, located in a new 22,000- 
square-foot building, is headed 
by Paul J. Kelly, a veteran of 
more than 20 years in the auto- 
motive field in this area. 


* * * 


Abeene-Cutts Rambler 


COTTAGE GROVE, Ore, — 
Abeene-Cutts Motor Co., headed by 
Clavis Abeene and Gene Cutts, now 
is the franchised Rambler dealer 
in Cottage Grove. 

* * * 


NSU-Prinz Designee 


EUGENE, Ore. — European Im- 
ports has been named NSU-Prinz 
dealer. 

* 


Ketchikan GM Deal 


KETCHIKAN, Alaska. — Clyde 
W. Henley and Clifford E. Emard 
are the new owners of the for- 
mer Ketchikan Garage, Operat- 
ing as E and H Chevrolet Co. 
Inc., they are authorized dealers 
for Chevrolet, Buick, Pontiac, 
Oldsmobile and GMC, 


* * * 


Daimler Names Kaufman 


NEW YORK.—P. J. Kaufman, 
Inc., of 3064 N. Third, has been 
granted a Daimler franchise. Pres- 
ident is Paul J. Kaufman. 


VW in New Orleans 


NEW ORLEANS.—Willard E. 
Robertson Corp.’s new Volks 
wagen sales outlet has opened at 
5950 Downman Rd, The new es- 
tablishment has 55,000 square feet 

of floor apace. 
* 


DKW for Piedenent 


WINSTON-SALEM, N. C.—Pied- 
mont Motor Sales, Inc., here has 
been franchised for DKW. It also 
handles Studebaker and Mercedes- 
Benz. 

* ok * 


Jaguar Adds 2 Outlets 
NEW YORK.—Dale Sharp, Inc, 
500 Van Buren, Topeka, Kans., and 
Johnson Oldsmobile, Inc., 86 S. 
Main St., Asbury Park, N, J., have 
received Jaguar franchises. 
ok ok * 


Six Named for Renault 


In Texas, New Mexico 


DALLAS.—Six new Renault deal- 
ers have been named by Sterling 
Motors, Dallas distributor. They 
are: 


Betts Cars, Inc., 423 W. Fergu- 


.} | son St., Tyler, Tex.; Bodiford Bros. 


Motor Co., 1216 Mineral Wells Hwy. 
Weatherford, Tex,; Bolen Motor 
Co., 3706 West Wall, Midland, Tex.; 
Lander Motor Co., Water & Elm 
Streets, Waxahachie, Tex.; Leonard 
Oldsmobile, Inc., 602 Ww. Main, 
Farmington, N. M., and C. E. Mack 
Motor Co., 927 S. Sixth St., Kings- 
ville, Tex, 
* OK * 


Buick-Pontiac Deal Opens 


DEMING, N. M.—A Buick-Pon- 
tiac dealership has been opened 


| here by George Dowdle and Candy 


Parker. The firm also handles 
Vauxhall and GMC trucks. 


* * * 


Sioux Ford Remodelled 


SIOUX FALLS, S. D.—Sioux Ford 
Co., Eighth and Minnesota, has 
been remodeled by its new owners, 
Arde] A. Prather, Frank Prather 
and Robert C. Ryan. 

+ * * 


Carson Pontiac Builds 


ST. LOUIS.—Carson Pontiac Co. 
is constructing an 11,000-square 
foot building on a 45,000-square- 
foot lot at 10230 Manchester, Kirk- 
wood. The firm is operated by 
Joseph V. Carson and Norman W. 
Carson. 
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He’s a Choice Customer in N. Y. Triple Cities ... 
Dealers Cater to Working Man 


By William Dufer Jr. 
Staff Correspondent 


ENDICOTT, N. Y.—The indus- 
trial workman is king in Triple 
Cities automotive circles. Dealers 
find him a steady and reliable cus- 
tomer, both in the new and used- 
car market. 

Endicott and Johnson City are 

sperous industrial towns. They 
are the homes of General Elec- 
tric, International Business Ma- 
chines and Agfa-Ansco plants 
and the Endicott-Johnson shoe 
factories. 

Dealers report that the workers 
trade often, usually every two years 
and sometimes one, and are more 
service-conscious than other people 
because they need their cars to get 
to and from work. 

And, most dealers find, the fac- 
tory workers generally buy both 
their new and used cars from re- 
tailers who are equipped to service 
what they sell, 

When they buy used cars, one 
dealer said, they steer clear of the 
“cheapies,” and go chiefly for those 
with price tags of $800 or more. 

“Invariably they get the top 
dollar in tradein value because 
they keep their cars up to par, 
appearance and _  performance- 
wise,” he added, “And they’re 
generally A-1 credit risks.” 

Consequently, many dealer pro- 
motions are aimed directly at the 
factory employe. 

Endicott Rambler reports excel- 
lent results with an annual week- 
long “Industry Show,” a display of 
products produced by plants in the 
Triple Cities area. Each plant re- 
ceives exhibit space and provides 
all material for the display. 

During the week Endicott Ram- 
bler offers special prices on its best 
used cars. There are door prizes of 
tool kits for the men and nylon 


CARS System 
Stages Seminar 


At AMC Parley 


DETROIT.—CARS Rental System 
staged a leasing seminar for Ameri- 
can Motors executives and regional 
and zone officials meeting here. 

The presentation was similar to 
the “seminars in the Sun” which 
CARS conducts throughout the year 
in cooperation with the University 
of Miami. 

CARS Rental is headquartered in 
Fort Lauderdale, Fla., and is com- 
posed of franchised new-car dealers 
in the U. S., Canada and Mexico. 
There are 358 members. Chairman 
of the organization is James S. 
Hunt, former Detroit Chevrolet 
dealer. 

Hunt said the dealer members 
have been offered 100,000 of CARS 
common stock ($300,000 worth) 
which give them 60 percent control 
in the system. He said proceeds of 
the stock sale would be used for ad- 
vertising and expansion purposes. 


Dodge Promotes 


2 Sales Executives 


DETROIT.—Two assistant gen- 
eral sales managers—Roger Welch 
and W. C. Hanway jr.—have been 
appointed by Dodge. 

Welch will coordinate the follow- 





W. C,. Hanway Jr. Roger Welch 

ing sales staff activities: Used ve- 
hicles, dealer finance, distribution, 
dealer placement, business man- 
agement, market analysis and sales 
administration, 

Hanway will direct all truck sales 
activities including: Truck training, 
truck-center operations, sales engi- 
Neering, special vehicles and liaison 
Operations with truck-body 
builders, 





stockings for women workers. 


“Lot of leads were turned up 
last year and we're repeating the 
show in May,” said a spokesman 
for the firm. 


Westover Motor Sales, Johnson 


GM Girds Trucks 


For Hot Aluminum 


BOONVILLE, Ind.—General Mo- 
tors trucks this summer will begin 
carrying molten aluminum from 
Aluminum Co. of America’s new 
Warrick plant near Yankeetown 
to the GM Bedford foundry, 105 
miles away. 

A GM spokesman said trucks 
now are being specially designed at 
the Bedford foundry to handle the 
shipments, which reportedly will 
facilitate aluminum-block engine 
adoption by ’61 GM cars. 

Each of the trucks is expected 
to carry from 6,000 to 12,000 pounds 
of liquid metal, he said. 





City, sponsors a weekly radio pro- 
gram which covers plant sports ac- 
tivities in detail. Each plant pro- 
vides its own sportscaster who 
reports on factory league compe- 
tition. 

Another Westover service to the 
working man is a daily 7:20 a.m. 
radio “spot” giving road conditions. 

Endicott Lincoln-Mercury pro- 
vides a check-cashing service at 
its showroom every Wednesday, 
Thursday and Friday between 5 
and 9 p.m. 

In general, dealers report that 
sales of used cars to factory work- 
ers are better now than they were 
in 1957 at the comparable time. 
New-car sales on the industrial 
front are down slightly, but are 
expected to pick up after Easter, 
they said. 


Celcee Motor Adds Datsun 

SALEM, Ore.—Celcee Motor Co., 
4360 Silverton Rd., N.E., has been 
named a Datsun dealer for the 
Willamette Valley. 





Preserve and Protect 


the investment of your 


? 
customer’ CQ@P . « « 


with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 


AVAILABLE TO ALL CAR DEALERS 








USED CAR DEALERS 





* Wouldn’t YOU Like to Make *700° PROFIT 
on an Initial Investment of only *400? 





YOU CAN 





...and it won’t interfere with USED CAR SALES! 


In fact, many used car dealers are finding that 


the added traffic on their lots helps them 


sell more used cars. 


Then, the PLUS-PROFIT 


made on new Prairie Schooner mobile 


homes is even sweeter! Find out now how you 


can become a Prairie Schooner dealer. 


If you are not familiar with our 


Mie. 
= 
~~ 
OUR 


company, please check 


with Dun and Bradstreet. 






PRAIRIE 


MOBILE 


‘Famous Name in Mobile Living Since 1936" 
Phone Elkhart CO 4-2171 


Prairie Schooner 
Mobile Homes are available 


in both 8 and 10 foot widths. Travel trailers also. 


SCHOONER 


24" 


YQ YEAR Pp 


Ys A 


HOMES 


3 


Used Car Lot Name. 
Street Address 
OE oe a ee 


Owner signature 


(J Send information and application form. 


YOU can make a FULL 20% MARK-UP... 
yet YOU sell at LOW Competitive Prices! 


YOU make TWICE the PROFIT you're 
accustomed to on Used Car Sales! 


Sa YOU have No Floor Plan Expense for 
60 Days...Merchandise is Practically 
on Consignment! 


YOU have a Guaranteed 60-day Escape 
Clause...We Take Back Any New 
Unit for Only 5% Service Charge! 


YOU have the Lot and the-Salesmen... 
Now All You Need is ONE PRAIRIE 
SCHOONER and You’re in Business! 


- 





PRAIRIE SCHOONER, INC., 1503 W. Bristol, Elkhart 4, Indiana 


Gentlemen: We are definitely interested in becoming a Prairie Schooner dealer, but 
want more complete information NOW, without obligation. 








State. 








(CJ Have representative contact us. 











OODYEAR TIRES: 
BIG RACE EVENT— 


GOOD*YEAR 








ee 


The starting field of 68 late-model stock cars roars past the 
grandstands. A crowd of 50,000 saw the race. 


GOOD 


Split-second action by Junior Johnson’s pit crew saved pre- MORE PEOPLE RIDE ON 
cious seconds. Getting the car serviced and out of the pit 
was a big factor in Johnson’s victory. Watch the award-winning “‘Goodyear Theater” on TV every other Monday evening 





SOWEEP ANOTHER 
THE DAYTONA 500! 








Goodyear tires were on the winning car, 
on 5 of the first 6, 8 of the first 10! 


Junior Johnson, the happy winner, is 
congratulated by Goodyear’s Presi- 





N THE first big stock car race of the 
ieee, the Daytona 500, Goodyear 
tires picked up right where they left 
off in 1959—when Goodyear’s long 
string of victories included wins in both 
the Rebel 300 and the Southern 500 at 
Darlington, S. C. 

Goodyear’s latest victory was the 
500 mile Sweepstakes at Daytona 
Beach, climax race of the NASCAR- 
sanctioned Daytona Speed Weeks. 
Goodyear tires were on the winning car, 


5 of the first 6 cars and 8 of the first 10! 
At twice the usual turnpike limits— 
speeds up to 154 mph!—these racing 
tires again showed why all Goodyear 
Turnpike-Proved tires are the best buy, 
no matter how you drive. 
Winning driver Junior Johnson 
pointed right to the tires when asked 
about his victory. ‘‘Man, I was mighty 
glad to be on those Goodyear tires. 
When you’re running at 150 out there, 
you’ve got to have the rubber!”’ 


dent, Mr. Russell DeYoung. 


WHAT THIS MEANS TO you! CUSTOM SUPER-CUSHION 
Proving that Goodyear tires will beat all competition is impor- 
tant. But even more important is what we learn from these 
racing events. 

By carefully examining tires after each race—tires run on 
the same types of road surfaces your customers drive on, but 
brutally punished by the terrific speeds—Goodyear engineers 
can make discoveries that lead to improvements in tires for 
ordinary use. 

In fact, it’s partly because of such discoveries that Goodyear 
now offers the three big advances of 1960: 1— Up to 25% more 
safe mileage than before. 2—A whisper-quiet, cushion-soft ride. 
3—New 3-way sureness on the road . . . quicker starts, safer 
stops, better car control on turns. 

Remember all this when you’re selling Goodyear tires. And point 
this out: The extra value of Turnpike-Proved tires by Goodyear 
doesn’t cost one cent more. Goodyear, Akron 16, Ohio. 


SYEAR 


GOODYEAR TIRES THAN ON ANY OTHER KIND! 


Blue Streak, Super-Cushion T.M.’s, The Goodyear Tire & Rubber Company, Akron, Ohio. 
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N BLUE STREAK SPECIAL UHS 





Carpet textured 


AUTOMATS 


RED 
BLUE 
GREEN 
GRAY a 
TW Ne otha ati sen ; ‘ata 
f REPLACEMENT FLOOR 


mats in COLORS 


MATCHING 
REAR AUTOMATS 


ACE RUBBER PRODUCTS, INC. 


100 Beech St Akron 8, Ohio 


ASK ABOUT 


ONE YEAR MECHANICAL BREAKDOWN 
INSURANCE 
ON MAJOR REPAIRS BY 





Equity General Insurance Company 


MIAMI, FLORIDA 


Dealer Inquiries State Agent Inquiries 
Invited Invited 


MECHANICAL BREAKDOWN AGENCY, INC. 


Underwriters 
1060 BROAD STREET, NEWARK 2, NEW JERSEY 
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Used-Car Auction Prices 





(Continued from Page 44) 


$1,340* (ps); Nomad (8) 2-dr., $1,400* 
(ps), $1,225*; Two-ten (8) station 
wagon, $1,275; 2-dr., $950*; One-fifty 
(8) station wagon, $985*; One-fifty 
(6) 2-dr., $785. 

’56 Bel Air (8) sport sedan, $935*; 4- 
dr., $895; Two-ten (8) 4-dr., $730; 
sport coupe, $710*; Two-ten (6) 4-dr., 


$600. 

’55 Nomad (8) 2-dr., $1,080* (ps); Bel 
Air (8) sport coupe, $710*; 4-dr., 
$535; conv., $350; Two-ten (6) 4-dr., 


$535. 
'54 Two-ten station wagon, $280*. 


'53 Two-ten 4-dr., $260, $200*; 2-dr., 
$235; Bel Air 2-dr., $200. 
’52 Deluxe 4-dr., $235. 
’50 Deluxe station wagon, $165. 
CHRYSLER—'57 Windsor 2-dr. hardtop, 


$1,235* (ps). 
DeSOTO—’55 Firedome 4-dr., $350*. 
DODGE—’56 Coronet (8) Sierra 4-dr., 
$705*; 2-dr., $450. 

"55 Royal (8) 2-dr. hardtop, $650*; 4- 
dr., $455. 

’53 Coronet (8) 4-dr., $140. 

FORD—’60 Thunderbird (8), $4,470* (ps), 
$4,090* (ps), $4,040* (ps), 2 at $3,- 
950* (ps), $3,830* (ps), $3,800* (ps); 
Falcon (6) 2-dr., $1,980. 

’59 Thunderbird (8), $3,365* (ps), $3,- 
320* (ps), $2,040* (ps); Country Se- 
dan (8) 4-dr., $2,050* (ps); Galaxie 
(8) 4-dr. Victoria, $2,015* (ps); conv., 
$1,800* (ps). 

’58 Thunderbird (8), $3,080* (ps), $2,- 
785* (ps); Fairlane 500 (8) 4-dr. Vic- 


toria, $1,335* (ps); 4-dr., $1,275*; 
Fairlane (8) 4-dr., $1,135*. 
’57 Country Sedan (8) 4-dr., $1,290* 


(ps), $925* (ps); Fairlane (8) 2-dr., 
$900*, $855*; Custom (8) 2-dr., $710. 
56 Thunderbird (8), $1,685; Fairlane 
(8) 2-dr. Victoria, $830*; 4-dr., $475* 

(ps). 
’55 Country Squire (8) 4-dr., $650* (ps); 
Custom (8) 2-dr., $550*, $540; Coun- 


try Sedan (8) 4-dr., $495*%; Fairlane 
(8) 2-dr., $490. 

’54 Custom (8) 4-dr., $275*, $195°*; 
Main (8) 2-dr., $185*. 

’53 Crest (8) conv., $345*%; 2-dr. Vic- 
toria, $170; Custom (8) 4-dr., $130; 
2-dr., $105*. 

LINCOLN — ’58 Premiere 4-dr. hardtop, 
$2,600* (ps), $2,350* (ps). 

’56 Premiere 2-dr., $1,350* (ps), $1,- 


175* (ps). 


MERCURY—’59 Commuter 4-dr., $1,880. 


’58 Turnpike Cruiser 4-dr. hardtop, $1,- 
700* (ps). 

’57 Monterey 2-dr., $935*. 

’56 Monterey station wagon, $925* (ps); 
2-dr., $750* (ps). 

’55 Montclair 2-dr., $575*, $530*, $500*. 

’54 Monterey 2-dr., $395*; 2-dr. hardtop, 
$375*; Custom 2-dr., $350*. 


CHECKER MOTORS CORPORATION 


cordially invites you 


to a showing of the 


NEW 


CHECKER-SUPERBA 


at Cleveland Universal Superba Motors, Inc. 
4600 Euclid Avenue, Cleveland, Ohio 


Wednesday, March 16, 


from 12:00 noon to 8:00 p.m. 


Buffet luncheon at noon 


All models on display: 


THE NEW SUPERBA SEDAN 


THE NEW SUPERBA STATION WAGON 


THE FAMOUS CHECKER TAXICAB 


CHECKER MOTORS CORPORATION, KALAMAZOO, MICH. 
Builders of quality motor vehicles since 1922 





’53 Monterey 2-dr., $285*, $135. 
NASH—’55 Ambassador (8) Custom 4-dr., 


$490*. 

OLDSMOBILE —'59 (88) 4-dr. Holiday, 
$2,490* (ps). 

"58 (88) Super 2-dr. Holiday, $1,905* 


(ps); (88) 4-dr. Holiday, $1,605* (ps). 

"57 (88) 4-dr. Holiday, $1,200* (ps). 

’56 (88) Super 4-dr. Holiday, $830* (ps). 

’565 (98) 4-dr. Holiday, $850* (ps). 

"54 (88) Super 4-dr., $505* (ps); 2-dr., 
$280*; (98) 2-dr. Holiday, $460* (ps); 
(88) 2-dr. Holiday, $350* (ps). 

"63 (88) 4-dr., $145*, 

"50 (88) 4-dr., $145°. 

a — ’'56 Patrician 4-dr., $750* 
ps). 

’55 Clipper 2-dr. hardtop, $580* (ps). 

’53 Clipper 4-dr., $160* (ps). 

PLYMOUTH—’57 Fury (8) 2-dr. hardtop, 
$1,035* (ps); Belvedere (8) 2-dr. 
hardtop, $895*; 4-dr., $810* (ps), 
$700*; Plaza (6) 4-dr., $695*. 

’56 Suburban (8) 4-dr., $575*. 

’53 Cranbrook 4-dr., $125*. 

’52 Cranbrook Belvedere, $225. 


PONTIAC—’58 Bonneville 2-dr. hardtop, 
$1,650 (ps). 
‘57 Star Chief conv., $1,000* (ps). 
’56 Star Chief 2-dr. Catalina, $640*; 


4-dr. Catalina, $585* (ps). 

’55 Chieftain 2-dr. Catalina, $490* (ps); 
4-dr., $360*. 

’54 Chieftain 2-dr., $400*. 

’51 Chieftain 2-dr. Catalina, $105*. 

RAMBLER—’60 Ambassador (8) Cross 
Country, $2,360. 

ee (8) Cross Country, $2,- 
* 
’55 Custom Cross Country, $685*; Super 
2-dr., $490. 

MISCELLANEOUS—’59 Ford (6) Ranch- 
ero, $1,875* (ps); (6) %-ton pickup, 
— Chevrolet (6) El Camino, $1,- 

"58 Chevrolet (8) %-ton pickup, $1,035*; 
Ford (8 )%-ton pickup, $985. 

’57 Ford (8) Ranchero, $985; (6) F-100 
%-ton pickup, $650, 

'56 Ford (8) %-ton pickup, $825; GMC 
(8) 1-ton stake, $600. 


"55 Chevrolet (6) %-ton pickup, $535, 
$520*. 
’54 Chevrolet 2-ton cab & chassis, $500. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of March 3. 
Sold 321 cars from 487 consignments. 


BUICK—’59 LeSabre 2-dr. hardtop, $2,- 
135* (ps). 
"58 Super 2-dr. Riviera, $1,430* (ps); 


Special 4-dr., $1,230*. 

'57 Special 2-dr. Riviera, $1,135* 
4-dr. Riviera, $1,000*; 
Riviera, $1,045* (ps), 
$860*. 

"56 Super 4-dr. Riviera, 
conv., $515* (ps); Special Estate 
Wagon 4-dr., $840* (ps); 4-dr, Rivi- 
era, $750*, $625* (ps); Century 4-dr. 
Riviera, $645* (ps). 


(ps) ; 
Century 4-dr. 
$985* (ps), 


$890* (ps); 


’55 Century 2-dr. Riviera, $625* (ps), 
$520* (ps), $370* (ps); Special 2-dr. 
Riviera, $540*, $325* (ps); 2-dr., 
$440*, $430°, 


54 Super 2-dr. Riviera, $405* (ps). 
CADILLAC—’'60 de Ville 4-dr. hardtop, 
$5,500* (ps); (62) conv., $5,100* (ps). 
"59 (62) 4-dr. hardtop, $3,900* (ps), 
$3,685* (ps); Sedan de Ville, $3,850* 
(ps); 2-dr. hardtop, $3,725* (ps). 


’58 (62) Sedan de Ville, $2,825* (ps), 
$2,775* (ps); Coupe de Ville, $2,800* 
(ps), $2,780* (ps); 2-dr. hardtop, $2,- 
525° (ps). 

"57 (62) conv., $2,235* (ps), $1,930* 
(ps); Sedan de Ville, $2,180* (ps); 
Coupe de Ville, $2,090* (ps); 4-dr., 
$2,050* (ps). 


Port-of-Entry Prices 
On Imported Cars 


—— 

"56 (60) Special 4-dr., 1$,320* (ps), $1. 

225* (ps). ’ 
"55 (62) 2-dr. hardtop, $1,140* (ps), 


"54 (62) 4-dr., $840* (ps). 
CHEVROLET—'59 Impala (8) conv., §2. 
245* (ps), $2,175*, $1,935*; 4-cr., $1. 
930* (ps); Brookwood (8) 4-cdr., $1. 
575; Bel Air (6) 4-dr., $1,570"; Big. 
cayne (8) 4-dr., $1,475*. 
’58 Nomad (8) 4-dr., $1,625*; Impala 
(8) conv., $1,585*, $1,550*; Brookwoog 
(8) 4-dr., $1,400*; Biscayne (s) 4-dr, 
$1,300*, $1,195* (ps), $1,110; 2-dr, 


$1,280* (ps), $1,125*; Bel Air (6) 
sport sedan, $1,190; Delray (6) 2-dr 
$950. F 
"57 Two-ten (8) 4-dr., $1,110*, $970:, 


Two-ten (6) sport coupe, $1,075; 4 
dr., $970*; Bel Air (8) 4-dr., $1,109; 
sport coupe, $720*; Bel Air (6) 4-dr,, 


$1,005*; One-fifty (6) station wagon 
2-dr., $850. 
’56 Two-ten (8) 4-dr., $825"; station 


wagon 4-dr., $760*, $625*; sport sedan, 
$690*; Bel Air (8) 2-dr., $765*; sport 


sedan, $685*; One-fifty (6) station 
wagon, $475. 
*55 Bel Air (8) sport coupe, $800, 


$595*; 4-dr., $650*; Bel Air (6) 2-dr,, 
$560*; Two-ten (6) 2-dr., $345*; 4-dr,, 
$295. 

’54 Bel Air 4-dr., $405* (ps). 

CHRYSLER—’58 Windsor 2-dr. hardtop, 
$1,750* (ps); Saratoga 2-dr. hardtop, 
$1,300* (ps). 

’56 Windsor 2-dr, hardtop, $760* (ps), 

DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
125* (ps). 
’57 Firedome 4-dr., $720*. 
56 Firedome 4-dr., $425* (ps). 
DODGE—’58 Royal (8) 4-dr. 
$1,245* (ps). 

’57 Coronet (8) 4-dr., $515*. 

56 Custom Royal (8) 4-dr., 

’54 Royal 4-dr., $285*. 

EDSEL—’58 Pacer 4-dr., $675*. 
FORD—’60 Thunderbird (8) conv., $3,550* 
(ps); Ranch Wagon (6) 4-dr., $2,160, 

’59 Thunderbird (8) conv., $2,910* (ps); 
Galaxie (8) conv., $2,000* (ps); Fair- 
lane 500 (8) 4-dr., $1,595*, $1,475*; 
Fairlane (8) 4-dr., $1,590* (ps); Coun- 
try Sedan (8) 4-dr., $1,335". 

’58 Thunderbird (8) conv., $2,700* (ps); 
Fairlane 500 (8) conv., $1,600* (ps), 
$1,500* (ps), $1,350* (ps); 2-dr. Vie- 
toria, $1,220*; 4-dr. Victoria, $1,200* 
(ps); 4-dr., $1,080; Ranch Wagon (8) 
2-dr., $1,020*; Custom 300 (8) 2-dr., 
$950, $850*. 

’57 Thunderbird (8) conv., $2,200* (ps); 
Fairlane 500 (8) skyliner, $1,300* (ps); 
4-dr. Victoria, $980* (ps), $850* (ps); 
Fairlane (8) 4-dr. Victoria, $635*; 
Country Sedan (8) 4-dr., $990* (ps); 
Ranch Wagon (6) 2-dr., $770*, 

56 Fairlane (8) 2-dr. Victoria, $630*, 
$540*, $530*; Custom (6) 2-dr., $480; 
Custom (8) 4-dr., $360*. 

55 Thunderbird (8) conv., $990*; Coun- 
try Sedan (8) 4-dr., $580*; Fairlane 
(8) 4-dr., $470; 2-dr. Victoria, $335; 
Main (8) 2-dr., $375; Ranch Wagon 
(8) 2-dr., $235, 

’54 Country Sedan (8) 4-dr., $465; Crest 
(8) 2-dr. Victoria, $390*; Custom (8) 
2-dr., $225°. 

IMPERIAL—’'58 Crown 2-dr. 
$2,405* (ps); Imperial 4-dr., 


hardtop, 


705* (ps), 


hardtop, 
$2,160* 


(ps). 
LINCOLN—’59 Continental Mark IV 4-dr., 
$2,750* (ps). 
’5S Premiere 4-dr, hardtop, $2,380* (ps); 
4-dr., $2,090* (ps). 
’56 Premiere 4-dr., $630*. 


MERCURY—’57 Monterey 4-dr. hardtop, 
$905*; 4-dr., $800*, $775*; Montclair 
conv., $775*. 


56 Medalist 2-dr., $250. 

’55 Montclair 4-dr., $575*; 2-dr., $390°; 
Monterey 4-dr., $400, $285*; Custom 
2-dr., $295*, 

OLDSMOBILE—’59 (98) 2-dr. Scenic, §2,- 
330* (ps); (88) 2-dr, Scenic, $2,250° 
(ps); 4-dr., $1,690*. 

’58 (98) 4-dr. Holiday, $1,925* (ps); (88) 
Super 4-dr. Holiday, $1,585* (ps). 
’57 (88) 2-dr. Holiday, $1,270*; 4-dr., 
$1,150* (ps); 4-dr. Holiday, $1,140° 
(ps); (98) 2-dr. Holiday, $1,235* (ps); 

conv., $1,210* (ps). 
(Continued on Page 57, Col, 1) 





(Continued from Page 42) 


hardtop-conv., $2,525. (Heater standard on 
all models.) 

RILEY—1.5 4-dr. sed., 
standard.) 

ROVER—90—4-dr. Deluxe sedan, $3,395. 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive). 3-Litre—4-dr. sed., $4,775. 
(Heater standard on all models. Power 
brakes standard on 3-Litre.) 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $14,895. (Automatic trans- 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismoe 750— 
2-dr. sed., $2,568. (Heater standard on all 
models.) 

SIMCA—Aronde—Deluxe 4-dr. sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; 
Etoile 4-dr. sed., $1,698; Elysee 4-dr. sed., 
$1,898; Montihery 4-dr. sed., $1,971; Chate- 
laine 2-dr. stat. wag., $1,963; Grand Large 
2-dr. hardtop, $2,071; Monaco 2-dr. hard- 
top, $2,146; Plein Ceil hardtop sport cpe., 
$2,947; Oceane conv., $3,167. Ariane (4- 
cylinder)—4-dr. sed., $1,998. Ariane (V-8) 
—4-dr. sed., $2,098. Vedette (V-8)—Beau- 
lieu 4-dr. sed., $2,298. (Heater standard on 
Aronde and Vedette models.) 

SINGER — Gazelle — 4-dr. sed., $2,095; 
conv.. $2,349; 4-dr. stat. wag., $2,425. 

SKODA—S8-440 2-dr. sed., $1,575; 8-445 
2-dr. sed., $1,675; 8-450 conv., $1,995. 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
ss: conv., $2,649. Alpime—Roadster, $2,- 

5 


TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr. sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr. Combi-wagon, $2,383. 

TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 
$2,514.65: 9@-passenger stat. wag., $2. 
546.55; 12-passenger stat. wag., $2,712.50. 


$2,319. (Heater 


TOYOPET—Crown Custom — 4-dr. sed., 
$1,999; 2-dr. stat. wag., $2,111; 4-dr. stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. Herald—2-dr. sed., $1,999; 
cpe., $2,149. TR-3 (sports cars)—soft top 
$2.675; hardtop, $2,835. 

TURNER—Standard 950 Sports roadstet, 
$2,245: Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370 

VAUXHALL — Victor — 4-dr. sed., $1. 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., ” 
695. (Heater standard on all models.) 

VOLVO—122-S—4-dr. sed., $2,807. PV- 
644—2-dr. sed., $2,342; 2-dr. stat. was» 
$2,490. (Heater standard on all models.) 

WARTBURG—Standard 4-dr, sed., $1, 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sum 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2.- 
099; coupe, $2,199; sports roadster, $2,799. 


Ford Lease Plan Exempt 


From Texas Sales Tax 


AUSTIN, Tex.—Attorney General 
Will Wilson has ruled that an auto 
manufacturer can lease vehicles to 
its employes without paying a State 
sales tax. 

The opinion noted that Ford 
Motor Co. has set up a program 
under which certain employes cat 
lease cars. 
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MERCURY—’58 Montclair 4-dr., $1,300*. 
’57 Montclair 4-dr., $1,090; Monterey 2- 


Wednesday. Prices are for sale of March 
2. Blizzard conditions held down consign- 


400*; Savoy (8) 4-dr., » 150*, $1,085*. 
57 Savoy (8) 2-dr., $625* 


e e ane eee leanne dine oil — fa a high percentage sold again. o oe > 4-dr., $380. 
Ri ontclair conv., ps); 4-dr. eal shortage of fancy cars and convert- 2 uburban 2-dr., le 
$2,. U sed -( ar Auction Pp rice S hardtop, $900*; Monterey 2-dr., $885° | ibles. PONTIAC—’57 Star Chief 4-dr., $990*. 
$1,- (ps). BUICK—’57 Super 2-dr. Riviera, $1,080* ’55 Star Chief 2-dr. Catalina, $570* (ps). 
$1,- ’55 Montclair 2-dr., $685*; Monterey sta- (ps). RAMBLER—’60 Super (6) 4-dr., $1,950*; 
Bis- tion wagon, $660*. "56 Special 4-dr., $785* (ps). American (6) 2-dr., $1,510. 
’54 Monterey 4-dr., $375*. ’55 Super 4-dr., $550° (ps). ’58 Ambassador (8) Cross Country, $1,- 
ala (Continued from Page 56) ™ Monterey station wagon, $240*; 2- ’54 Special 2-dr, Riviera, $420* (ps), 405°. 
- 4-dr, Holiday, $750* (ps); (88) 4-dr., $505* os aaa gi70, ba pr ged (62) 4-dr.,. $1,965 (ps). 
» B56 (98) , ; - 4-dr., : . onterey conv., *56 (62) Coupe de Ville, $1,520* (ps). 
ir., Fiver 4-dr.,. $650*; 2-dr., $635* (ps);| °'53 NY 4-dr., $155* (ps). OLDSMOBILE — '58 (98) 4-dr., $1,560*| °55 (62) 4-rir., $905* (ps). - DAYTONA BEACH, FLA. 
(6) (88) 2-dr. Holiday, $600* (ps). DeSOTO—’57 Firedome 4-dr. hardtop, $1,- (ps). "54 (62) 2-dr., $915* (ps). Florida Auto Auction, Sale every. Tues- 
ir, ['o55 (88) Super 4-dr., $595* (ps); (88) 125* (ps). 5S (88) 4-dr., $535*. CHEVROLET—'58 Corvette (8) conv., $2,-| day. Prices are for sale of March 1, 
9-dr. Holiday, $500*, $500* (ps); 4-| 55 Firedome 2-dr, hardtop, $740*; 4-| °53 (88) 4-dr., $150* (ps). 050*; Brookwood (8) 4-dr., $1,475* | BUICK—'58 Century 2-dr. Riviera, $1,- 
D*; dr., $415*. dr., $640*, $625*. PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- (ps); Bel Air (8) 4-dr., $1,430* (ps); 750* (ps). 
4 Bose (8s) Super 2-dr, Holiday, $450* | DODGE—’58 Coronet (8) 2-dr., $1,000*. 775* (ps), $1,740* (ps). 4-dr, hardtop, $1, 365* (ps); Biscayne ‘57 Super 4-dr, Riviera, $1,100* (ps); 
0; (ps). ’55 Coronet (8) 2-dr., $455. ’58 Beivedere (8) 4-dr., $1,350*. (8) 4-dr., $1,120* Special 2-dr. Riviera, $1,015* (ps). 
r., KARD—'55 Packard Line 2-dr, hard-|FORD—'59 Thunderbird (8) 2-dr. hardtop, ’57 Suburban (8) 2-dr., $1,130*. '57 Bel Air (8) Conv., $1,370* (ps); 4-| "55 Special conv., $410* (ps); 4-dr., 
on top, $350* $3,300* (ps); Ranch Wagon (8) 4-dr., | PONTIAC—’58 Safari 4-dr., $1,620. dr., $1,350* (ps); station wagon, $1,- $490* (ps). 
TH 59 Suieoben (8). ttt. 2 $2,100* (ps); Fairlane (8) 4-dr., $1,- ’55 Chieftain 4-dr., $380*. 265*; Two-ten (8) sport sedan, $1,- | CADILLAC—’60 de Ville 4-dr. hardtop, 
on MoU ae "6 é-dr, haréten. SL. 750* (ps), $1,745* (ps), $1,740* (ps), | RAMBLER—’59 American (6) 2-dr., $1,- 190*. $5,230* (ps). 
in, : Belvedere (6) 4-dr. P, 91, $1,740* (ps); Fairlane 500 (8) 4-dr., 065. ’56 Two-ten (6) 2-dr., $805, ’59 de Ville 4-dr. hardtop, $4,000* (ps); 
ort 4 (8) conv., $1,200* (ps); $1,600* (ps), ’57 Custom (8) Cross Country, $1,305* ’54 Bel Air 2-dr., $495*, $340*, (62) 4-dr., $3,925* (ps), $3,500* (ps); 
on = ‘Beive +" eae +1165; Save ms; ’58 Country Sedan (8) 4-dr., $1,575* (ps). 53 Bel Air 2-dr., $320. 4-dr, hardtop, $3,500* (ps); 2-dr. 
Suburban (8) ees” , ¢840° $s40° (ps), $1,245*; Ranch Wagon (8) 4-| MISCELLANEOUS—’59 Chevrolet %-t on| CHRYSLER—’57 Windsor 4-dr., $1,005*. hardtop, $3,800* (ps). 
, iy $945*, $ (ps), ’ Gr. f, 450: Custom 300 (8) 4-dr., pickup, $1,450, . “ os DODGE—’57 Coronet (8) 4-dr., $890*. ‘* (62) 4-dr, hardtop, $3,050* (ps), 
r., SE > . ; Fairlane 500 (8) 4-dr., $1,- ’58 International, $1,385, $1,300; ev- | FORD—’59 Country Squire (8) 4-dr., $2,- 2,805* (ps), 
i meeervesere (6) eae, nent iva 140°. rolet %-ton pickup, $1,080*, ‘$1,060; 010* (ps); Custom 300 (8) 4-dr., §1,-| °57 (62) Sedan de Ville, $1,825* (ps). 
(ps) ; ven ” 508°: Plaza (6) . ’57 Fairlane 500 (8) 2-dr. Victoria, $1,- Ford %-ton pickup, $1,080; Dodge 500*,. CHEVROLET—’60 Impala (8) 2-dr. hard- 
2) on $600*, $ ; = 200* (ps), $1,075*; Country Sedan (8) pickup, $1,000, "58 Country Sedan (8) 4-dr., $1,250; top, $2,550* (ps); Corvair (6) 4-dr., 
P, $580 8) 2dr., $715°. 4-dr., $1,200*, $1,150* (ps), $750*;| °57 GMC pickup, $1,020; Chevrolet pick- Custom 300 (8) 2-dr., $1,050; Custom $1,955". 
D, 7. ‘Belvedere ( ss "S375°. Fairlane (8) 4-dr., $1,125* (ps); Cus- up, $900, $840; Ford %-ton pickup, 300 (6) 4-dr., $980; Fairlane (8) 2-dr., '59 Impala (8) 2-dr, hardtop, $2,010* 
55 Savoy (8) 4-dr., $ $285 tom 300 (8) 2-dr., $860; Custom 300 $900, $531; Dodge panel, $515. $835*. (ps); 4-dr. hardtop, $1,975* (ps); 
53 Cranbrook station wagon, . (6) 4-dr., $750, $710. 56 Chevrolet 1-ton stake, $995; %-ton| °56 Custom (8) 2-dr., $635. Parkwood (8) 4-dr., $1,950*; Bel Air 
- JRONTIAC—'59 Bonneville 4-dr. Vista, $2,-| '56 Fairlane (8) 2-dr. Victoria, $1,050* pickup, $700, $665; Ford F-100 pickup,| °55 Custom (8) 2-dr., $520; Fairlane (8) (8) 4-dr., $1,950* (ps). 
380* (ps); Star Chief 4-dr., $2,290 (ps); 4-dr., $725*, $645* (ps); Coun- $720; Dodge 1-ton flatbed, $550; %- 2-dr., $495*. ’58 Bel Air (8) 4-dr, hardtop, $1,285* 
(ps). * try Sedan (8) 4-dr., $1,025* (ps), ton, $420. ‘53 Crest (8) 2-dr, Victoria, $375. (ps); Bel Air (6) 4-dr., $1,160*; Im- 
58 Star Chief 4-dr. Catalina, $1,325 $900°*. ’55 Ford %-ton pickup, $715, $495; %-| MEROURY—’58 Commuter 4-dr., $1,370* pala (8) conv., $1,280* (ps), $1,025*. 
D, (ps). ‘ ’55 Country Sedan (8) 4-dr., $790; Fair- ton pickup, $650; International pickup, (ps). "57 Two-ten (8) station wagon 4-dr., 
‘57 Star Chief 4- -dr., $1,085* (ps); Chief- lane (8) 4-dr., $555*; Custom (8) 4- $400. ’57 Monterey 4-dr, hardtop, $1,060* (ps). $1,415* (ps); Bel Air (6) 2-dr, hard- 
tain 4-dr., $920*. ' r., $415*. ’54 Dodge %-ton pickup, $450; GMC \%- ’55 Custom station wagon, $660*. top, $1,280*; Bel Air (8) 4-dr, hard- 
), "§6 Chieftain 4-dr., $575*; 2-dr. Cata-| +54 Gustem (8) 2-dr., $390, $365; Crest ton, $415; Chevrolet pickup, $390, OLDSMOBILE—’58 (88) 2-dr. Holiday, top, $1,140*; 4-dr., $1,075*; 2-dr., $1,- 
lina, $510*. ‘ (6) 4-dr., $370. ’*50 GMC %-ton pickup, $200. $1,630* (ps). 065*. 
55 Chieftain 2-dr. Catalina, $395*; Star er a 59 Imperial 2-dr., $3,410* ’56 (88) Super 4-dr., $1,160* (ps). ’56 Two-ten (8) station wagon 4-dr., 
. Chief 4-dr., $340*. : (p MASON CITY, IA. ’55 (88) 2-dr., $590* (ps). $600°*. 
; BLER—’59 Super (6) 4-dr., $1,575*, LINCOLN—'55 Capri conv., $790* (ps). "54 (98) 4-dr., $475*. ’55 Two-ten (8) station wagon 4-dr., 
; $1,485. ’54 Cosmopolitan 2-dr. hardtop, $215°. Central States Auto Auction, Sale every PLYMOUTH—’58 Belvedere (8) conv., $1,- (Continued on Page 58, Col, 1) 
: ‘67 Super (6) Cross Country 4-dr., $1,- 
t. 155*. 


’ 56 Super (6) 4-dr., $640. 

55 Super 2-dr., $505°*. 

‘. DDEBAKER—’58 Scotsman (6) station 
, wagon, $440. 

» fose Champion (6) 4-dr., $505, $505*, 
53 Commander 2-dr, hardtop, $425. 


: SALT LAKE CITY 


Salt Lake Auto Auction. Sale every 
hursday. Prices are for sale of March 3. 


SOLID FOUNDATION 


GENERAL MOTORS AUTOMOTIVE TEMPERATURE CONTROL EQUIPMENT BY HARRISON 















DICK—'59 LeSabre 4-dr. hardtop, §$2,- 
Pm abecat Sat: Sait: ... PERFORMANCE PROVED UNDER THE MOST EXACTING CONDITIONS! 
: Wagon, $179" (Pi al (ps); Estate 

(ADILLAC—'59 (62) 2-dr., $3,855* (ps). 


















"68 (62) conv., $2,815* (ps). 

"ST (62) Sedan de Ville, $2,290* (ps). 

53 (75) 4-dr., $605* (ps), 

(HEVROLET—’59 Kingswood (8) 4-dr., 
$2,200* (ps), $1,785; Impala (8) sport 


Harrison pyramids progress with a solid foundation of automotive 
temperature control equipment . . . performance proved in test after 


it . . a 

: F300" (pe), Bio (ony 8388 test! Proved in modern engineering laboratories that check the 

: ee ce) St, 21 meee durability and efficiency of the equipment under extreme conditions. 
» } 2mj,,Broskwood (8) <ar., $1.600°, Proved at General Motors Proving Grounds and test facilities in 
pa); Biscayne (8) 4-dr., $1,245, $1,- Michigan, Arizona and Colorado under all types of driving situations. 
q.3 Eveten (6) cation wagen, $1,100; Grueling performance tests are the order of the day at Harrison 

pf M8 Two-ten <8) _A-at., $690; Bel Air (6) . - - and they pay off in maximum product reliability on the road. 


Reliability through engineering research is one big reason why 
Harrison has been the leader in product performance, 
value and dependability for a half century. 


"5 Two-ten (8) 4-dr., 
(6) 4-dr., $355; One-fifty 


$315. 
‘M4 Bel $500* ; 


$555; One-fifty 
(8) 2-dr., 


Air sport coupe, 4-dr., 


r “ 
- =e 
> eal 


$440°, $400; 2-dr., $365, $350. 
63 Two-ten 4-dr., $330; One-fifty sta- 
tion wagon, $280*; 4-dr., $110. If you have temperature problems . . . passenger 
, FomryYsLeR—'57 ‘Windsor 4-ar., $1,350° : : 
(ps). comfort or vehicle efficiency . . . look to the 
*56 Windsor 4-dr., $825*. 
; 9} 55 Windsor 2-dr, hardtop, $805* (ps); leader. Look to Harrison for the answers. 





Used Imported 


Cars 


ARMONK, N. Y. 

Austin-Healey—'55, $775. 

Fiat—’59 1100, $875. 

Ford (English)—’57 Zephyr 4-dr., $550. 
"62 Consul, $170. 

tan —’ 60 2-dr., $375. 

Renault—’58 4-dr., $675, $640. 

Volkswagen—’59 2- dr., $1,175. 


CHICAGO 
Oltroen—'57, $650*. 
Ford (English)—’57 Squire, $425. 












it—’59 4-dr., $975. 
Volvo—'59 2- dr., $1, 400. 
DETROIT 
Renault—'59 Dauphine 4-dr., $950. 
FLINT 
Volkswagen—’58 2-dr., $1,115. 


"57 4-dr., $850. 

LOS ANGELES 

Alfa-Romeo—’59 Spyder roadster, $2,300. 

Austin-Healey—’55 roadster, $1,020. 

MG—'59 MGA roadster, $1,740; Magnette 
4-dr., $1,630, 

"55 roadster, $1,000, 
Mercedes—'58 219 4-dr., 
Metropolitan—'57 2-dr., 

55 2-dr., $425. 
Renault—'59 Dauphine 4-dr., 

"58 Dauphine 4-dr., $855. 

a—'57 Versailles 4- dr., 
Volkswagen — ’60 2-dr., 

sunroof 2-dr., $1,710. 

"59 2-dr., $1,345, 

"58 2-dr., $1, 265, $1,100. 

55 2-dr., $600. 

"54 sunroof 2-dr., $675. 
Volvo—’59 station wagon, $1,365. 


MASON CITY, IA. 
Renault—'57 Dauphine 4-dr., $695. 
Volkswagen—’'56 2-dr., $800. 


PORTLAND, ORE. 
Flat—'58 1100 4-dr., $500. 
politan—’'57, $725. 


SALT LAKE CITY 
*59 2-dr. hardtop, $970. 


$2,615. 
$765. 


$1,120. 


$300. 
$1,770, $1,705; 


Simca 


NEW YORK 
DEFROSTERS 


LOCKPORT. 
HEATERS + 


HARRISON RADIATOR DIVISION, GENERAL MOTORS CORPORATION. 
AUTOMOTIVE RADIATORS + OIL COOLERS + THERMOSTATS + AIR CONDITIONERS + 


Volkswagen—’'58 2-dr. , $1,225. 
» $680, 


55 2-dr. 
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'56 Special 4-dr. Riviera, $695*, $675* ’53 Bel Air 4-dr., $390*, $305. 





’57 RM 4-dr. Riviera, $1,350* (ps), $1,- ’55 Bel Air (8) 4-dr., $595*, $540*; Bel Victoria, $625*; Fairlane (6) 4-dr, 
300* (ps), $1,265* (ps); Special 4-dr. Air (6) 4-dr., $400*%; Two-ten (6) Del- $585*; 2-dr., $580° (ps), $565*; Cou. 
= e Riviera, $1,095*; Century 4-dr, Rivi- ray, $435; 2-dr., $350. try Sedan (6) 4-dr., $685* (ps), $679» 
era, $1,045* (ps); Super 2-dr. Riviera, ’54 Two-ten 4-dr., $390; Bel Air sport Custom (6) 2-dr, Victoria, $560; ‘ 
se as or u ion rices $1,025* (ps). coupe, $300. dr., $475*; Custom (8) 2-dr., gag 
$380. 


(ps); 2-dr, Riviera, $625* (ps), $620* | CHRYSLER—’58 Windsor 4-dr. hardtop, 
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55 Fairlane (8) 2-dr., $550, $450°, 


(ps). $1,320* (ps). $300*; 4-dr., $360; Fairlane (6) ‘ 
"55 RM 4-dr., $495* (ps); Special 2-dr. ’57 Windsor 4-dr. hardtop, $1,600* (ps). liner, $445*; 2-dr. Victoria, $400* (ps); 
(Continued from Page 57) Riviera, $450*; 2-dr., $400*%; Century ’54 Windsor 2-dr, hardtop, $700*, $500* Country Sedan (8) 4-dr,. $520: Coun. 
$200. 330* (ps) CADILLA O'S)’ de Ville 2-dr, hardtop,| DesSOTO — ’ST Firesweep 2-dr, hardto ontsaeaen Ganon 403 gas. 

’54 Two-ten station wagon 4-dr., $360; "59 (88) 4-dr., $2,375* (ps). $4,010* (ps), *53,900° (ond. $3,850" $805*, $765*. e uta ° " eae, ee —— a 

|_ Bel Air 2-dr., $280. ‘58 (88) Super 2-dr. Holiday, $1,710* (ps), $3,660° (ps); 4-dr, hardtop, §3,-| 56 Firedome 4-dr., $640* (ps), $500°; | MPERIAR-— ‘57, Impermm) s-dr. hardtop, 
53 Bel Air 2-dr., $325. (ps); 4-dr., $1,550* (ps); (98) 4-dr. 935* (ps); (62) conv., $4,000* (ps). 4-dr. hardtop, $465* (ps). o1,Se¢ fm, _ vo (ps); Crown ¢ 

oa 59 (300E) conv., $2,400* or cea gy PP " "5S (62) Coupe de Ville, $2,950* (ps); ’55 Firedome 2-dr. hardtop, $450*, $350* sancuhie’ ee Capet 4-dr. hardtop, g 
. conv ps v., $2,800* ; 5 , . 7 — + 
DeSOTO—'58 Fireflite 4-dr. hardtop, $1,-| °55 (88) 4-dr.. $465*. $2.730° “a 57} SUGEE CO We | mel~/6s ‘Giese > Oe. O2.200". 065* (ps). 
500* (ps), $1,275* (ps). PLYMOUTH—'59 Fury (8) 2-dr, hardtop,| ‘57 (62) 2-dr., $2,185* (ps), $2,030*| °57 Royal (8) 4-dr., $760*; Coronet (8) | M#RCURY—'60 Monterey 4-cr. hardtop, 
FORD—'60 Thunderbird (8) conv., §$3,- $1,925* (ps); Savoy (8) 2-dr., $1,- (ps); Sedan de Ville, $2,090* (ps) 2-dr. hardtop, $700* (ps); Coronet (6) ’ $2,520° (ps). * 
500* (ps); 2-dr, hardtop, $3,375* (ps); 300°. '54 (60) Special 4-dr., $685* (ps), 2-dr., $625* (ps) : 59 Park Lane conv., $2,150° (ps); Men 
Galaxie (8) 4-dr, Victoria, $2,455*| ‘58 Suburban (8) 4-dr., $950°, 53 (62) Coupe de Ville, $475* (ps) - 56 Coronet (8) 2-dr., $530* (ps). terey 4-dr. hardtop, $2,080° (ps), $1,. 
(ps), $2,435* (ps), $2,370* (ps); Fair-| ‘57 Savoy (8) 4-dr., $525*. CHEVROLET—’60 Corvair (6) 4-dr., $1,-| °55 Royal (8) 4-dr., $450*, mo (PS). 
lane (8) 4-dr., $1,835; Falcon (6) 2-| ‘56 Plaza (6) 2-dr., $355. 850°. ’ *' | DSEL—'58 Ranger 4-dr., $790* (ps);| ,58 Montclair 4-dr. hardtop, $1,530* (ps), 
| ar., $1,700, PONTIAC—’57 Super Chief 2-dr., $1,060*| ‘59 Impala (8) sport sedan, $2,210* (ps), Pacer 4-dr., $770*. 57 Montclair 4-dr., $1,245" (ps); Mon- 

59 Galaxie (8) 4-dr, Victoria, $2,040*| (ps), $965; Chieftain 4-dr., $1,015*, $1,990* (ps), $1,980* (ps); conv., $2,-| FORD—'59 Thunderbird (8) conv., $3,100*| ,, trey 2-dr. hardtop, $925%, $900* (ps). 
(ps); 2-dr. Victoria, $1,915* (ps); | RAMBLER—’59 Super (6) Cross Country 180* (ps); Bel Air (8) 4-dr, hardtop, (ps); Country Sedan (8) 4-dr., $1,-| "56 Monterey 2-dr. hardtop, $650*, $529¢ 
Country Sedan (8) 4-dr., $1,975*; 4-dr., $1,860*; 4-dr., $1,560* (ps), $2,010*; 4-dr., $1,625*, $1,600* (ps), 950*; Galaxie (8) 4-dr, Victoria, $1,- ome Pe- ° 
Fairlane (8) 4-dr., $1,450*, $1,310*;| '55 Deluxe 4-dr., $350. $1,550*: Bel Air (6) 4-dr, hardtop, 850° (ps), $1,725* (ps); 4-dr., $1,- 55 or On adr, Rarciep, S510? tp, 

| Custom (8) 2-dr., $1,325°. STUDEBAKER—'59 Regal (8) 4-dr., $1,- $1,865*; 2-dr., $1,560", $1,485, $1,465; 640* (ps); Fairlane 500 (8) 4-dr., $1,- seee’; Cestem scr, S67) Sm, 

58 Fairlane 500 (8) 4-dr, Victoria, $1,- 420*, $1,300; Deluxe (6) 2-dr., $1,- Parkwood (8) 4-dr., $1,625*; Biscayne 600* (ps): Custom 300 (8) 4-dr., $1,- hardtop, $420 
115* (ps). 265. (6) 2-dr., $1,430; Biscayne (8) 4-dr., 480°. OLDSMOBILE—'60 (88) Super 4-dr., 92. 

’S7 Thunderbird (8) conv., $2,350* (ps);| °’55 Champion (6) station wagon, $460. $1,420. : 58 Fairlane (8) 4-dr., $1,200* (ps),| ,,/75° (Ps). 

Fairlane 500 (8) 4-dr. Victoria, $1,- 58 Impala (8) 2-dr. hardtop, $1,690*, $1,075°: 2-dr. Victoria, 940°; 2-dr.,| "59 (98) 4-dr., $2,600 (ps); 4-dr. Hott 
115° (ps); Fairlane (8) conv., $910*; CHICAGO $1,625* (ps), $1,600* (ps); Bel Air $855; Fairlane 500 (8) 4-dr, Victoria, day, $2, 550° (ps); (88) 4-dr. Holiday, 

i far., $675*. (8) sport sedan, $1,425*; 4-dr., $1,- $1,175*, $1,115, $1,100*; Custom 300 $2,200* (ps); 4-dr., $2,165* (ps); (88) 

'56 Country Sedan (8) 4-dr., $650*, Arena Auto Auction, Sale every Tues- 120*; Brookwood (8) 4-dr., $1,410*, (6) 2-dr., $880, $870°. eee eae, CEPee ae. 

55 Country Sedan (8) 4-dr., $500*, (9|day. Prices are for sale of March 1, Sold $1,275*; Biscayne (8) 4-dr., $1,235*:| °57 Fairlane 500 (8) 4-dr. Victoria, $1,-| ‘58 98) conv., $1,960" (ps); 4-dr. Holl. 
pass.), $385*; Country Squire (8) 4-|491 cars from 766 consignments. 2-dr., $1,150, $1,115; Biscayne (6) 4- 070* (ps), $1,030*; conv., $955*; 4-dr., day, $1,890* (ps), $1,705*; (88) Sm 
dr., $440* (ps). BUICK—’59 Invicta conv., $2,455* (ps); dr., $1,160, $1,050". $770*; Fairlane 500 (6) 4-dr., $520*, per 2-dr, Holiday, $1,600° (ps); (i 

a a o, Evemtere 4-dr., $1,550* 4-dr. hardtop, | $2.396° (ps); Blectra| °57 Bel Air (8) sport sedan, $1,140*, $425*: 2-dr. Victoria, $485*; Country oo v., $1,560* (ps); 4-dr., $1, 
; conv., J ps). -dr, hardtop, . * (ps); 4-dr., $2,- $1,025*; 2-dr., $1,055*; 4-dr., $1,000*; Sedan (8) 4-dr., $980*; Country Se- : 
MERCURY—’60 Commuter 4-dr., $2,650* 180* (ps); LeSabre 4-dr. hardtop, $2,- Two-ten (8) a sedan, seen: sta- dan (6) 4-dr., $805*; Ranch Waegen 57 (88) 4-dr, Holiday, $1,430* (pa), 
(ps). 100* (ps). tion wagon, $985*; 4-dr., $965*, (8) 2-dr., $855*, $815*; Fairlane (8) $1,220° (ps), $1,035° (ps); (98) dam, 

59 Monterey 2-dr. hardtop, $1,990* (ps).| °58 Super 4-dr. Riviera, $1,880* (ps),| ‘56 Bel Air (8) sport sedan, $1,005*; 4- 4-dr., $810*; Fairlane (6) 2-dr. Vic- Holiday, $1,300* (ps); (88) Super @ 

"58 Montclair 2-dr, hardtop, $1,200*. $1,600" (ps); 2-dr, Riviera, $1,470* dr., $765"; Bel Air (6) sport sedan, toria, $485*: Custom 300 (6) 4-dr.,| ,, 9°; Holiday, $1,200° (ps). 

54 Monterey 2-dr, hardtop, $110*. (ps); Century conv., $1,650* (ps); 4- $840*; Two-ten (8) station wagon, $640*; 2-dr., $605*. 56 (88) Super 4-dr. Holiday, cay, a 

53 Monterey 4-dr., $220*. dr, Riviera, $1,445* (ps); Special 2- $895*, $585*; One-fifty (6) station| °56 Fairlane (8) 2-dr, Victoria, $810*, $800* (ps); (98) 4-dr, Holiday, 

OLDSMOBILE—’60 (98) 2-dr. Scenic, $3,- dr., $1,015", wagon, $500°, $705*, $700*; 4-dr., $655* (ps); 4-dr (ps); 2-dr. Holiday, $680* (ps); (88) 


* 
q@.. 





says B.W. Dickey, Vice-Pres., The Watkins Motor Co., El Paso, Texas AUTHORIZED 
“Last year, as a test, we installed a phone and listed it only in our aay 
' Yellow Pages advertising. So—when people called that number, 


we knew where they had gotten it. And let me tell you— people SALES @ SERVICE @ PARTS 


found that number all right. We received 12-15 calls per day 

during the test. 

“We have a large Chevrolet operation here in E] Paso, and depend 

on the Yellow Pages to bring in day-in, day-out business for all 
, phases of it. That’s why we use display space under the headings 
of Automobile Dealers — New Cars, Automobile Dealers — Used 

Cars, Trucks, and Automobile Repairing & Service.” 


Are people in your area aware of the makes of cars you sell and KE 2-1631 
the kind of service you offer? Will they find you when they look THE WATRINS MoroR. Co, 
in the Yellow Pages? Advertising messages in the Yellow Pages Wictese 


415 WEST SAN ANTONIO 





under appropriate headings will direct them to you. Start building 
greater AWHERENESS of your business...of your location and CHEVROLET PROSPECTS BECOME 
telephone number now with a Yellow Pages program. Call the WATKINS CUSTOMERS! This display 


Yellow Pages man at your Bell telephone business office for oR oe an Ph pet tephbeade edie 


complete information and assistance. headquarters in El Paso. 






Display this sales-building emblem wherever your prospects can see it. 
The Yellow Pages representative will gladly supply as many as you need. 

















































2-dr. Holiday, $650* (ps); 2-dr., 

"55 (88) 4-dr. Holiday, $715* (ps); 
dr., $660*; 2-dr, Holiday, $550* ‘ee, 
$510* (ps). 

PLYMOUTH—’58 Fury (8) 2-dr. 
$1,530* (ps); Suburban (8) Custom 
dr., $1,135*; 4-dr., $1,050*, $1,010; 
Belvedere (8) conv., $1,075* (ps), 

’57 Savoy (6) 2-dr., $575", 

56 Belvedere (8) conv., $670*; 2dr, 
hardtop, $540*, $500*, $410*; 4-dr,, 
$510*. 

’55 Belvedere (8) 2-dr., $380*. 
PONTIAC—’59 Bonneville 4-dr. Vista, §2,- 
490* (ps); Catalina conv., $2,475" 

(ps); 4-dr., $2,225* (ps). 

°57 Chieftain Safari, $1,070*; 4-dr Ga- 
talina, $840; Star Chief 4-dr., $940*, 

’56 Chieftain 4-dr, Catalina, $600*%; 2 
dr, Catalina, $550*, $515* (ps), 

55 Star Chief 2-dr, Catalina, §$500%, 
$495*. 

’54 Chieftain Safari, $400* (ps). 

RAMBLER—’60 Ambassador (8) Cross 
Country, $2,335. . 

59 Ambassador (8) Cross Country, §i- 
750*; American (6) station wagon, 
$1,275*; 2-dr., $1,125* (ps). 

’58 Super (6) 4-dr., $1,190*. 

55 Custom 2-dr. hardtop, $490°; Super 
Cross Country, $450*. 

STUDEBAKER—’59 Lark (8) 4-dr., $1,- 
325°. ; 

’57 Silver Hawk (6) 2-dr., $705*. 


ARMONK, N. Y. 


Banksville Auto Auction, Inc, Sale = 
Tuesday. Prices are for sale of Marcel” 
Brisk bidding on all units, Again clam 
units brought top money, Prices were im 
on all units with many more buyers than 
sellers. 

BUICK—’56 Special 4-dr. Riviera, $670 

(ps). 

’54 Special 4-dr., $280; Super conv, 
$200* (ps). 

CADILLAC—’57 (62) Coupe de Ville, $2,- 
750*. 

CHEVROLET—’60 Corvair (6) 4-dr., $i 
910*. 

’59 Biscayne (8) 2-dr., $1,425. 

’58 Biscayne (8) 2-dr., $1,440. 

’55 Bel Air (6) sport coupe, $530*. 

’53 Bel Air sport coupe, $400; 2-df 
$330; conv., $170. 

CHRYSLER—’57 NY conv., $1,185* (pe)j 
Saratoga + dr, hardtop, $900*. 

’55 Windsor 2-dr, hardtop, $270* (ps). 
DeSOTO—' 56 Firedome 2-dr. hardtop 

$725* (ps). 

’54 Firedome station wagon, $410*. 

’53 Firedome 2-dr., $165*, $140. 
DODGE—’53 Coronet (6) 2-dr., $110. 
FORD—’59 Galaxie (8) conv., $1,925% 

Fairlane 500 (6) 2-dr., $1,340, 

58 Fairlane 500 (8) 2-dr, Victoria, $h- 
500* (ps). 

’57 Fairlane 500 (8) conv., $1,170* (Dae 
Country Sedan (8) 4-dr., $920*; 
lane (8) 4-dr., $725* (ps); C 
300 (8) 2-dr., $700. 

’56 Fairlane (8) conv., $670* (ps); + 
dr, Victoria, $630*. 

*55 Country Squire (8) 4-dr., $700*; Came 
tom (8) 4-dr., $260*. 

"54 Custom (8) 4-dr., $160. 

’52 Custom (8) 4-dr., $155. 

MERCURY—’58 Commuter 4-dr., $1,485 
(ps). 

54 Monterey 4-dr., $360*; 2-dr, ham 
top, $260*. 

OLDSMOBILE—’58 (88) 4-dr. Holiday, 
$1,650* (ps), $1,525* (ps). 

°56 (88) conv., $785* (ps); (88) Super 
4-dr., $670* (ps). 

’55 (88) 2-dr, Holiday, $415* (ps). 

PLYMOUTH—’57 Savoy (6) 4-dr., $705* 

’55 Savoy (8) 4-dr., $425*. 

’54 Belvedere Suburban, $290. 
PONTIAC—'57 Chieftain 4-dr. Catalina, 

$950*. 

’56 Star Chief 2-dr. Catalina, $485*, 
RAMBLER—’59 Super (6) 4-dr., $1,300. 
’56 Super Cross Country, $790. 

’54 Super 2-dr. hardtop, $260. 
’53 Super 2-dr. hardtop, $245. 
* * * 


— Auctions in Brief — 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (March 2), Buyers and 
cars were here in mass paying strong 
prices for clean sharp cars. Only 1959-1960 
cars took a slight dip with the other 
groups remaining firm, The older model 
cars are still very much in demand, 


Rambler for Weaver 


MURRAY, Utah.—Towne & Coun- 
try Rambler, 4861 S. State, has 
been awarded a Rambler franchise. 
The firm is headed by Dean Weav- 
er, former general manager 
Rancho Rambler, Salt Lake City. 





; Coun. 
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‘ardtop, 
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, $520° 
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» $2,- 
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per 
05. Your biggest automobile buyers, in Chicago 
na, as anywhere else, are the young householders with 
growing and active families to transport. oe 
). 
But nowhere else can you concentrate your 
Se ate : e 
advertising on young families more effectively. Over 
half the circulation of the Chicago Sun-Times 1C a QO 
ale is people 35 and younger! 
and 
oo You’re sure to reach this prime audience when you * 
el run your advertising in the Sun-Times— Sun so | I ime ss 
full color or black and white. 
in- 
as 
se. 
v- 
of 














By Martin L. Whitmyer 
Staff Writer 

Every medium seems to have its 
bright, energetic young men, who 
either have taken over an organiza- 
tion that was down at the heels 
and built it into a profitable busi- 
ness, or founded a company within 
a medium that overnight became 
a leader in its field, In closed-cir- 
cuit television, Nathan L. Halpern 
has made his mark. 

Halpern, in Detroit recently to 
address the Adcraft Club, founded 
Theatre Network Television, Inc., 
11 years ago, bringing to fruition 
an idea that had come to him 
while serving as assistant to the 
president of Columbia Broadcasting 
System in New York. 

TNT has offices today in New 
York, Los Angeles, San Francisco 
and Detroit. Heading the Mid- 
western division and responsible 
for the automotive business is 
John L. Beers, who won his auto- 
motive spurs as merchandising 
and sales promotion manager at 
Chrysler Corp. Prior to joining 
Chrysler Beers was an account 
executive with Young & Rubicam 
Advertising agency in New York. 

In that 11 years, Halpern has 
built TNT into a multi-million dol- 
lar business, and foresees the day 
when a $50 million annual gross 
will be attained, TNT today has 


TURNTABLES 


PORTABLE 


TURNTABLES 


PARAVANE for big cars 
PARAVANETTE for small 


No tools required 






Closed Circuit Growing Fast... 


Auto Advertising 


Hoffman Buick, Kansas City; Cap- 
wLac—Galen V. Boyer, Galen Boyer 
Motors, Inc., Independence; Cuev- 
ROLET—E, A. L. Jantzen, Gene Jant- 
zen Chevrolet Co., St. Louis; 
Curyster—C, H. Martin, Martin 
Motor Co., Springfield. DeSoro— 
Wilbur C. Askew, Askew Motor 
Co., Sedalia. 


Inc., St. Louis; Forp—Roland T. 


AUTOMOTIVE NEWS, MARCH 14, 1960 


better than 85 percent of the 
closed-circuit business. 


In the fierce competitive market 
of the auto world, any new creative 
marketing concept, as a matter of 
hard necessity, is seized upon by 
automotive management. And that 
is why the auto industry has pio- 
neered the use of closed-circuit 
television, 

Automotive companies trail- 
blazed the use of print media and 
were first in radio and commercial 
television for marketing. 


In little more than a decade 
that closed-circuit television has 
been in use, auto makers have 
spent more than $6 million in this 
new medium. Altogether, there 
have been 27 closed-circuit tele- 
casts involving auto makers. 
Latest to use the medium was 

Pontiac, who on Feb. 24 brought 
together 15,000 Pontiac dealers, 
salesmen and factory field men in 
30 cities via a closed-circuit hookup 
from Detroit. It marked the third 
national sales meeting by Pontiac 
in 16 months via the TNT closed- 
circuit network, and the 10th such 
meeting for General Motors and its 
divisions, 

Ford Motor Co. used the medi- 
um last September to introduce the 
Falcon to 1,500 editors and writers 
in 21 cities from coast to coast. 

The two-hour production, which 
ushered in the age of the electronic 
press conference, originated in the 
board room at Dearborn. Newsmen 


Missouri Names 
Group for NADA 
Industry Relations 


JEFFERSON CITY, Mo. — 
Missouri’s new NADA industry 
relations committee has been an- 
nounced by the Missouri Automo- 
bile Dealers Assn. Members in- 
clude: 


Buick — Arthur E. Hoffman, Art 


Dopce—Ray Rixman, Ray Rixman, 



















































ular slot within company organiza- 
pliers for meetings.” 


when every major company will 
have the equivalent of a business 
communications department,” 
said, 
media and choose the best sup- 
pliers.” 


ing future role for advertising 
agencies in business meetings. “The 
chances are ad agencies will ac- 
celerate their development of meet- 
ing media services to supplement 
and expand their major role in 
marketing,” he said. 


Pundmann, Pundmann Motor Co., 
St. Charles; Linco.n-Mercury—Bill 
Greer, Thompson-Greer Motor Co., 
Sedalia; O_psmosie—Ray E. Nolt- 
ing, Ray Nolting Oldsmobile Co., 
Kirkwood. 


Pontiuc—Clint F. Coons, Clint 
Coons Pontiac Co., Inc., St. Joseph; 
RaMBLER—Dave L. Barnes, Rambler 
Central Motors, Kansas City; 
Srupesaker—Ben Lindenbusch, Ben 
Lindenbusch, St. Louis; Import — 
Chris Pratt, Continental Cars Dis- 
tributing, Inc., St. Louis. 


°60 Ford Is Tops 
In Magazine Poll 


LOS ANGELES.—Ford has been 
voted the best ’60 car by the read- 
ers of Motor Life magazine, accord- 
ing to poll results appearing in the 
March issue of the publication. 

A total of 19 percent of the maga- 
zine’s readers who voted selected 
Ford, with 12 percent voting for 
Rambler and 8 percent for Chrysler. 


“Taking the balloting as clues, 
there are some reasons,” Motor Life 
says, “for suspecting why each of 
the leading cars earned their posi- 
tion. For instance: 
“Ford probably won with its styl- 
ing, and to a lesser degree with its 
performance. 

“Rambler placed second mainly 
for its sheer value per dollar of its 

















































More Business, 
ANYONE? 


Fiying Myrio Pennants has proved a sure- 
fire producer for thousands of filling sta- 
tions. No other investment pays off so big 
for so little. Myrio Pennants work 24 hours 
a day flagging in customers, attracting 
more traffic, increasing dollar volume. 
They're hustling salesmen that need no 
supervision, ask no pay, work in all 
weather, Cost as little as 3 cents a foot. 
Don't delay putting them to work for you 
—write for big color illustrated catalog of 
America's finest line of pennants. 


FOREST MFG. CO. 


Dept. AN2, 1231 Main Ave., 
Cleveland 13, Ohio 


being introduced all the time, Hal- 
pern said, “but there are still busi- 
* ” 


audio system, 

First automotive use of the 
medium was by Ford in May, 
1953, when President Eisenhower 
sent greetings from the White 
House to a company meeting in 
Dearborn. 


dium five times. 


1958. The corporation also used 


nical centre at Center Line, Mich., 
back in 1956. 

But Halpern says the medium is 
most important to industry as an 
outlet for business meetings. 


told the Detroit Adcraft Club that 
an estimated $4 billion were spent 
on business meetings in the United 
States last year—more than three 
times the amount spent on all tele- 
vision advertising, and nearly 40 
percent of the total spent for ad- 
vertising in all media. 

“A greater realization is needed 
by industry that it must consider 
business-meeting media just as 
carefully as it considers print 
media, broadcast media and other 
consumer media,” Halpern said. 

“I believe the time has come to 
recognize business meetings as a 
separate communications entity — 
one which might well be called the 
‘meeting media,’” he said. “Surely 
services and facilities, on which 
four billion dollars are spent annu- 
ally, deserve a separate and special 
place in the business world.” 

“Many companies do not recog- 
nize the importance of the business 
meeting,” Halpern said. “It is not 
unusual to find no definite and reg- 


tions for selecting media and sup- 


“And yet the day is not far off 


he 
“trained to select meeting 


Halpern also foresees an expand- 


Important advantages of closed- 
circuit business communications, 
Halpern said, are simultaneous 
national coverage by manage- 
ment; the elimination of wear 
and tear of travel by executives; 
wider coverage of direct manage- 
ment messages to larger numbers 
of dealers and salesmen, and a 
dramatic impact from larger- 
than-life pictures—up to 300 
square feet, at each meeting. 

New aids to communication are 


viewing the program on hotel ball- 
room .screens in their home cities 
put questions directly to Ford man- 
agement by means of a two-way 


In late 1957, Plymouth used the 
medium for a sales hypo for 28,000 
salesmen and dealers in 41 cities. 
Chrysler Corp. has used the me- 


Closed-circuit television also has 
been used by top automotive man- 
agement for policy announcements 
and special events. GM used the 
medium to preview its Motorama 
to 20,000 dealers in 40 cities in 


closed-circuit in dedicating its tech- 


The 45-year-old president of TNT 















































GET YOURSELF A NEW CAR AND A 
NEW WIFE AT DON DRENNEN’S ENSLEY 





DON DRENNE 


CHEVROLET, BUICK, CADILLAC, OPEL, CORVAIR 


2220 Avenue E, Ensley Phone ST 53-101 


Chance of a Lifetime— 


This advertised “invitation’’ to get a 
“new car and a new wife" was extended 
by Don Drennen's Ensley (Chevrolet-Buick- 
Cadillac-Opel-Corvair), Ensley, Ala. The 
offer, appearing in the Birmingham (Ala.) 
News, consisted of a “complete beauty 
treatment" for the wife of every new-car 
buyer. The dealership also invited local 
beauty shops to take part in its promo- 
tion by sending “us a price list on all 
standard services rendered in your shop." 
The beauty shops were asked fo join the 
“list of cooperating beauty shops that 
make a special price’’ to the dealer's cus- 
tomers. Drennen said it would show the 
list to all customers. 


nessmen who consider them new- 
fangled and experimental. The auto 
industry has gone a long way in 
breaking down negative thinking.” 

Halpern listed the following req- 
uisites for improving business- 
meeting communications: 


“More effective organization 
within companies to cope with their 
business communications; a raising 
of professional standards by the 
meeting media; a recognition and 
appreciation of services of profes- 
sional caliber by meeting suppliers 
and accept nothing less, and an 
acceptance of leadership by indus- 
trial companies in the speeding and 


| 
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public relations manager for the 


auto firm, Klein said. 
The Los Angeles adve 


agency was selected to replace Ap. 


derson & Cairns, Inc., New Yo; 


tween client and agency, acco 
dent. 

* * - 
Data on Delaware Valiey 


Philadelphia Inquirer. 


all classified by direct observation, 


ment, 

Philadelphia 1, Pa. 
* * * 

Kathy Lennon a Winner 


Kathy Lennon, a member ot 
the Lennon Sisters who appear 
on Lawrence Welk’s TV show 
sponsored by Dodge, won a Lin- 
coln as a door prize at a dinner 
sponsored by the Rural Life Con- 
ference of the St. Cloud (Minn) 
Catholic dioceses. The sisters en- 
tertained at the dinner. 

* + * 


saluting the 





America on the Move.” 


available by Outdoor Advertising, 
Inc., the industry’s national sales 
organization, have been sent out 
to more than 2,000 members of the 
association and the entire General 
Tire sales organization. 

+ x 


Judges Named for ATA 


Three advertising executives, one 
each from an agency, the trucking 
industry, and a national federation, 
have been named judges in the ad- 
vertising contest sponsored by the 





improving of communications by 
utilizing bold and imaginative new 
techniques.” 

* 


Auto Imports Picks Rep 


Davis, Johnson, Anderson & Co- 
lombatto, Inc., has been named to 
handle advertising for Auto Im- 
ports, Inc., Sherman Oaks, Calif. 
Auto Imports is Volvo distributor 
in 13 Western states. 

Activities of the newly-appointed 
agency and the Auto Imports’ pub- 
lic relations counsel, Ty Jurras- 
Publicity, will be coordinated by 


* * 


Gilbert L. Smith, advertising and 
Oo ——__—_-_ 


Customer Relations Council of the 
American Trucking Assns., Inc. 

The judges are Stanley G. House, 
president of House and Gersten, 4 
Washington advertising firm; Nor- 
man Rowe, advertising manager of 
Fruehauf Trailer Co., Detroit, and 
Donald J, Wilkins, vice-president 
of the Advertising Federation of 
America, Washington. w 

Winners will be announced and 
plaques presented during the Cus- 
tomer Relations Council spring 
meeting Apr. 24-27 at the Hotel 
Statler Hilton, Dallas, All entries 
in the contest will be on display 
throughout the meeting, 

+ cd 


MJ&A Picks Art Team 


MacManus, John & Adams, Inc. 
has retained the art team of Van 
Kaufman and Arthur M. Fitz 
patrick jr, as special consultants 
Kaufman and Fitzpatrick have 
won acclaim for their finished art 
work in a number of fields for 
major advertisers including 
MJ&A’s Pontiac account, They 
have been associated since 1951 


Petry Study Backs Spot TV 


Spot Television ig the “Sure Way 
to Strengthen The Fabric Of Your 
Tire Sales Drive,” reports Edward 
Petry Co., in a study directed to the 
tire and rubber industry, 

Stressing the advantages of using 
“precision tooled” television pre* 
sure to meet specific tire 


the national agency for Volvo, ty : 
permit constant personal liaison be} 


rding HP) 


to E, V. Klein, Auto Imports pregj. 


“Delaware Valley Shopping Cep. 
ters,” an analysis of retail outlets 
in the 14-county Philadelphia Trag. 
ing Area, has been released by the 


The 136-page volume locates ang 
describes some 284 business see. 
tions and shopping centers, catg- 
loguing them by size and type, It 
also indicates the source of traffic ff 
moving to the major centers from 
the 56 sections of the Delaware 
Valley market. About 25,600 estab. 
lishments are designated by type, 


The publication may be purchased 
by writing the Research Depart. 
the Philadelphia Inquirer 


General Tire Salutes Truckers 


General Tire & Rubber Co., Ak- 
ron, and its dealer organization, is 
American Trucking 
Assn. this month on thousands of 
outdoor posters across the nation. 

This is the sixth consecutive year 
that General Tire has dedicated an 
entire month’s poster showing to 
the ATA to stress the vital role 
of trucks in our national economy. 

This year’s poster design pays 
tribute to association members 
with a red and white banner bear- 
ing this message printed across a 
tri-color panel: “Trucks Keep 


Miniatures of these posters, made 








problems, the Petry presentation 
demonstrates how spot’s flexibility 
is being successfully employed by 
certain major tire advertisers. 
According to the study, 

differences in tire saleg potential 
by region and market, point UP 
the importance of a selective ah 
proach in the use and application 
of television advertising. 


cost. 
“Chrysler took third with both its 


styling and its performance.” 
Knudsen Peps Up Pontiac Dealers— 


Silver Opens Renault Deal Typical of the program Theatre Network Television, Inc., puts on for evto makers 

FREDERICKSBURG, Va.—Carl|was the Pontiac closed-circuit telecast for 15,000 dealers, salesmen and field repre- 
D. Silver, Inc, (Renault-Peugeot) | sentatives in Detre. it marked the third time in 18 moaths that Pontiac has used 
has opened at 2508 Princess Anne| closed-circuit te communicate with its dealer ond sales organization. W also marked 
St. the 10th time General Meters or its divieiens have used the medium, 
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ing iD Ranchero 
gutomotive scene, but it will be a 
empact instead of a full-sized 
model. 

; The Falcon Ranchero, which 
en- | will be introduced about March 26, 
lets js a stylish pickup truck with an 
ad- g00-pound payload capacity and 
the 31.6 feet of cargo space. It will be 
at $1,882 including Federal 
tax and dealer prep. 






ind 


ec- § word's first Ranchero pickup ar- 
ta- Bived in the 1957 model year. It was 
It Fopped from the standard Ford 
fic ine this year. 
om § The compact Ranchero can save 
are @. truck operator as much as $200 
ab- year, according to Wilbur 
Pe, Bthase, Ford division truck market- 
n. Bing manager. 
ied § He based the estimate on lower 
rt- purchase price, less expensive tires, 
er : ‘ 
swer license fees, reduced insur- 
ce rates, greater fuel and oil 
eonomy and less expensive body 
repair. 
ot James O. Wright, division general 
w Emanager, said the Falcon Ranchero 
w Eoould result in a multimillion-dollar 
- Eincrease in business and agricul- 
w @ural profit margins. 


\- He said many businesses are 
) operating trucks that exceed their 
+ hauling requirements because of 
the lack of an economy-sized 
truck. 
“Surveys indicate that about 20 
k- gpercent of the pickup trucks oper- 
d in America never haul more 
than a 750-pound payload,” he said, 
‘while average pickups are of the 
half-ton variety.” 
This unused hauling capacity, he 
mid, means that a substantial por- 





Obituaries 


Sidney Levy 
WANTAGH, L, I.—Sidney Levy, 43, re- 
gonal sales manager for Auto Imports, 
lid., Renault distributor for Long Island 
amd Connecticut, died of a heart attack 
Feb, 27. He also was sales director in the 
U. 8. for Norelco auto radios, 
* * * 


Mortimer E. Springer 
MORAVIA, N. Y.—Mortimer E, Spring- 
«, 73, a former auto dealer, died March 
tin Auburn Memorial Hospital, 
* * * 


Foster S. Paden 
LOS ANGELES.—Foster S. Paden, 76, 
a member of the firm of Bliss & Paden 
(Chevrolet), died March 6. He was a for- 
mer Paige, Jewett and Pontiac dealer and 
vas with Moon before becoming a dealer. 
* * 


Howard Camnitz Sr. 
LOUISVILLE, Ky. — Howard Camnitz 
im, 78, who retired last month as sales 
- manager in the parts department of Mont- 
e @mmery Chevrolet here, died at his home 

March 2. He was the star pitcher for the 
e Pittsburgh Pirate club which won the 
National League pennant in 1909, 
* * * 


Thomas F. Palmer 

SCRANTON, Pa.—Thomas F. Palmer, 
®, founder of Palmer Transfer, Inc., and 
4 pioneer in the trucking industry in this 
Mart of Pennsylvania, died March 2, He 
Yas a former president of the Pennsyl- 
‘ania Motor Truck Assn, and the Wyom- 
ing Valley Traffic Club, 

* * 
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John W. Bryson 
SAVANNAH, Ga.—John W. Bryson, an 
iuto-dealership executive for many years, 
fied Feb. 24. He was associated with his 
father’s firm, T. A, Bryson & Sons, until 
it closed and later was sales manager for 
Vannah Lincoln-Mercury and manager of 
Bowyer Motor Sales Co, 
* * * 


Walter B. Sparks 
HOT SPRINGS, Ark.—Walter B. Sparks, 
8, an auto dealer here, died March 1, 
ee 


Thomas J. O’Rourke 
BUFFALO.—Thomas J, O’Rourke, 71, 
Msociated with Pierce-Arrow for 30 years, 
fied March 4. He was passenger-car sales 
Manager and later was assistant to the 
President. In 1937 he was named general 
tales manager. 


* * + 
M. C. McDonald 
SANTA ROSA, Calif.—M. C, McDonald, 
58, a Chevrolet dealer here for more than 
% years, died Feb, 28. 
k * * 


Johnathan H.. Heinrich 

ROCHESTER, N. Y.— Johnathan H. 
Heinrich president of Heinrich Motors, Inc, 
(Chevrolet) here since 1946, died in Deer- 
field Beach, Fla., March 7, while vacation- 
ing. Mr. Heinrich joined Heinrich Motors 
in 1940. The firm was founded in 1921 by 
Mr. Heinrich’s late father. 

* * * 


Harold S, Weiser 
-BELOIT, Wis.—Harold 8. Weiser, 52, 
Owner of the Chevrolet-Cadillac dealership 
here, died March 2, 
* * * 
Neal. Barnes 
CENTRAL CITY, Ky.—Neal Barnes, 69, 


= se eee CUO 


Pital at Owensboro, Ky. 
* * * 


Edmond Labbe 
BERLIN, N. H.—Edmond Labbe, 55, 
Proprietor of Labbe’s Motor Sales, died at 
home Feb, 9. 
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theiford High on Falcon Pickup’s Value... 


Ranchero Hailed for Economy 


EARBORN.—Ford division’s| tion of the annual operating cost is 
is returning to the! an unnecessary expense which eats 


into profit margins. 

Wright estimated that the Ranch- 
ero could save truck operators $100 
million a year in fuel bills. 

He arrived at the figure by rea- 
soning that a million operators of 
larger-t han-needed pickups could 
save $100 a year apiece if they used 
a vehicle more suited to their re- 
quirements. 

Like the Falcon sedans and sta- 
tion wagons, the Ranchero has a 
six-cylinder, 90-horsepower engine 


that displaces 144.3 cubic inches. It 
is of unitized construction, has a 
109.5-inch wheelbase and is 189 
inches long, 55 inches high and 70.6 
inches wide. 

Certain rocker panels, brackets 


and other underbody components 
are protected from corrosion by a 
rustproofing process in which the 
steel is treated with a zinc coat- 
ing. Bolt-on front fenders facili- 
tate replacement and repair. 

With the tailgate closed, the load 
floor is 71.6 inches long. The load 
floor is 21.6 inches from the ground, 
and Ford claims this saves the oper- 
ator more than 100 foot-pounds of 
lifting each time a 500-pound pay- 
load is placed in the vehicle. 

Automatic transmission is avail- 
able on the Ranchero. Other options 
include radio, heater, padded dash 
and visors, seat belts, windshield 
washers and a deluxe interior-ex- 
terior trim package. 





Cuban Story Is Challenged 


Eprror’s Note: It has been call- 
ed to the attention of AUTOMOTIVE 
News that-its article on the Cuban 
dealer situation, appearing in our 
issue of Oct. 19, 1959, is challenged 
in the following particulars: 


1. The photo showed the 23rd 
Street showroom of Ambar Motors. 
The main offices and operations of 
Ambar Motors are located in Am- 
bar Motors’ Centro Tecnico in Via 
Blanca, Havana. 

2. “Mr. Barletta was not in 
exile in Italy, never was and is 
presently in Havana.” He is not 
“running” from the Cuban gov- 
ernment and has not taken up 
residence in Italy. “He has taken 
an annual trip to Italy for years, 
where part of his extensive chari- 
ties are located.” 

3. Mr. Barletta was not “ex- 
tremely friendly” to Batista . 
“He is president of the newspaper 
‘El Mundo,’ a highly regarded in- 
dependent newspaper whose edi- 
torials against the Batista dictator- 
ship are a matter of public record.” 

“Special favors, such as custom 
exemptions, were never granted to 
Mr. Barletta or Ambar Motors, 
Laws existing prior to Batista per- 
mitted assembly plants to operate 
in Cuba. Modifications were made 
during the Batista regime, and an 
associate company of Ambar Mo- 
tors applied and was granted ex- 
emptions under the law, as were 
other distributors.” 

4. Mr. Barletta’s son is president 
of Ambar Motors. He was not con- 
tacted in’ the preparation of the 
story. 

5. “The Cadillac motor car was 
not a sign of corruption . .. The 
most respectable people in Cuba, 
including the U. S. embassy, ride 
in Cadillacs.” 

6. “There was never any special 
effort to supply Batista’s govern- 
ment with vehicles. The fact is all 
Cuban governments (including the 
present government) have pur- 
chased vehicles from Ambar Motors 
and other U. S. vehicle distributors 
during the last 15 years. During 
April, 1958, approximately 100 ve- 
hicles were sold by Ambar to the 
Cuban government from units in 


U.S. Dealerships 
Begin Displaying 
New DKW 750 


SOUTH BEND.—tThe first public 
exhibitions of the DKW 750 are 
being held by dealers in many 
U.S. cities, according to F. L. Arm- 
strong, general sales manager, Mer- 
cedes-Benz Sales, Inc, 

The DKW 750 is a five passenger, 
two-door sedan manufactured by 
Auto Union, West Germany, and 
distributed in the U. S. by Mer- 
cedes-Benz Sales. The price is $1,665. 


“Only the DKW 750 in the ‘price 


Fetired auto dealer. died Feb. 3 in a hos-| field below compacts has such fea- 


tures as inboard racing-type turbo 
brakes, a four-speed fully synchro- 
meshed transmission and individual 
four-wheel suspension,” Armstrong 
said. 





stock. Other Cuban distributors sold 
similar quantities at this time.” 

7. “The Barletta family has been 
outstanding General Motors distrib- 
utors in different areas for about 
40 years and have always been 
highly regarded by manufacturers 
and public.” 

* a. ok 

Eprror’s Note: Automotive News 

obtained the data for its article 
from what we considered reliable 
sources but, in our publication’s 
tradition of fairness, we are glad 
to publish the foregoing and ex- 
press regret for any unfair infer- 
ences which might have been 
drawn from the article. 














Insurance Official Raps 


Lower Compact Rates 

CHARLESTON, W. Va. — Re- 
duced rates for compact cars 
pose a problem for the insurance 
industry, according to Harold G. 
Evans,. president of American 
Casualty Co., Reading, Pa. 

Addressing a meeting here, 
Evans said repair costs of the 
smaller cars are almost twice as 
high as for standard cars and 
that passenger injuries in the 
smaller vehicles seem to be more 
serious. 
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Staley to Address 
Detroit Sales Rally 


DETROIT.—Kenneth E. Staley, 
general sales manager of Chevro- 
let, will be the keynote speaker at 
the 11th annual sales rally of the 
Detroit Sales Executive Club March 
22 at Ford Auditorium. 

Staley, who established an owner- 
relations department upon becom- 
ing sales chief last August, will 
discuss “The Importance of Owner 
Relations in Selling.” 





Kansas City Show Draws 
116,712 Despite Big Storms 


DETROIT.—Despite. the city’s 
worst late-winter snowstorms in 
three decades, the 42nd annual Kan- 
sas City auto show reported a nine- 
day attendance of 116,712, compared 
with 112,800 a year ago. 

“We were lucky to do that well,” 
said William V. Egelhoff, secre- 
tary-manager of the. Motor Car 
Dealers Assn. of Greater Kansas 
City. “A strong turnout the last 
two days saved us; people just 
must have gotten used to the bad 
weather by then.” 

Dealers generally were pleased 
with the results, he added, and felt 
that this year’s visitors showed 
more interest in the exhibits. They 
are looking for increased showroom 
traffic when the weather improves, 
Egelhoff said. 

In Knoxville, Tenn., it was an- 
nounced that Bob Crosby will be 
master of ceremonies of the stage 
revue at the Apr. 14-17 auto show 


in the Chilhowee Park Administra- 
tion Building. 

A parade Apr. 14 will kick off the 
four-day exhibit. Taking part will 
be Crosby, Homer and Jethro, 1960 
model cars and antique autos. 

The New Car Dealers Assn. of 

Greater Fort Worth and the Fort 
Worth Star-Telegram announced 
they will sponsor an auto show 
‘May 8-10 in the Will Rogers Ex- 
hibit Building. 

No floor sales will be allowed, ac- 
cording to Sam Fleming (Buick), 


president of the dealer association. 


The show committee includes 
Fleming, Jack Williams (Chevro- 
let), Bob Campbell (Oldsmobile) and 
Clyde C. Westfall. 

The third annual foreign-car 
show in Norfolk, Va., will be held 
May 20-22 in the Norfolk Arena, 
according to Howard Stanley, di- 
rector. 





Largest Stock 


BRITISH CAR PARTS 


HEPOLITE—Pistons & Rings 
WELLWORTHY—Pistons & Rings 
JAMES—Valves & Guides 
TERRY—Valve Springs 
PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—Ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings 
RANSOME & MARLES—Ball & Roller Bearings 


WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 
e other top lines 





in the U.S.A. 


GERMAN CAR PARTS FRENCH CAR PARTS 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 

F & S—Clutches 

REINZ—Gaskets 

SIMRIT—Oil Seals 
SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
WELLA—Lamps, Horns 
BOSCH—Spark Plugs & Ignition 
ENERGIT—Brake and Clutch Linings 


@ other top lines 


ITALIAN CAR PARTS 


MARELLI—Ignition, Spark Plugs AKRON—Oil Seals, Rad. Hose 
R.1.V.—Bail and Roller Bearings 


SPESSO—Gaskets 


MONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 

VANDERVELL of FRANCE—Engine Bearings 
COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 

SOCIETE S.E.V.—ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


@ other top lines ‘ 


@ other top lines 


Quick Service Available in All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY oaly Dealers may apply for cataleg 
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Walkout at Peffle 
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Ford in Dayton... 








Union-Shop Demand Stirs Strike 


By Frank Gawronski 
Staff Writer 
TRIKES, contract negotiations 
and representation elections 
highlighted the labor news from 
dealerships around the country last 
week. 

In Dayton, O., T. D. & P. A. Peff- 
ley, Inc, (Ford) was 
struck by 34 shop 
employes who walk- 
ed off their jobs 
after contract nego- 
tiations broke down. 

The employes are members of Ma- 
chinists Local 225, 

Irwin Gerard, Federal mediator, 
said the issues primarily concern 
wages and the demand for union 
security, by which the union means 
a modified union shop. 

Gerard, who has participated 
in the last two of eight negoti- 
ation meetings, said he will con- 
tinue to maintain contact with 
both sides. 

No additional meetings have been 
scheduled, Gerard said Thursday. 

T. D. Peffley, dealership presi- 
dent, said, “We've made all the con- 
cessions that we think we can 
make, For 44 years we've tried to 
be right on level with everybody.” 
Robert Raines, special represen- 
tative for the union, declined to 
comment on the dispute. 

The union won bargaining rights 
at Peffley and two other dealer- 
ships last October, The elections, 
conducted by the National Labor 
Relations Board, were the result of 
a@ campaign by the Machinists to 
organize service employes in Day- 
ton-area dealerships. 

* * * 
ir BUFFALO, pickets were with- 
drawn from Brost Motors, Inc. 


(Dodge), after service department 
employes voted 15 to 8 in favor of 
union representation, The balloting 
ended a two-week strike against 
the dealership. . 

As a result of the NLRB elec- 
tion, Machinists Local 1053 and 
Teamsters Local 375 will be cer- 
tified as collective bargaining 
agents for the 29 service em- 
ployes. 

Orr Mellott, Machinists organ- 
izer, said the NLRB is continuing 
its investigation of an unfair labor 
practice charge which alleges that 
the company discharged five men 
for union membership and activi- 

ties. 
* * * 

N HAW ATI, successful conclu- 

sion of contract negotiations 


High Demand Seen 
For Glass by LOF 


TOLEDO. — Libbey-Owens-Ford 
Glass Co. expressed confidence that 
demand for glass would remain at 
a high level in the decade ahead 
as the company issued its annual 
report on record-breaking 1959, 

The company set a sales record 
at $306,734,077 last year, 41 percent 
above the 1958 sales total of $216,- 
900,913. Profit more than doubled 
from $21,445,309 in 1958 to $53,745,- 
152 last year, The profit total was 
49 percent above the previous rec- 
ord set in 1955. 


To protect the American glass 
industry from imported glass from 
low-wage countries, LOF called for 
some form of trade controls, prob- 
ably import quotas, 





2.7 Million Cars Junked— 
Lowest Rate Since 1953 


DETROIT.—Auto scrappage fell 
to a six-year low of 2,769,272 units 
in 1959, according to R. L. Polk & 
Co. The 1958 figure was 4,219,777, 
Polk said, 

On the truck side, Polk said 
scrappage was the lowest since 
1948. The statistical agency re- 
ported that only 372,085 commer- 
cial vehicles left the road last 
year, compared with 502,240 in 
1958. 

Polk’s car-truck scrappage figure 
was 3,141,357, compared with 4,722,- 
017 in 1958 and a postwar high of 
4,939,461 in 1957. 


According to Polk, last year’s car 
scrappage represented only 46 per- 
cent of the 6,026,500 new cars sold. 
This figure was 72 percent in 1956 
and 1957 and climbed to 94.6 per- 
cent in 1958. 

The low scrappage rate pushed 
the nation’s passenger-car popula- 
tion to 58,032,380 at the end of 1959, 
Polk said. It was a gain of more 
than 3.25 million units for the year. 

Car scrappage amounted to only 
4.77 percent of the cars in use, Polk 
said, the lowest figure since 1949. 

Light scrappage and rebound- 

ing sales likewise boosted the 

truck population, Polk said there 

were 11,002,985 trucks on the road 

at the end of 1959, compared with 
a@ year earlier. 

The ratio of truck scrappage 
(372,085) to new-truck sales last 
year (940,181) was put at 39.5 per- 
cent, and the ratio of scrappage to 
trucks to trucks in use was 3.38 
percent. 

Polk said there were 69,035,365 
vehicles on the road at the end of 
last year, compared with 65,210,041 
at the end of 1958. The year-to-year 
gain of 3,825,324 vehicles was the 
greatest since 1955. 

Polk reported that when it began 
compiling scrappage data in 1925, 
there were 15,350,088 passenger 
cars. Since then, 116,711,106 new 


Fincher Named to C of C Post 


MIAMI.—Dick Fincher, local auto 
dealer, has been named to a five- 
member State Chamber of Com- 
merce advisory committee. The lat- 
ter will serve with the Legislature’s 
interim committee on public roads 
and highways. 





cars have been registered, and 74,- 
028,764 have been scrapped, leaving 
58,032,380 on the road. 

Average car scrappage for 35 
years was 2,115,107, Polk said. 

In the truck field, the company 
counted 2,126,216 units at the end 
of 1924. Another 21,025,154 were sold 
in the next 35 years, and 12,148,385 
were junked. This left a truck pop- 
ulation of 11,002,985. 

Polk said truck scrappage aver- 
aged 347,097 for the a5-year period. 


with two dealerships in Wailuku 
has been announced by the Inter- 
national Longshoremen’s and 
Warehousemen’s Union. 


Contracts have been signed 
with Valley Isle Motors (Ford) 
and Maui Dry Goods and Gro- 
cery Co. (Oldsmobile). The union 
also has a contract with Von 
Hamm Young Co, (Dodge) in 
Lihue Kauai, Hawaii. 

The Valley Isle contract is re- 
troactive to Dec, 1 and calls for 
“substantial wage increases,” with 
first class mechanics receiving $1.95 
an hour. Fringe benefits include 
seven paid holidays, 80 hours of 
paid sick leave and hospital, medi- 
cal and surgical insurance, 


In Covington, Va., the NLRB has 
ordered a representation election 
among service and parts depart- 
ments employes at Covington Motor 
Co., Inc. (Ford), The employes will 
vote for or against Machinists 
Local 697. 


In Lansing, another NLRB elec- 
tion has been ordered among all 
service shop employes at Dean & 
Harris, Inc. They will be asked to 
vote for or against Amalgamated 
Local 93, Retail, Wholesale and De- 
partment Store Union. 

oe * ed 


THE factory front, Mack 
Trucks, Inc., closed its three 
bus and truck assembly plants in 
Allentown, Pa. indefinitely because 
of a labor dispute in Plainfield, 
N. J, 


Three thousand employes were 
laid off until the “situation returns 
to normal,” a company spokesman 
said. 


Mack announced last fall that 
it would close its Plainfield plant 
in two years and consolidate its 
Allentown and Plainfield opera- 
tions at one site, as yet undis- 
closed. 

On Feb. 13, the 1,350 production 
workers at the Plainfield plant, 
which makes parts, refused to work 
overtime. They have continued that 
stand, and the flow of parts to the 
Allentown plant has been cut back. 


The company cited the parts 
shortage as the reason for the shut- 
down in Allentown. The company 
said the duration depends entirely 
on how soon the situation returns 
to normal] at Plainfield. 


Allentown production workers 
are members of the United Auto 
Workers. The Plainfield). employes 
said they were refusing to work 
overtime because the company has 
not assured them of jobs in the fu- 
ture and they need time to look 
for other jobs. 








Corvair Wins Award— 


The Corvair has been named the ‘most 
significant car of 1950" by Motor Trend 
magazine. Here, Walter A. Woron, left, 
Motor Trend editor, presents the trophy 
symbolic of the achievement to Edward N. 
Cole, Chevrolet general manager. Woron 
said the award was based on the advanced 
engineering of the Corvair rear-installed 
air-cooled engine, the transaxle and inde- 


ndent suspension. 
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Dealer Admits 
False Advertising, 
Draws $58 Fine 


DES MOINES.—William Loog 
owner of Bill Loos Motors, was fineg 
$58 after pleading guilty to fraudy. 
lent advertising and offering a cay 
for sale without having the title ip 
his name. 

He was fined $25 on each count, 
plus $8 court costs by Justice of the 
Peace Dorothy Nelson. 

Mrs. Nelson said Loos advertised 
in a neighborhood shopping guide 
a line of ’60 models without having 
them in his possession. She said he 
also offered for sale a '60 mode] 
which was not titled in his name, 
This is a violation of a State law, 

R. Herman Clark, of the State's 
dealer license division, said he dig. 
covered the infractions when he vis. 
ited Loos’ lot to check the adver. 
tisement. 
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Cole Says Corvair Capturing 7 
25 Pet. of Chevy Coast Sales |* 


DETROIT.—Reiterating his con- 
fidence that 1960 new-car sales will 
reach 7,000,000, including imports, 
E. N. Cole, general manager of 
Chevrolet, reported last week that 
Corvair sales now comprise 13 per- 
cent of his division’s total registra- 
tions thus far but “should reach 15 
to 18 percent” by year’s end. 

Cole spoke at a press luncheon, at 


which he received Motor Trend|that he expects the compact car to 


magazine’s “Car of the Year” award 
for the Corvair. Walter A. Woron, 
editor of Motor Trend, said the Cor- 
vair’s air-cooled engine, transaxle 
and four-wheel independent suspen- 
sion were the main factors in selec- 
tion of the compact car. 

“At first, we thought Corvair 


Vermont Use Tax 


Working Smoothly 


MONTPELIER, Vt.— Vermont’s 
new purchase and use tax on motor 
vehicles became effective March 1, 
and although there were a few 
wrinkles in administration of the 
new statute, a Motor Vehicle De- 
partment official said “little con- 
fusion is expected in collecting the 
new tax.” 

The law imposed a levy on the 
purchase of a motor vehicle in 
Vermont by a resident or purchase 
by a Vermonter of a car outside 
the state for use in Vermont, It 
is expected to raise $1,200,000 in 
revenue during its first 16 months 
of operation. 


35 Years of Auto Scrappage 


New Cars Sold 


Number 
2,967,755 
3,228,695 
2,623,538 
3,139,579 
3,880,247 
2,625,979 
1,908,141 
1,096,399 
1,493,794 
1,888,557 
2,743,908 
3,404,497 
3,483,752 
1,891,021 
2,653,377 
3,415,905 
3,731,166 

593,191 
1,829,747 
3,177,376 
3,490,952 
4,838,342 
6,326,438 
5,060,903 
4,158,394 
5,738,989 
5,535,464 
7,169,908 
5,955,248 
5,982,342 
4,651,002 
6,026,500 


Number 
15,350,038 
17 485,627 
18,915,260 
19,410,175 
20,673,852 
22,599,701 
22,345,090 
21,484,450 
19,752,283 
19,300,336 
20,725,926 
22,015,052 
23,846,488 
25,330,584 
24,455,012 
25,754,387 
27,157,554 
28,968,114 
24,218,562 
26 464,525 
29,153,708 
31,789,143 
35,407 444 
39,418,772 
40,767 855 
41,788,260 
45,061,313 
47,105,777 
51,028,249 
52,670,738 
54,343,927 
54,775,152 


Year 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 


1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 


1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959 


Surviv- 
ing at 
End of 
Year 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1944 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 
1958 
1959 


Total Cars 
Barring 

Scrappage 
18,317,793 
20,714,322 
21,538,798 
22,549,754 
24,554,099 
25,225,680 
24,253,231 
22,580,849 
21,246,077 
21,188,893 
23,469,834 
25,419,549 
27,330,240 
27,221,605 
27,108,389 
29,170,292 
30,888,720 
29,561,305 
26,048,309 
29,641,901 
32,644,660 
36,627,485 
41,733,882 
44,479,675 
44,926,249 
47 527,249 
50,596,777 
54,275,685 
56,983 497 
58,653,080 
58,994,929 
60,801,652 


"Includes cars taken out of service, presumably due to wartime restrictions. 
**The figure under ‘Survivors’ (Col. 7) for 1946 includes cars out of registration in the 1944 count estimated at upwards of one 


million units. 


Number 
17,485,627 
18,915,260 
19,410,175 
20,673,852 
22,599,701 
22,345,090 
21,484,450 
19,752,283 
19,300,336 
20,725,926 
22,015,052 
23,846,488 
25,330,584 
24,455,012 
25,754,387 
27 157,554 
28,968,114 
24,218,562 
26,464,525** 
29,153,708 
31,789,143 
35,407 444 
39,418,772 
40,767,855 
41,788,260 
45,061,313 
47,105,777 
51,028,249 
52,670,738 
54,343,927 
54,775,152 
58,032,380 


Scrap- 
page 
% to New 
Cars Sold 
28.04 
55.72 
81.14 
59.75 
50.37 
109.70 
145.10 
257.99 
130.25 
24.51 
53.02 
46.21 
57.40 
146.30 
51.03 
58.92 
51.47 


Scrap- 
% ie Cons 
in Use 
4.76 
9.51 
10.97 

9.07 
8.65 
12.89 
12.89 
14.32 
10.08 
2.23 
6.61 
6.60 
7.89 
11.31 
5.26 
7.41 
6.63 
22.06 


Cars Failing 
To Reregister 
or Scrappage 


832,166 
1,799,062 
2,128,623 
1,875,902 
1,954,398 
2,880,590 
2,768,781 
2,828,566 
1,945,741 

462,967 
1,454,782 
1,573,061 
1,999,656 
2,766,593 
1,354,002 
2,012,738 
1,920,606 
5,342,743* 

( 416,216)t 

488,193 

855,517 
1,220,041 
2,315,110 
3,711,820 
3,137,989 
2,465,936 
3,491,000 
3,247,436 
4,312,759 
4,309,153 
4,219,777 
2,769,272 


15.36 
24.51 
25.22 


1.67 


5.98 
7.57 
7.34 
7.70 
4.77 


72.03 
94.60 
45.95 


{This minus figure is presumed to be the result of the reregistration of cars which had been out of service during the war. 
Compiled by and property of R. L. Polk & Co. 





sales would take about 18 to 2% 
percent of Chevrolet’s total regis- 
trations,” Cole said. “Thus far the 
total is 13 percent, which repre- 
sents plus business for us since 
our regular-size cars are selling 
at the same pace as a year ago. 

“Corvairs now comprise from 25 
to 30 percent of our sales on the 
West Coast,” he reported, adding 


reach 15 to 18 percent of Chevro- 
let’s total. sales for 1960. 

Corvair sales during January and 
February totalled 35,000 units, he 
revealed. 

In addition to 7,000,000 new cars 
(including imports) which Cole be- 
lieves will be sold in the U. S. in 
1960, he estimated that one million 
trucks also would be registered. 


Cole figures Chevrolet will sell 
an alltime high of 1,800,000 cars 
and 365,000 trucks this year—a 
total of 2,165,000 vehicles, which 
would top 1955 when slightly more 
than 2,000,000 vehicles were sold. 

Replying to a question, Cole re- 
peated his previous assertion that 
Chevrolet has no small car in the 
works to compete with the small 
European cars. Cost and size of the 
potential market are stumbling 
blocks in developing a small U. S. 
car to compete with these imports, 
he said, “but we could change our 
mind some day.” 

He feels that present compact 
cars can be even more competitive 
with the smaller imports. 

James O. Wright, Ford divi- 
sion general manager, last week 
reported that sales of 1960 Fords 
through February totalled almost 
535,000 units, an increase of 5 
percent over the like period for 
59 models. 

Since ’60 model introduction, 
Ford dealers have built up an esti- 
mated competitive lead of about 
100,000 vehicles, he added. The con- 
ventional Ford accounted for 8 
percent of the sales through Feb- 
ruary, Wright said. 

He made the following sales com- 
parison of each Ford line with 
those of Chevrolet: The conven- 
tional models are ahead by about 
11,000 units; the Falcon leads by 
almost 60,000 units, and the Thun- 
derbird, with sales of more than 
29,000, ‘has a 10-1 margin. 


Title, Sunday Bills 
In Ky. Senate 


FRANKFURT, Ky.—An auto title 
bill and a proposal: to ban auto 
sales on Sunday have been intro 
duced in the State Senate. 

The title bill would be adminis- 
tered by the State Police and 
would require a certified title of 
ownership on every car registered 
in Kentucky. State Police claim 
the ease with which cars now cal 
be registered makes the- state a2 
attractive outlet for stolen autos. 

The Sunday sales ban would ex- 
empt those who believe the Sabbath 
should be observed from sunset 
Friday to sunset Saturday and who 
refrain from doing business during 
those hours. The bill covers nego 
tiations as well as actual sales 
applies to both new and used cars. 
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Committee Chiefs, Members 


Charges Expulsion Plot... 
Former Tenn. Dealer 


‘alSues Eight 


audu- 
& car 
tle in 


CHATTANOOGA, Tenn.—A mil- 
jion-dollar damage suit growing out 
of a chain-referral sales plan has 
been filed in U. S, District Court 


re. 
rhe plaintiff is Milton D. Hix, 
a former used-car dealer. He 
charges that the defendants con- 

to ruin his business by per- 
gsuading customers to file lawsuits 
against him in order to put him 
out of business. 

Defendants are eight auto deal- 
erships, 10 officials of those firms 

nd the Tennessee Automotive 
Assn. and the Chattanooga Auto- 
mobile Trades Assn. 

The license of Hix Motor Co. was 
suspended by the Tennessee Motor 
Vehicle Commission in the fall of 
1956. The six-month suspension took 
effect Oct. 1, 1956, and the Hix firm 
did not resume business at the end 
of that period. 

At the time of the 1956 hearing, 
Carroll G. Oakes, commission chair- 
man, said the suspension was order- 
ed because of “misstatements and 
misrepresentations by salesmen, 
sales manager, owner and advertis- 
ing agents and representatives of 
the company in violation” of sec- 
tions of the Tennessee Public Acts 
of 1955. 

Chain-referral plans have appear- 
ed throughout the country in recent 
years, In general, they offer auto 
buyers a chance to pay for their 
cars with bonuses earned by send- 
ing other customers to the dealer- 
ship. 

In his complaint, Hix said he 
instituted such a program in May, 
1955, and that it was immediately 
successful. He said he sold 58 new 
and about 50 used cars in three 
weeks. 

He claimed that about a month 
later, the defendants became 
alarmed at his success and con- 


Chrysler Designs 
Air Conditioner 
For Compacts 


DAYTON, O.—Engineers at Air- 
temp division, Chrysler Corp., have 
developed a compact-car air condi- 
tioner which can be installed in 
the field. 

Slim in appearance and styled to 
match the car interiors, the unit 
employs an evaporator coil with 
quarter-inch copper tubes and alu- 
minum fins spaced 13 to the inch. 

Paul W. Wyckoff, chief engineer 
and products director, emphasized 
that the trick is to miniaturize 
size without miniaturizing perform- 
ance, The compact Chrysler evap- 
orator coil, in combination with 
twin blowers, cools the car on a 
ll0-degree day to comfortable tem- 
perature within seven minutes, 
Wyckoff said, 

unit is marketed by the 
Chrysler’s MoPar division under 
trade name “Cool-Aire” and 
Can be installed in any recent 
Chrysler-made automobile. 

According to Wyckoff, the unit 
will deliver 240 c.f.m. for good air 
mixing throughout the car. A four- 
way control of air direction assures 
— cool air distribution, he 


Moskvich Importer 


Not a Ford Dealer 


DETROIT.—Robert Castle, Syra- 
Cuse Renault-Vespa dealer who has 
signed a trade agreement to distri- 
bute 5,000 Moskviches a year in the 
U. S. for two years, has been incor- 
rectly identified as a Ford dealer. 

His father owns a Ford dealership 
in Herkimer, N. Y., but the son has 

no connection with that dealer- 

P since 1955, according to the 





Ford Motor Co. 

Meanwhile, in Washington, Sen- 
ator Vance Hartke, Indiana Demo- 
rat, called upon the Administra- 
tion to block the sale of the 


Russian cars in this country, He 


uated that the Soviets plan to 
dump” them to gain a part of the 
imported-car market. 





Rivals 


spired to ruin him by persuading 
purchasers to file suits against him. 


Hix contended that the defend- | 


ants urged his customers to have 
Attorney Keith Harber file the 


Ohio Refuses 
Tags for 18 Cars 
Sold by Popovic 


CLEVELAND.—Eighteen persons 
who failed to get titles to autos 
bought from the bankrupt N. J. 
Popovic, Inc., must get a final court 
order before they can get 1960 
license plates, Attorney General 
Mark McElroy has ruled. 

Last summer Common Pleas 
Judge Saul S. Danaceau directed 
Mutual Finance Co., which floor- 
planned the Popovic cars, to turn 
over the titles to the buyers. This 
action was blocked when the finance 
firm appealed. 

The buyers have been driving the 
cars with court permission since 
that time. The McElroy ruling held 
that a certified copy of Danaceau’s 
decision “was not sufficient evidence 
of ownership to allow issuance of 
auto licenses.” 

Meanwhile, Common Pleas Judge 
Charles W. White denied motions 
to quash title-fraud indictments 
against Popovic, former Chrysler- 
Plymouth dealer, and Bert Winston, 
president of Mutual Finance. 

They were ordered to stand trial 
on 15 counts charging sales of cars 
without delivering titles. 

Both men had insisted that the 
“surrounding atmosphere” and 
“newspaper influence” had preju- 
diced their rights when their cases 
were heard by the grand jury last 
summer. 





suits and that 26 suits were filed 
by Harber in Hamilton County 
Chancery Court. 

Hix and certain finance com- 
panies were named in the suits. 
He said temporary injunctions were 
obtained restraining him and the 
finance companies from disposing 
of notes and conditional sales con- 
tracts on the cars involved and 
enjoining them from making any 
efforts to collect such notes or from 
repossessing any of the cars. 

According to Hix, the filing of the 
suits held his business up to the 
public as a “racket and a fraudu- 
lent scheme.” He said the publicity 
given the suits helped bring his 
business “to an abrupt end.” 


Hix claimed that all 26 suits had| 7 


been dismissed and that the State 
Supreme Court had upheld the ac- 
tion. He contended that his trans- 
actions had been adjudicated to be 
“bona fide, legitimate and free from 
any fraud, deceit or deception.” 

Attorney Harber said 16 of the 
cases still are pending in Chan- 
cery Court, He said the 16 involve 
a breach of warranty of title be- 
cause of an alleged error in mo- 
tor numbers, bills of sale and 
conditional sales contracts. 

According to Harber, “The Su- 
preme Court opinion did not con- 
done the transactions as alleged in 
the Chancery Court bill, It merely 
held that a complainant partici- 
pating in such a transaction may 
not void same.” 

Dealerships and individuals 
named in Hix’s suit are: Amos & 
Andy Buick Co.; Lawrence-Doster 
Co. (Lincoln-Mercury), Reliable 
Motors, Inc. (Chrysler-Plymouth), 
and W. T. Page, president; Ayers 
Motors Co. (Oldsmobile) and James 
Ayers, president; Hailey Chevrolet 
Co. and Wilburn C. Hailey and Wil- 
burn C. Hailey jr.; Newton Chevro- 
let Co. and Halbert G, Law and 
Elbert S, Long; Furlow-Cate, Inc. 
(Ford) and Prentis E. Furlow and 
Forrest E. Cate, and Herbert G. 
Adcox and E. E. Kirby, formerly 
doing business as Adcox-Kirby 
Pontiac and now doing business as 
Adcox-Kirby Chevrolet. 
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Named by NADA President 


WASHINGTON. — NADA Presi- 
dent Birkett L. Williams has an- 
nounced a number of committee 
appointments and reappointments. 
They are: 

Inpustry Reiations: CharlesC. 
Freed, chairman; 
H. Mead Norton, 
Carl E. Fribley, 
Arthur H. Kenny, 
A. W. Bartlett, 
J. L. Rowlett, 
Paul E. Ruch, 
Robert F. Pulli- 
am, James C. 
Downing, Lee D. 
Butler, Sam H. 
White, M. H. 
Yager, Bill Her- 
mann, R. E. Bick- 
elhaupt, Clive Bradford, James C. 
Moore, Paul E. Herzog. 

AvupiTinc: W. M. McCune, chair- 
man; Ed Kossman, vice-chairman; 
William H. Terry. 

NominaTinc: Fribley, chairman; 
Elvin L. Long, vice-chairman; 
Henry A. Billion, James R. Johnson, 
C. A. McRobert. 

NATIONAL CONVENTION & EXHIBI- 
TION PLANNING: John H. Lander, 
chairman; C. Ed Flandro, A. E. 
White, Walter M. Kiplinger, John 
E. Binns, LeRoy J. Smith. 

Advertising Ethics: William H. 
Mitchell jr. chairman; H. L. 
Galles jr., vice-chairman; J. M. 
Allton, Clarence J. McCorkle, 
George F. Ziesmer, Boyce Tope, 
John E. Conley. 

Bupcet Review: J. W. Pickens, 
chairman; Orville R. Harrod, 
Lander. 

BustItNESS MANAGEMENT: W. N. 
Neff, chairman; Sam White, vice- 
chairman; Leo B. Carey, McRobert, 
Elson G. Sims, Charles B. McFee, 
Binns, David F. Schlothauer, Clark 
D. Moody. 

CONVENTION & EXHIBITION MANAGE- 
MENT: Kenny, chairman; Frank 
Dawson, McRobert, Archie Pozzi, 





Charles C. Freed 
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Leon E. Titus, Ray D. Wilson, Amos 
T. Crowl, Kiplinger, Binns, Smith. 

EMPLOYER-E MPLOYE RELATIONS: 
Frank Collord, chairman; Titus 
vice-chairman; W. Sterling Ed- 
wards jr., Maurice J. Grant, Tom 
A. Williams, Edgar M. Hayward, 
Ray A. Sullivan. 

International Relations: Long, 
chairman; Flandro, vice-chair- 
man; William R. Bryden, Harry 
B. Craycroft, Marjorie M. Baker, 
William C. Hamilton. 

INVESTMENT: Norton, chairman; 
Edwards, Pickens, Ziesmer, John D. 
Ordway. 

MemsersHip: Wilson, chairman; 
William E. Voyce jr., vice-chair- 
man; Billion, Johnson, Terry, Al- 
fred W. Kahl, Hamilton. 

Nationat Arrairs: Thomas F. Ab- 
bott jr., chairman; Arthur E. Sum- 
merfield jr., vice-chairman; William 
J. Cleveland, Fribley, Grant, Roland 
Hughes, Kossman, McCune, Norton, 
Titus, George Benjamin, Rowland 
F. Kirks. 

Pouticy AND Bytaws: William L. 
Mallon, chairman; Dean C. Chaffin, 
vice-chairman; Harry D. Evans, 
John R. Fader, James M. O’Mara, 
Howard J. Steib, Conley. 

Truck: Millar White, chairman; 
McCune, vice-chairman, Robert D. 
Hughes, Ray E. Mason jr., O. R. 
Mitchell, Jerry Valliant, John M. 
Walker, Leon L. Weeks, Smith. 

Guwe Boox: Harrod, chairman; 
Paul Lauritzen, vice-chairman; 
Walter M. Duncan, Richard M. 
Stoudt sr., Peter Val Preda, George 
Wallace, Nelson Turner, Everett 
Lawrence. 


Bergen County in Line 
NEWARK.—Bergen county deal- 
ers have closed their showrooms at 
6 p.m, on Wednesdays in conformity 
with similar closing by six sur- 
rounding counties. 


How Car Makers Fared on Percentage of Industry in Various States in ‘59 Sales 
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ee ere 8.10} 1.03 11.10) 21.73| .84) .50| 3.22| 26.29) 5.27) 2.26] 21.88] 5.89 8.35 
EE eae | 5.84| 1.08 10.33) 24.04, .74| .64| 2.73) 28.15| 4.78] 2.55| 25.88| 7.03) 5.26 
RSE SS oe diate 5.57, .99 11.37| 24.24] .87| .42| 2.62) 28.15) 4.91! 1.97] 23.77] 7.80 5.02 
2s ois wa bins Ves poet 6.09; 1.11 10.96| 27.64) .68| .29| 3.17| 31.78] 4.06] 1.54) 27.02| 5.86 4.35 
Bh ia tno say See 5.49, .96 10.40| 25.87; .69| .36| 2.48) 29.40] 4.51)  1.57| 28.40) 5.83 6.44 
NN Sik aS sid ins ance te | 5.10] .82 10.73} 26.98  .99| .23] 2.70) 30.90] 4.56} 1.51] 25.13] 6.99 6.84 
> EER aR BR Re nt 3.84 .65 7.44| 26.91| 62) .36| 2.17| 30.06] 3.74| 1.74/ 28.47) 6.04 10.88 
SN a se cS cre tah sarc t 918 7.98} 94 12.09] 22.42} .98| .40| 2.56] 26.36] 3.20] 1.55| 22.65] 3.96 13.96 
DE gn ono co xg ies areeid 6.11] 1.22 14.37| 23.79| .45| .36| 2.16] 26.76) 3.10! 1.74/ 24.33] 5.06 11.12 
Massachusetts .............. 9.05| 1.26 13.96| 23.56] .58| .55| 2.42) 27.11) 3.58] 2.05] 19.86] 6.27 11.06 
os unc ca mip rudgit ba 5.19} .89| 10.96] 27.03} 1.04 .62) 3.69| 32.38 4.83|  2.18| 23.81| 6.37 5.22 
BE ter ecatlgs sax eae 6.75} 1.11 11.98] 26.87 .87| .38| 2.88) 31.00] 4.61| 1.70] 23.91] 6.54 5.08 
MAME goons we ca x 0k | 3.68} .99 9.43} 26.58} .54| .30| 1.95) 29.37, 4.67| 1.43) 28.63) 5.98 8.67 
NE 4 -o-crace wad 0 hace boo 5.50] 74 10.75| 26.04 .60| .31| 1.95) 28.90] 4.07] 1.78] 28.37) ‘5.50 7.56 
ME x sese Le  e  aada 6.38} 1.11 1234 23.34, .97| .38| 3.34) 28.03) 5.33| 2.30] 24.31) 5.95 6.70 
WO ac wina.dr eaeoca'ed 5.22) 1.15 10.53| 29.63) .58/ .31| 2.84) 33.36) 3.65] 1.76) 26.89) 5.32 5.91 
ee Aes 5.13} .87 9.36| 18.33] .94| 1.18] 3.66] 24.11] 3.15] 3.29] 16.56) 4.97 24.69 
New Hampshire ............ 8.88} .89 11.94] 20.96] .87| .37} 2.83] 25.03) 2.54) 1.69] 23.22) 4.23 14.47 
SU UIIEEN fs cess. sactcccas 6.23} 1.81 13.94] 21.93) .50| .62) 2.56] 25.61| 3.67| 3.18] 20.96; 5.97 11.14 
et ere 4.75| 1.00 10.60| 24.58] .74| .37| 2.58| 28.27| 4.49] 1.83] 26.41| 5.56 9.63 
Pe rc As werereecs oe 6.48] 1.54 13.58| 20.87| .49| .58| 2.55) 24.49] 3.80! 3.08/ 20.72) 7.35 10.98 
North Carolina ............. 3.67} .98 10.64 28.72| .72| .28! 2.35| 32.07) 4.39] 1.68 23.19] 5.39 11.00 
UNH TRON occ bes vctctes 5.76} 1.62 14.87| 28.31] 1.25] .34| 3.49) 33.39] 3.97] 1.33) 24.71) 6.20 3.10 
ras cewic eat ccnene 5.72, .99 12.08] 25.40} .81| .38) 3.04] 29.63) 4.68) 1.90 22.42| 6.39 7.83 
EE oe havc Se hinds Shee 5.08} .69 8.47| 26.91; .41| .32| 2.52) 30.16] 4.27] 1.89] 28.69] 6.29 6.91 
pe EE ae eR 9.47, .65 8.84| 21.66] .74| .37| 2.54| 25.31| 3.58] 1.49] 21.73) 4.58] 15.34 
Pennsylvania .............. 7.18] 1.68 15.49| 21.24, .75| .46| 2.89] 25.34] 4.17] 2.47] 22.45| 5.69 8.43 
NG TAME Soi ress cd cbaes 8.69/ 1.21 12.94] 26.42| .33| .49| 2.23] 29.47] 2.92| 2.35] 19.61| 4.72 12.77 
South Carolina ............. 4.33| .87 10.68] 27.01| .61| .30| 2.37] 30.29] 4.65] 1.54/ 23.16] 4.58 12.83 
ae NN oe cee soc eas 5.52| 1.37 12.12| 27.46] 1.34) .28} 3.05] 32.13] 4.56] 1.38] 26.14) 6.47 4.18 
Se 4.92| 76 10.46| 27.08} .91|  .41] 2.29] 30.69) 4.50| 1.75] 25.36] 6.06 7.88 
eC ers he kk eis 3.89} 73 8.10] 26.37] .48] .35| 1.86] 29.06] 4.32] 2.10) 27.83) 6.69 10.09 
eae eet hie se 8.51| 95 11.41] 22.14] 81] .44| 3.57] 26.96) 4.70) 2.12| 21.43] 5.87 10.20 
MON Se cisceakeeceeas 7.92| 1.23 12.88| 21.55 .67| .22| 2.76) 25.20) 3.66] 1.44] 23.95] 3.55 14.53 
MINN AS rvcvessce sens 4.47| 1.08 12.51| 25.53] .54) .41| 2.74) 29.22] 3.80 — 22.69] 4.83 13.15 
Wattiiielen 25.06.5003 x 7.86} .76 9.59| 23.32} .87| .41| 2.79] 27.39] 3.46] 1.36] 20.87] 4.21 17.25 
MONON oor. <5 oie. x 5.38} 1.28 12.74| 24.70| 1.03} .39| 3.14] 29.26] 4.98] 1.60] 23.53) 6.31 7.49 
MIR eo 0555 Es sist 10.98] 1, 10.55| 24, 57| —.38| -2.57| 28.12! 4.74| 1.89] 23.15] 6.86 4.88 
REED CRETE Cae 7.27; 97 9.44| 21.29] .92| .48) 3.05] 25.74) ° 4.76] 2.22] 24.28] 6.01 11.87 
District of Columbia ........ 5.87| 1.54 13.27| 21.33] .42| .65| 2.03] 24.43] 2.81] 3.10} 20.39] 6.06 \ 2.21| 14,89 
6-Month Sales Data Supplied by R. L. Polk & Co. 














Midwest Pulse Reading .. . 


Two Sides on Warranties 
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(Continued from Page 3) 


made a similar survey, and wrote 
an article chiding the dealer for 
not taking every service job he 
could get under warranty because 
if there was 100 percent warranty, 
it would pay him to do so. 

At that time none of the dealers 


complained, but they still insisted | 
| certain customers to make a good 


they couldn’t break even on war- 
ranty service work, but they did 
not tell me the reason, Then sev- 
eral dealers wrote in to say that 
the 100 percent warranty was a 
mirage. That information led to 
this investigation. 

There is no 100 percent warranty 


in use by any manufacturer. All | 
manufacturers fail to pay full list | 


price for parts, some of them pay 
8 percent over net, some pay 10 
percent. So if a dealer’s cost of 
doing business is 15 percent, he’d 
lose 5 percent on parts if paid 10 
percent over net, However, dealers 
do not complain much about this 
part of the warranty. 

We're trying to present both 


sides here, with the dealer’s side | 
,ing valve seal. An Oldsmobile deal- 


first. 

Studebaker dealer in Oklahoma 
told me he had lost on several oc- 
casions because the service re- 
quired under warranty did not re- 
quire replacement of parts. 

He specifically cited a job in 
which several hours were spent, 
several times, trying to stop a rear- 
window leak. The labor charge was 
disallowed, he said, but if he had 
removed the glass and put in a new 
seal, a much more expensive job, 
he could have collected under the 
warranty, 


| his factory would replace defective 
|/units—transmission, differential, 
etc.—under the warranty during 
the first 90 days, but after that only 
replaced individual parts, 

Being new to the business, he had 
made some mistakes and had 
learned to resist some attempts by 


thing out of the warranty. He said 
one customer had been in the shop 
two or three times a week, mostly 
for imaginary things. 

Then after 4,000 miles, the 
owner asked for replacement of a 
headliner because the front was 
pulled down, He said the liner 
was too short, The owner had a 
particularly active boy about 12 
and the dealer accused the owner 
of allowing the boy to pull the 
headliner down and refused to 
bother the factory with the claim. 
Later the owner reluctantly ad- 
mitted that it was at least pos- 
sible, 

One of the things that can cause 

excessive oil consumption is a leak- 


er said the factory would honor his 
warranty bill for work on only one 
side of a V-8—the side on which 
the offending seal was found. But, 
he pointed out, it was necessary to 
examine all 16 seals on both sides 
He also said the GM policy was not 
to replace units, except in rare 
circumstances, but always to re- 
place parts. 


fective parts be returned for ex- 
amination, While this does have 
the effect of making it possible to 





This same dealer reported that 


reject claims on the basis that the 





To maintain Dealer Profits 


SME KOT 


> 






Most factories require that de-| 





parts were not defective, it is vi- 
tally necessary so the factories can 
learn what parts are failing in 
service. 

There are a lot of operations 
for which factories will not pay. If 
a dealer bores a block, for instance, 
the factory will not honor the war- 
ranty claim. Presumably the fac- 
tories would honor such a claim if 
the block were sent in for replace- 
ment. 

Extended warranties come in 
for considerable dealer criticism, 
although it is a known fact that 
many dealers collect on extended 
warranties and bill the customer 
for the job because the customer 
does not know about any ex- 
tended warranty. 


Heart of any warranty program | 


is the dealer make-ready of a new 
car, I questioned no fewer than 
20 dealers and they told me there 
was no provision in the price for 
paying the dealer for making the 
car ready. They said they did it at 
their own expense. 

That statement is not true, But 
I will admit that some dealers may 
not know it’s not true, 

From what I can find out, the 
customer pays for the makeready, 
which he often does not get. One 
factory official said: “This is in the 
list price and if the dealer wants 
to give it away we can’t stop him.’ 

Now the factories take the stand: 


How the Federal price sticker | 


got these things in it, no one seems 
to know. One factory official told 
me “. . . we’re stuck with it, when 
I think it should be itemized and 
out in the open.” He added: 


“Our Federal price stickers, 
and I’m reasonably sure that all 
other Federal price stickers are 
the same, contain $170 for retail 
delivery charge, and $35 for deal- 
er make-ready, which are includ- 
ed in the suggested retail price. 

“The dealer’s net price of the 


COLUSA 


"| wash the car for $35.” 





Educational Seat Belts 


Offered by Plymouth 


DETROIT.—In a “move to start 
young drivers on the road to 
greater safety awareness,” Plym- 
outh announced last week that it 
would provide free seat belts on 
all Plymouths ordered by dealers 
for driver education use. 


“We think it is important for 
youngsters to become familiar 
with all aids to safety as early as 
possible,” said Edward P. Let- 
.scher, general sales manager of 
the Plymouth-DeSoto-Valiant di- 
vision of Chrysler Corp. Plymouth 
makes a special price concession 
to dealers who order cars for 
driver training classes in schools. 





unit, for instance, is not the sug- 
gested list price, less his 20 or 25 
percent, The invoice price is based 
on a markup which does not con- 
tain these figures which are on the 
sticker. Each zone office has a 
printed price list showing retail 
prices which are less than the sug- 
gested list price. 

“The dealer can give an average 
car a good pre-delivery job, for 
which the customer is paying him 
$35 and make at least $10 profit. 
But many of them do nothing but 


This official made several start- 
ling statements. He said no car 
from any manufacturer, quality 
programs or not, is ready for the 
customer when it rolls off the truck 
and a wash job won’t do it. 

He said that 65 percent of the 
warranty work done by the dealer 
was due to poor pre-delivery and 


same job. 

He said he based this on a re- 
cent zone survey of warranty 
claims, The head of one factory 
service department said, for in- 
stance, that if they pay a war- 
ranty claim for carburetor-float 
adjustment at 4,000 miles, it is 
positive that the float needed ad- 
— in the pre-delivery serv- 
ice, 

If a valve burns out at 4,000 miles, 

it was not adjusted 
place, he added. 
Accepted warranty claims are 
based on doing a good job, he said. | 
For instance, on a disallowed wind- | 
shield claim, he said it was factory | 
policy to replace the seal and pay | 
for the larger job because experi-| 
ence shows that most patch jobs| 
just get the customer out of the| 
warranty period, 
One official reported a warranty | 
hassle in a Southern city, in which 
the service manager of a large 
dealership disagreed with the fac- 
tory service representative and 
things went from bad to worse 
until the warranty rejections 
brought the matter to the attention 
of the president of the dealership, 
who called in the service manager 
for an explanation. 
The service manager told him the 
factory was refusing warranty 
claims without justification and 
that he was unable to do anything 
about it. 

This man had friends at high 
levels in Detroit and he picked up 
the phone and asked the factory 
to investigate the situation, and 





Many iz Tae Sold ee 


in every community, 


because Jaguar performance 


As a Jaguar dealer you will enjoy delivering quality cars 
which are individually pre-tested and trouble-free. You will 
be free from cut-throat price competition. You will be backed 
by national advertising, service training schools, complete 
parts availability. Profitable dealerships still available in the 


following States: North and 


Minnesota, Missouri, Iowa, Indiana, Illinois and Kentucky. 
Write today for complete details: 


JAGUAR MIDWEST DISTRIBUTORS, 


330 NORTH MERIDIAN STREET 





to everyone! 


South Dakota, Wisconsin, 


INC. 


INDIANA 


INDIANAPOLIS 


ship. It consisted of representatives 
from the factory, the zone manage- 
ment and the zone service depart- 
ment, and two CPAs. The man in 
charge said to the president: 


find out will be the true facts, certi- 
fied by these auditors, as you have 
agreed. Now we are prepared to 
issue a check if we owe you, but 
we want it also distinctly under- 
stood that you will issue a check 
to us if you owe us.” 


dealer, 
official, was astounde 
books showed that he owed the fac- 
tory $150,000 for warranty claims 
which the factory had allowed and 
to which the dealer was not en- 
titled. 


particularly the zone. A factory 
official said they would set up a 
team and make a complete audit 
of warranty claims. The presi- 
dent requested that the audit go 
back five years, and he wanted | 
payment for such claims as had 
been disallowed improperly, 

The team arrived at the dealer- | 


“We are all here and what we 


The audit was completed and the 


for paying the dealer twice for the | 


in the first | 


ership.” 


some cases owners who 
a trip and get their 2,000-mile jn. 
spection from another dealer op 
the road, get it without question on 
most other cars. The performip 
dealer is credited with $10 for the 
job and the selling dealer is debited, 


[the idea of refusing to perform 
warranty for any vehicle 
warranty period. 


tomer bought the vehicle,” an 
official reported, “we want it sery-. 
iced right and fast.” 


to another factory official, is that a 
lot of dealers think the factory 
can give them anything they want, 


|ods and most of us have all kinds 
of extended warranties and war- 
| ranty conditions, but there is little 
excuse for a dealer to have a dis- 
gruntled customer if he has a de- 
fective car, All the dealer has to 
| do is to get on the phone and get 
our service department on the job. 


| papers that will get the customer 
everything from a new generator 
to a new engine if he is entitle 
to it, and all the members of the 
organization will do everything pos- 
| sible to make the dealer’s customer 
| happy.” 


problem of the dealer who cheer- 
fully fulfills warranty jobs and then 
| winds up losing money. 


ers can be sure that their war- 


One of the problems, of course, 
is the customer who pops into 
the service department and wants 
the service performed. 


OK from a factory supervisor if 
the service 
should be better understanding of 
warranty procedure by service 
managers, 
are beset by the customer who is 
in a hurry, and who might other- 
wise schedule a service project in- 
stead of a temporary service, 


quire replacement of parts, are 
more generally honored than the 
smaller jobs. For instance, the fac- 
tory might honor a claim for an 
exchange carburetor but turn down 
|a claim for carburetor overhaul. 


too, for some cars in the past have 
had carburetor trouble for a full 
| selling season. 


it’s carburetor trouble, 
it was rear ends, and I guess our 
extra good transmission will blow 
up next year after the engineer 
get through with new 
ments, 








according to re factory 
When the 


New-car buyers for many years 
have expected a free inspection 
and adjustment at a certain num- 












































































ber of miles, usually 1,000 or 2,099, 
Chevrolet dealers tell me the fag. 
tory has discontinued the fre. 
inspection and it is not now 
given, 

Customers who expect it are ugy. 
ally given the inspection and the 
dealer pays the cost, Yet the new 
owner is told it is necessary, 
One dealer commented on this: 
“The factory expects us to dog 
little something to keep the deg. 


As best as I could find out, in 
are on 


re cone ae Tero nnTe 


Factory officials do not hold with 
in the 


“We don’t care where that cus. 


One of the troubles, accordin 


“We're just like a bank,” this 
official reported. “We have to 
have valid papers for even a 
paper clip that is issued, There is 
no way or any such thing as issu- 
ing parts or cash credits or pay- 
ments without valid papers, We 
are responsible to our superiors, 
we are responsible to our stock- 
holders and we can’t let the deal- 
ers come in and walk out with 
our stocks; our parts, supplies, 
money, cars, are audited. 
Another official said: 
“We all know the warranty peri- 


s#\s 


SSSSe 


#| of wl sis BSESEZES 


“They can make out the valid 


These still do not answer the 


There seems to be a definite 
need for means by which deal- 


ranty claims will be honored. 


There is no way to wait for an 


is borderline. There 


who on the one hand 


Evidently the big jobs, which re 


This would have its rocky road, 


As one dealer put it: “This year 


last year 


improve- 


“Car selling is exciting, isn’t it” 


SCOTCH-LITE 


PRODUCT OF MINNESOTA MINING 






& MFG. CO. Th 
Dealer Name Emblems , 
(DECALS) Bi, ®: 





SPECIAL 
OFFER FOR MARCH, 

New size: 1-in. by om 

ANY COLOR 

1,000 Minimum Order 
1-in. by 6-in. only —-E ea. 

Minimum Order 
Any design ann cut up ae 2-in. x 6-in. 
Only 15 cents each. Min, order, 500. 
Remit design, copy, check, color, tet 
KELLY ENTERPRISES—P. ©. Box 11! 
Oyter Hghts. Sta., Brooklyn 28, N. Y- 
, no C.0.D.s at above 


















ith § Revised. 
for 1959 include Edsel production. 
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SI cciccccoshencomeseoseps 9,785 
Grand Total, 
Cars and Trucks, 


Revised. 


Peasasnas FOrrrer 


will be overcome among prospective 

Comet buyers by the T-Bird styling, 

longer wheelbase and proven econ- 
of the Falcon powerplant. 

“It has a softer ride than Falcon 
and will go 75 miles per hour for 
2 miles per gallon of gas,” a spokes- 
Man said. “That should be enough to 
4, | @unch this car.” 

Price well may tell the story for 
first super-compact. Disclos- 
Ure of Comet’s competitive posi- 


Sales Realigned 
‘|By Motor Wheel 


: LANSING.—Motor Wheel Corp. 
&s announced reorganization of 
"tits agricultural, industrial and 
~}8ervice parts sales department. 
The country hag been divided 
to new sales territories, which 
ve been assigned to home office 
rsonnel. 
| The new territories are assigned 
follows: 
Robert W. Collins—New Eng- 
d, eastern New York, Pennsyl- 
ia, Virginia, West Virginia, Del- 
Ware, New Jersey, Utah, South 
1} D akota, Kansas, Nebraska and 
ssouri, Richard G. Bignall — 
chigan, Illinois, Kentucky, Indi- 
a and Ohio. Glenn D, Beech — 
northwestern New York and On- 
tario. Steven F. Sipovic—lIowa, 
North Dakota, Minnesota, Wiscon- 
Sin and northern Illinois, Anson D, 
rimes—south and west. 


BaB?e8e Tf 






















9,369 


U. S. and Canada....189,836 168,042 175,255 327,427 1,629,423 2,005,843 
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37,600 Compacts Slated ... 


Car Production Up 
After Storm Cuts 


(Continued from Page 1) 








2,000, | e 
te Car, Truck Output Estimates 
o 
-_ By Automotive News 
- PASSENGER CARS 
| (U. S. PRODUCTION ONLY) 
Week Week Jan, 1 = 1 
) Ended Same Ended Output, To 
this: March 12, Week, March 5, March, March 14, neacen 12, 
do a 1960 1959* 1960* To Date 1959* 1960 
deal. MMERICAN MOTORS 
CR sesccsnncvsneorree 11,000 8,518 11,024 20,141 81,694 104,113 
, infMECKER MOTORS . 200... 160 320 1,312 1,193 
on PBRYSLER CORP. .... 23,000 24,431 23,120 41,789 121,491 257,067 
ime ORRYSTCE ec eccecstcnen 1,500 2,042 2,760 3,687 13,956 23,978 
SAND aces ners 450 1,783 1,086 1,352 11,421 12,307 
SIND erreceronenersnee 9,000 5,533 7878 15,081 29,330 84,731 
Ming PAmperiad ncn 400-527 365 704 4941 5,132 
the [Plymouth Total ......... 11,650 14,546 11,031 20,965 61,843 130,919 
ited | Plymouth 0.000... 5,800 14,546 5,434 10,621 61,843 78,482 
a tt? ee 5597 10,344... 52,437 
form WORD MOTOR** |... 37,085 37,036 34,452 63,862 383,159 439,565 | 
the Ford Division .......... 29,400 32,909 27,941 50,857 325,739 379,394 
i, ae 7201 14,122 ~——iw...... 99,705 
cus. | Ford (Standard) ... 18,900 31,265 18,885 33,263 310,600 262,720 
vf Thunderbird... 1960 1644 1,855 3472 15,139 16,969 
eat F L-M Division... 7,685 3,257 6511 13,005 45,961 60,171 
INOS .nscesccsesposccoscesees a 2,619 5,598 ........... 7,838 
a A 410-722 403 726 7,458 6,422 
a Mercury ............. 4,000 2,535 «3,489 Ss“, 681 «38,503 45,911 
8B eNERAL MOTORS | 77,880 59,957 67,221 130,160 662,671 777,288 
Ce  cccnsnansoens 5977 5,991 5,660 10,182 76,667 74,569 
Sa 3,780 3383 3,776 6,794 37,999 40,199 
is T Chevrolet Division .... 50,300 33,082 42,481 83,761 358,667 467,496 
El secant 6400 nnn... 7,146 12,031 __......... 77,398 
. | Chevrolet (Stand.).. 43,900 83,032 35,335 71,730 358,667 390,098 
PIs FP ioadsmobile ............ 8.200 8870 7,077 13,431 94,949 95,849 
. snes tal cieilhe 9,623 8,681 8,227 15,992 94,389 99,175 
© CORP. 
. Studebaker ............... 1971 4,364 2,696 4,014 40,797 29,919 
> Total Cars, U.S.** ....151,136 134,306 138,673 260,286 1,291,124 1,609,145 


COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 








Week Week dan. 1 dan. 1 
Ended Same Ended Output, To To 
March 12, Week, March5, March, March 14, March 12, 
960 1959* 1960* To Date 1959* 1960 
7,299 10,246 18,417 $1,588 sae 
140 51 95 1,453 
80 80 180 598 one 
1,845 2,082 3,381 18,140 19,016 
6,490 6,599 12,768 65,790 81,561 
1,666 2,597 4,375 18,755 25,053 
3,093 2,923 5,296 25,152 29,384 
377 292 259 3,552 3,026 
375 393 620 3,642 2,223 
394 400 728 3,675 4,059 
2,517 2,355 4,266 23,545 25,146 
91 89 162 779 974 
24,367 28,107 50,547 246,669 300,854 


8475 16,594 91,630 95,844 






Pre-Market Street Show... 


Beaverland Likes Comet 


(Continued from Page 6) 






tion in the compact pricing struc- 
ture was greeted by expressions of 
mild surprise and disbelief. 

“But if this is a Mercury, 
shouldn’t it be about $400 more?” 
a policeman asked. 

At that, a Ford engine engineer 
chuckled. 

The owner of a newly purchased 
’60 Edsel brought his father-in-law 
over for a look. The father-in-law, 
a Canadian, said he was waiting for 
the chance to buy a Comet and 
wanted to get his order in quickly 
after introduction. 

“This will go like hotcakes over 
there (in Ontario),” he said. “Ca- 
nadians like economy and some 
quality to go with it.” 

The Edsel-owning son-in-law 
said he wasn’t sorry about having 
acquired a bygone name. 

“I got a good deal for a well-made 
ear,” he said, “at less than I would 
have paid for a Comet or Corvair.” 

Approximately 1,700 Mercury deal- 
ers will be selling Comets Thursday 
when the new compact goes on dis- 
play. They will have their problems, 
for price-chopping has engulfed the 
compacts most places and Ford 
dealers are irritated about the price 
spread—or lack of one—between the 
hotcake Falcon and its longer cous- 
in. 

On the other hand, nothing should 
be so encouraging to Comet dealers 
as the comment of a suburban 
mother of three: 

“It’s all I need.” 


























below schedules of the first two 
months of 1960. 

Chevrolet, working eight plants 
six days, raised its big-car output 
from 35,335 units the previous 
week to an estimated 43,900 as- 
semblies last week, while Ford, 
with its Mahwah (N. J.) plant 
down the entire week to adjust 
production to field inventories, 
rose only from 18,885 units a 
week earlier to 18,900 assemblies 
last week, Ford car output as 
late as the last week of February 
was running above 23,000 units 
weekly. 

Plymouth, outproduced for the 
second consecutive week by Val- 
iant, turned out an estimated 5,800 
cars last week as a result of ad- 
justment in schedules at the De- 
troit assembly plant. That compar- 
ed with 5,434 assemblies a week 
earlier, but was well below the bet- 
ter than 8,500 units Plymouth was 
averaging during the first two 
months of the year, 

The other maker in the low-price 
group, Checker Motors, turned out 
an estimated 200 cars last week, 
compared with 160 units a week 
earlier. 

* * + 
= alignment of as- 
sembly schedules to field in- 
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turers. But, he continued, the 
public should be informed that the 
metropolitan dealers do have spe- 
cific territories called “zones of in- 
fluence,” and that the manufactur- 
er establishes the zone of influence 
and a potential for sales planning 
when the franchise is granted to 
the dealer, but does not specify 
where he can sell his product or 
how much he can sell it for. 
Bradley pointed out that terri- 
torial franchises are legal unless 
it can be proved that price-fixing 


‘Price Is Right’ 
For Car Salesmen, 


Wilson Believes 


WASHINGTON.—Successful auto 
salesmen play an important role 
in the American ecenomy, but what 
price can “the reasonable little 
woman” be ex- 
pected to pay for 
her husband's 
success? 

Even computed 
in terms of cold 
dinners, cancelled 
engagements and 
evenings alone, 
“the price is 
right,” in the 
opinion of W. 

f Heartsill Wilson, 
W. H. Wilson assistant general 
sales manager of Plymouth-De- 
Soto-Valiant. Wilson addressed the 
126 members of the Plymouth all- 
star salesmen’s club and their wives 
here. 

Wilson said there now are four 
times more former salesmen in top 
management jobs than 10 years 
ago, This, and other) factors, will 
create “a more flattering public 
image” of the salesman in the next 
10 years, he predicted. 

Auto salesmen in metropolitan 
dealerships presently are averaging 
earnings of over $11,000 a year, 
Wilson said, placing them with the 
top 10 percent among American 
wage earners, He compared this 
with the salaries of the governors 
of three different states ($10,000) 
“and a half dozen more who earn 
$12,500 or less.” 

Wilson cited other benefits in a 
career of auto salesmanship, He 
conceded that some doctors, law- 
yers and merchants may have 
higher incomes, but he asked the 
wives: 

“When was the last time your 
husband had to get up at 4 a.m, to 
deliver a Plymouth?” 


ventories also is being done in the 
medium-price field. Chrysler and 
DeSoto were idled one day last 
week, as were two Buick-Oldsmo- 
bile-Pontiac field plants. 


The shutdown of the Chrysler- 
DeSoto-big Dodge plant in De- 
troit on Monday cut. Chrysler 
output from 2,760 units a week 
earlier to 1,500 assemblies last 
week, and DeSoto from 1,086 to 
450. 


Only medium-price make run- 
ning well ahead of a year ago is 
Dodge, with its Dart series taking 
about 80 percent of production. 
Dodge last week turned out an es- 
timated 9,000 cars to loft its calen- 
dar-year total to 84,731 units. 


As of March 14 a year ago, Dodge 
had turned out 29,330 cars. Dodge’s 
output for the week ended March 
5 totalled 7,878 cars. 


* * * 


UICK laid off 1,700 workers last 

week, but its output rose from 
5,660 units a week earlier to 5,977 
assemblies last week as it returned 
to five-day operations, It had been 
working only four days the previ- 
ous three weeks. 

Among the other medium-price 
makes, Oldsmobile was up from 
7,077 to 8,200 assemblies; Pontiac 


is involved. The FEADO platform, 
Bradley said, is wrapped up in a 
statement that passage of the Mon- 
roney bill would: 

1, Create a captive market for 
large dealers. 

2. Be contrary to antitrust laws 
by regulating and controlling 
prices. 

3. Dictate to the public where it 
may buy and the price it must pay. 

4. Absolutely eliminate the small- 
er dealer by legislating protected 
areas. 

Bradley said the Free Enterpris- 
ers do not feel they need any type 
of legislation or control, telling 
where their products must be sold 
or where the public may buy. 

While membership is growing, 
the Free Enterprisers are not giv- 
ing out their membership lists at 
the moment, said Bradley. 

“Membership of the Free Enter- 
prise Auto Dealers of Oklahoma 
consists of young, aggressive deal- 
ers of whom 95 percent served in 
the armed forces during World 
War II,” Bradley said. “We have 
banded together to oppose ‘old 
guard’ dealers who have become 
too old to meet today’s competition 
agressively and now want to bring 
back territorial security and con- 
trol the buying public.” 

Bradley also said the Okla- 
homa Automobile Dealers Assn., 
reported as being 100 percent for 
the Monroney bill, ran a poll at 
the request of Monroney and that 
of 795 dealers reporting, 420 were 
in favor of territorial security 
and 375 opposed. 

While no information has been 
issued on the subject by Bradley, 
a number of letters seeking infor- 
mation have been forwarded to 
him by dealers in other states. 

Lee M. Whittaker, operator of 
Lee’s Auto Sales, Fort Smith, Ark., 
sent Bradley a sheaf of correspond- 
ence detailing his work against ter- 
ritorial security, all notarized. 

Whittaker said he will appear 
anywhere, anytime at his own ex- 
pense to speak against territorial 
security. 

He added that he called OADA 
officials during the 1959 convention, 
asking for permission to speak on 
the topic for 30 minutes. He said he 
was refused, but was offered admit- 
tance to the meeting during a 
speech by Monroney, which he said 
he declined. 

He said he wrote the Montana 
dealers organization, asking for a 
similar opportunity but received no 
reply. 

Whittaker told Bradley he 
would like to speak before 
NADA, suggesting that ## NADA 
insisted on backing a territorial- 
security bill, it also back an auto 
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from 8,227 to 9,623 and Mercury 
from 3,489 to 4,000, 

In the highest-price field, Cadil- 
lac was up from 3,776 to 3,780; Lin- 
coln from 403 to 410, and Imperial 
from 365 to 400. 

* * * 


Ta output totalled an esti- 
mated 28,915 units last week, 
compared with 28,107 assemblies a 
week earlier and 24,367 during the 
week ended March 14 a year ago. 


Canadian makers turned out 
an estimated 9,785 cars and 
trucks last week as Ford Motor 
Co, returned to five-day opera- 
tions after having been down two 
days the previous week for ad- 
justments to field inventories, 

A breakdown of Canadian opera- 
tions showed that 7,955 cars and 
1,830 trucks were scheduled last 
week, compared with 6,853 cars and 


1,622 trucks a week earlier. 
oe aa * 


Valiant Begins Output 
At Newark (Del.) Plant 


NEWARK, Del.—The first com- 
pact car built in Delaware—a Val- 
iant—rolled from the assembly line 
of the Chrysler Corp. plant here 
March 7. 

Valiant production will build up 
gradually until the plant is produc- 
ing 1,500 units per week by the end 
of April, said Plant Manager Louis 
B. Kazmerowski. The plant also is 
producing Dodge Darts and Plym- 
ouths. 

Three plants now are producing 
Valiants. The Hamtramck (Mich.) 
plant has been producing the car 
from the start, while Valiant lines 
a St. Louis began moving in Janu- 


T. S. Debate Hotter in Oklahoma 


parity bill similar to the farm- 

parity and land-bank law. 

He said that if protected terri- 
tories were provided and it was 
found that there were too many 
dealers and that some would have 
to be put out of business, the 
Government should pay these deal- 
ers for staying out of business for 
a term of 5 to 10 years, which he 
said is what is being done for the 
farmer. 

Whittaker said that if he could 
take Monroney on a car-buying 
trip to St. Louis and Kansas City, 
Monroney would be ready after 
two or three days to return to 
Washington and introduce legisla- 
tion to protect the smal] dealer’s 
rights to freedom of enterprise. 

Whittaker said that while he was 
opposed to territorial-security leg- 
islation, he was in favor| of the 
Federal price-label act. But he said 
he had plenty of data to prove that 
it is not being enforced, and said 
he also could prove that the motive 
for the price sticker was to put 
used-car dealers and small-town 
dealers out of business, and not to 
protect the buyer as contended. 


Motley to Head 
National C of C 


WASHINGTON.—Arthur H. Mot- 
ley, president of Parade Publica- 
tions, Inc. New York, and pub- 
lisher of Parade magazine, has been 
elected president 
of the Chamber of 
Commerce of the 
United-~ States. 
Election was by 
the board of di- 
rectors. 

Motley will 
serve a one-year 
term starting 
May 4 when he 
takes office at the 
chamber’s annual 
dinner. He will Arthur H. Motley 
succeed Erwin D. Canham, editor 
of the Ohristion Science’ Monitor. 





Receiver Appointed 


For N. Carolina Deal 


DURHAM, N. C.—Monarch Mo- 
tors (Chrysler-Imperial-Plymouth) 
616 W. Chapel Hill St., has been 
placed in receivership upon petition 
of Norman W. Massey, president, 

Massey said Monarch is unable 
to pay its current and past obliga- 
tions, that continuation of opera- 
tion of the business would result in 
further loss to creditors and share- 
holders. L. H. Mount, an attorney, 
was appointed receiver. 
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DEALERSHIPS AVAILABLE 






Dealer Relations 


Gets Big Boost 


It’s Factory ‘Must,’ 
Says Herpolsheimer 


(Continued from Page 2) 
ler Corp,’s first. DeSoto started the 
program in 1951. 

Herpolsheimer, a former dealer 
and DeSoto assistant sales man- 
ager, compared dealer councils to 
the “town meetings” used in many 
New England communities. The 55- 
year-old factory executive insists 


There are a few 
choice areas 
still open for 


ITROEN 


Dealer 
Franchises 

















HELP WANTED HELP WANTED DEALERSHIPS AVAILABLE 





on a fully democratic procedure at | ————--—-__—__________________- | BARTS MANAGER for British imported | DEALERSHIP—FLORIDA EAST COAST— e 
the national organizing meeting. |NZED SALES REPRESENTATIVES for| ‘agency located in southwest, handling| One of the top import groups. Complete in the 
New England, Texas and North Caro- Rolls, Jaguar, BMC, Rootes and Tri- service, tools, equipment and parts $15,- 
If asked, Herpolsheimer prob- lina, nationally advertised automotive} uymph. Must have successful imported| 000, Reasonable lease. Box 1252, c/o 


chemical line; experienced in contacting following states 


parts background. Send resume to Box Automotive News, Detroit 7. 


ably would stay out of a national 
council meeting altogether. Re- 
gional and district Chrysler Corp. 
men have been dis-invited from 
local-level dealer meetings — 
which Herpolsheimer said is all 
right with him because it per- 
mits dealers to speak freely 
without fear or favor. 

Dealer relations, under the soft- 
spoken Herpolsheimer, is a full- 
time job. He handles 10 to 12 deal- 
er contacts a day, attends eight to 
10 state dealer conventions a year 
and is an NADA convention regu- 
lar. 

* * + 


EALER relations and dealer 
councils,” he declared, “are 
now recognized by management as 
a built-in part of our business. 
“The fact that I report directly 
to Harry Chesebrough (general 
manager) attests to this fact at 
Plymouth-DeSoto-Valiant. 
“At Ford, a' Ford brother (Ben- 
son) directs the dealer policy 
board. General Motors kicked off 
its dealer relations program with 
an executive vice-president no 
less (the retired Ivan L. Wiles). 
“Dealers and their problems have 
become too much a part of man- 
agement’s concern for us to treat 
dealer relations lightly anymore.” 
* . 7 
two holdovers to the new 
P-D-V council from the last 
DeSoto national council, which met 
in Ponte Vedra, Fla., are William 
C. Shelton, Washington, and R. B. 
Knight, Medford, Ore. The 18 new 
regional delegates are: 
Hubert S. Hawke, Tampa, Fla.; 
Norman Ott, North Adams, Mass.; 
D. I. Rosser, Hampton, Va.; Mich- 


automobile dealers. Can earn $10,000 and 
up per year. Commissions up to 50%, 
other benefits. Need good automobile. 
Give full particulars. Liquid Glaze, In- 
corporated, Box 704, Lansing, Michigan. 


SALES MANAGER (Ford) —If you are 
qualified, or think you are qualified and 
just need a chance to prove yourself, this 
could be your opportunity. In a fast 
growing Kansas boom town that will sell 
350 units or more this year, only require- 
ments are that you hire, train and super- 
vise a sales force to sell cars and trucks 
at a volume, but with a profit. Salary 
plus new car and truck bonus plus per- 
centage of selling gross. Please mail com- 
plete resume the first letter, All replies 
held strictly confidential. Box 1246, c/o 
Automotive News, Detroit 7. 


SERVICE MANAGER—Assume full re- 
sponsibility in dealership established for 
36 years, selling five hundred fifty new 
and nine hundred fifty used cars per year. 
Three General Motors’ lines, located in 
the finest town in southern Minnesota. 
Top salary, commission, hospitalization, 
life insurance and use of new automo- 
bile available to the man who can pro- 








duce. Present service manager, a twenty | | | 


year employe, is ready to retire. Box 
1219, c/o Automotive News, Detroit 7. 


OFFICE MANAGER and ACCOUNTANT— 
Well established Chevrolet dealership 
handling 1,000 plus new cars and trucks 
per year will employ a thoroughly ex- 
perienced person to take complete charge 
of office. Must be capable of providing 
daily operating controls, preparing 
monthly financial statement, etc, in ac- 
cordance with GM accounting system. 

Will offer above average compensation 
to qualified person, Send complete resume 
and picture to: Sausman Chevrolet Co., 
717 Market St., Lemoyne, Pa., or call 
Mr, Sausman at Harrisburg, Pa., RE 
7-6744 for appointment. 





SERVICE MANAGER—Executive level, to 


administer service operation for midwest 
distributor handling leading import. Ex- 
perience must include dealer and custom- 
er relations, warranty administration 
and supervision of working force. Must 
also undertake organizing field force and 
dealer training program. Submit com- 
plete resume and salary requirements to 
Box 1263, c/o Automotive News, De- 
troit 7. 


1262, c/o Automotive News, Detroit 7. 


WANT EXPERIENCED SALES MAN- 
AGER for volume General Motors deal- 
ership located in metropolitan Denver, 
Colorado. A challenging opportunity for 
a man with a proven sales manager pro- 
ducing record. Good salary and profit 
sharing plan, limited only by your ca- 
pability. Only deeply interested, experi- 
enced sales managers reply with com- 
plete qualifications: Age, education, ex- 
perience, references, a recent photo- 
graph. Replies handled in strictest con- 
fidence. Material returned. Box 1264, c/o 
Automotive News, Detroit 7. 


SALES MANAGER for Dodge dealer es- 
tablished since 1916 in central Kentucky. 
Liberal percentage of gross profits and 


draw. Potential seven or eight hundred 
cars per year. Send resume to Box 1273, 
c/o Automotive News, Detroit 7. 





AMERICAN AUTOMOTIVE ENGINEER 
with extensive experience and executive 
ability, familiar with U. 8. and European 
cars and trucks sales, service and parts 
in South America and Middle East. Six 
languages, member SAE and AOA, fin- 
ishing tour overseas with U. S. manu- 
facturer. Available May, interested in 
challenging position U. 8. A. or abroad. 
Excellent references. Box 1242, c/o Au- 
tomotive News, Detroit 7 


AUTO MECHANIC desires to relocate in 
or near Dallas, Texas. Two years auto 
experience, two years diesel. Age 30, 
married, two children. Excellent refer- 
ences including present employer, Box 
1265, c/o Automotive News, Detroit 7. 


CONTROLLER - BUSINESS MANAGER. 


General Motors and Ford experience, ca- 
pable of handling largest of dealerships 
either as controller or general manager. 
Would be interested in part ownership. 
College education, married, own home 
located in Detroit. Presently employed in 
a very large dealership. Interested in 


ESTABLISHED DEALERSHIP handling 


Pontiac and Rambler, midwest city 10,- 
000, Excellent farm area. Finest sales and 
service building in city. Terms. Write: 
Broker, Box 1255, c/o Automotive News, 
Detroit 7. 


LONG ESTABLISHED DEALERSHIP han- 
dling Pontiac-Rambler in midwest town 
of 5,500, 176 new units sold in 1959, very 
profitable dealership. Low overhead, long 
lease, $860,000.00 volume last year, Mod- 
ern showroom and first class used car 
lot, This place is known as the best deal- 
ership in town, Purchase price of $25,000 
includes all parts, accessories, equipment, 
signs, tools, tires, etc. Write Box 1260, 
c/o Automotive News, Detroit 7, 


MONTANA AGENCY HANDLING FORD, 
good profit record for twenty years, 300 
car potential, modern facilities. Immedi- 
ate sale or buy-out. Box 1268, c/o Auto- 
motive News, Detroit 7. 


WELL ESTABLISHED handling Buick, 
Opel, Pontiac and GMC truck, dealer 
retiring because of age. Has had wonder- 
ful success over fifteen years. Will sell 
as inventory or lump, sell or lease build- 
ing. Box 1269, c/o Automotive News, 
Detroit 7. 


AGENCY HANDLING CHRYSLER prod- 
uct: Plymouth and Valiant available. 
Northern Ohio metro area, good lease. 
Legitimate reason for selling. Under 
$20,000. Must have factory approval. 
Box 1275, c/o Automotive News, De- 
troit 7. 





READ THIS! 


Want to get into a nine-year-old auto busi- 
ness EASILY? With two good import car 
franchises, good location, good parts set- 
up, trained mechanics and a very good 
following. Other interests forbid our apply- 
ing effort these franchises deserve. This 
business can be purchased very reason- 
ably. Call: Glens Falls, N. Y., 2-7680. 





TEXAS — HANDLING CHEVROLET, 150 


unit dealership, approximately $40,000— 
Handling Ford, 150 unit dealership, ap- 





NEW YORK 

NEW JERSEY : 
PENNSYLVANIA 

MARYLAND 
DELAWARE s 


For Complete Information, 
Contact 


Mr. Andre Dumont 
Dealer Development Division 
Citroen Cars Corporation 
300 Park Ave., New York, N. Y. 
MUrray Hill 8-1160 Bu 




























DEALERSHIP HANDLING GM in N MO Fre 
York City, ‘ong established, 500 car 
setup. Will sell % interest to active part- 
ner with auto selling experience, Box 
1282, c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 


ARE YOU UNHAPPY with your present 
operation? Are you saddled with real es- 
tate and can’t get out? Would you like 
to retire and play golf or go fishing? Iff 
the description fits or if you want to get 
out for any other reason, drop me a note 
and your problems will be over, I'll buy}into | 
you out. P. S. It must be a Chevrolet} Unite 
deal in the Philadelphia area. Box 1258, Wail. 
c/o Automotive News, Detroit 7. Detro 





QUALIFIED FOR GM or Ford franchise— 
Northern New Jersey, 400 or more new 
cars yearly only. Unlimited cash. Edward 
Burns, 990 Broad Street, Newark, New 
Jersey. - 

GM, FORD, RAMBLER AGENCY in mid- 
west. Top price for good deal, especially 
Cadillac dual, Factory approved, Con- 
fidential, Box 1236, c/o Automotive News, 
Detroit 7. 


DISTRIBUTORS WANTED 








“complete the Flint training ses- 










proximately $30,000 — Handling Buick, 
100 unit dealership—Handling Olds dual, 
150 unit dealership—others—Excellent 
opportunities for factory approvable op- 
erators. Prices are based on inventory. 
Confidential personal interviews only. 
Village Hotel, Suite 210, Eastland, Texas. 


Detroit area only. Box 1266, c/o Auto- 
motive News, Detroit 7. 

SERVICE MANAGE R—Manufacturers 
Representative. Employed past ten years 
as factory service representative, previ- 
ous retail experience, Age 38, fully capa- 


ael Schwartz, Chicago; Dalton 
Howard, Marion, Ind.; Nash Han- 
cock, Santa Fe, N. M.; Dan 
O’Shaughnessey, Lansing; W. R. 
Cox jr, Tulsa; R. H. Montana, 


SALES 


REPRESENTATIVE DISTRIBUTORS 


WANTED 






E 
ble all phases of service department 
Phoenix, Ariz. National, top-rated auto parts manufacturer management. Will relocate—Prefer Penn- LE, 
Willann Ry Moran, Baton Rouge,| sn, digton ie, cimnng Suen nd] EAGAN. Yet Sey | IT | ., Majior Areas in America| be 
La.; L. F. Johnson, Minneapolis; ne ee es eee, an, os, Box 1267, ¢/o Automotive News, De- r 1 
© sell industry's most outstanding line o roit 7. 





Our products are priced at $400 and $800 
and have excellent acceptance with and 
are greatly needed by the Automobile 
Dealers, Service Station and Garage oper- 
ators. We are interested in a person cap 
able of hiring and training a Retail Sales 
force of about 10 people in each area, 
and who has $25,000 available for inven 
tory and working capital. Inventory re 
purchased should you ever give up dis 
tributorship. 

This is not a get-rich-quick scheme, but 
is a sound, lucrative opportunity for @ 
person with the proper organizational 
ability. Although we might prefer some- 
one with no other interests, we would 
consider an Automobile Dealer or some- 
one presently in Retail or Wholesale dis- 
tribution, providing a separate Company 
and Management was set up for this 
operation. Write, Wire or Phone: C. A. 
Bateman, 2279 Yonge St., Toronto, Canada, 
HUdson 8-4931. 






r - Seer nie aerated acest iniematmcaac cients 

pe og . beosatang — over 5,000 fast-moving replacement parts, as-| OFFICE-BUSINESS MANAGER—Thorough 

e : *| sortments and kits. Earnings $8,000 to $10,000 working knowledge of the Ford authorized 

New Brighton, N. Y.; R. W. Ban-| first year, increasing every year. Paid vaca-| accounting system. Experience with gen- 

ning, Hyattsville, Md.; Robert C.| tion. Complete, in-the-field training program a aoe Fae — a. Served - 

Hugli, Pittsburgh; F. W. Reading, | at company expense. All supervisory positions seven wanae nnd ot uianltta Ger 

Olympia, Wash.; George Liesmann, | filled from within. No investment required.| est dealerships, Can furnish reference 

Clayton, Mo.; Gaston Periat sr.,| Write today giving full work history and| from Detroit. Box 1249, c/o Automotive 
San Mateo, Calif., and Max Pepper background. Box 1272, c/o Automotive News, News, Detroit 7. 

. ” ’ | Detroit 7, Michigan. 
Syracuse, N. Y. : 


IMPORT WHOLESALE DIVISION MAN- 
AGER, Solid, successful record on-the- 
ss . scene in Florida’s booming import mar- 
Buick Will Help 
Dealers Improve 
Used-Car Setup 


ket. Import line represented rose to 
fourth in industry in two years, Have ex- 
tensive domestic wholesale and retail 
background, Married, age 39, Please call 
or write me at my home: R, 8S. Smith, 
MOhawk 1-1372, 9701 S. W. 60th Court, 
Miami 56, Florida. 
GENERAL MANAGER—t he experience— 
23 years, the know-how, the enthusiasm 
FLINT.—Buick has announced a to do the job. Presently manager of 600 
Ls ‘ car dealership, Valid reason for wanting 
national used-car reconditioning to relocate. Married, age 48, can furn- 
and merchandising program, which ish best of references. Box 1274, c/o 
it termed unique among General Automotive News, Detroit 7. 
Motors medium-price-car divisions. SALES MANAGE R—Well_ experienced 
After completing an intensive six- Ford-Chevrolet. 35 years old, married, 
week training program in Flint last 
week, an initial group of six used- 
car representatives is being as- 
signed to Buick zone offices in At- 
lanta, Chicago, Detroit, Houston, 
Philadelphia and San Francisco. 
The program will be extended to 
an additional 12 zones throughout 
the nation by May when a second 
group of field representatives will 










Dealers Wanted 


NSU PRINZ 

NSU PRINZ 30 

NSU SPORT PRINZ 
BMW 700 
BMW 600 
BMW 507 
BMW 502 






































SALES 
MANAGER 
with 
Y3 BUY-IN 







DEALERSHIPS OPEN 







IN SOME AREAS 
OF PENNSYLVANIA 


Distributor for BMW and 
NSU Automobiles for 
Eastern Pennsylvania 


DISTRIBUTORSHIPS AVAILABLE _— 

WE WILL FRANCHISE individuals with 
an exclusive territory for nationally die 
tributed ‘‘Detroit’’ lines of autom 
care products, consisting of: Radiator 
items, brake fluids, car washes, on 
waxes, sealers, etc, Minimum finan 
requirement $1,512. Our representativ® 
will arrange an appointment to presell 
complete details. Write or wire fully t% 
Detroit Motors Corporation, 83 Warbut 
ton Ave., Yonkers 2, New York. ‘ 


DEALER SERVICES 
HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you - “* 
@ Certified physical inventories of 
accessories and equipment. 
Model year reports for obsolescend] 
and return parts plan. g 
Bin space for new model parts. { 
Reports for dealer terminations. 
Certified reports for tax, insurance 
bank. 










Long established suburban Los An- 
geles Chevrolet dealer wishes to 


presently employed but want advance- 
ment with opportunity to buy-in, Capa- 
ble of handling any size sales force and 
producing profitable volume, Very good 
at public relations, Will welcome most 
rigid investigation as to character and 
business ability. Box 1277, c/o Automo- 
tive News, Detroit 7. 


PARTS AND SERVICE SUPERVISOR or 
parts manager; 33, family man, 15 
years’ auto parts and service experience, 
10 years’ parts manager Pontiac, Olds, 
Cadillac dealer, three of these parts and 
service manager. Some GM bookkeeping. 
Five years’ wholesale parts experience 
prior to this. Experience in all phases of 
parts and service operation and man- 
agement. Looking for position with 
permanent future. Prefer middle west or 
western states. Best of references, Box 
1281, c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING PON TIA C- 
VAUXHALL, western Illinois, metropoli- 
tan area 200,000, zone of influence po- 
tential 300 Pontiacs per year. Excellent 
manufacturing and farm trade area. 
Part of real estate to be purchased and 
part leased. Present owner in business 
15 years. Product and dealer enjoys most 
enviable reputation. Quitting business for 
health reasons. Box 1270, c/o Automo- 
tive News, Detroit 7. 


discuss with sales manager the mat- 
ter of associating with our firm. The 
man we have in mind is 35 to 42 
years of age, married, and has ex- 
tensive training in sales manage- 
ment, preferably Chevrolet. The 
amount required is approximately 
$75,000.00. Send complete resume 
and photo. Box 1283, c/o Automo- 
tive News, Detroit 7. 


John W. Eisenhauer 
30 South Dwight Street, 
West Lawn, Pa. 
Phone: ORchard 8-8071 





sions. 

Each field representative will 
spend four days at participating 
dealerships conducting on-the-job 
reconditioning training sessions for 
dealership personnel, 

Appointed as zone used-car rep- 
resentatives are: Franklin H. Gun- 
ter, Atlanta zone; Daniel F. Ken- 
drick, Chicago; William H. Lotts, 
Detroit; Robert M. Poe jr., Hous- 
ton; Robert P. Cornelssen, Phila- 
delphia, and Charles P. Johnson jr., 
San Francisco. 


| 





A MAN WITH MONEY 


and an indestructible stomach 





can own a dealership handling Mer- 


cury-Rambler near Detroit in booming The Servies That Counts # 


ALLIED INVENTORY CO., INC. 
7508 So. Cornell Ave. Chicago 49, ! 
TE 7-0065 


L.—NOrmal : 
Se 
ee dl 


area. You can get back all your invest- 
ment in less than a year. Box 1280, 
c/o Automotive News, Detroit 7. 








DEALER SERVICES 


Military Acceptance 
You SELL 
DRE MILITARY PERSONNEL 


; ry Acceptance Corporation will help 
make more auto sales to Military per- 
, , because: 
We finance up to 36 months, 
Cars may be taken overseas without 
refinancing. 
We make auto 
finance, anywhere 












loans, finance, or re- 
~ the world, at low, 











money- — rates, for Poon ‘and non- 
issioned officers of pay grades E5 
Pand above . . . on a simplified, non- 


recourse basis. 


ARY ACCEPTANCE CORP. 

D, P. O. Box 2166, 800 Broadway 

‘Antonio, Texas—Telephone CApitol 5-6756 
dwide Financing for Military Personnel" 

(USAA Insurance available 

to qualified officers) 





1960 Auto Costs! 


how much your cornpetitors’ 
cost. The book, "AUTO COSTS," gives 
the factory invoice prices of all 1960 
cars, 25 foreign cars, 4 American 

, and all their equipment. Used by 
fers and banks nationwide. Order your 
"sithen today for only $10—three year 
cription $18 (including all supplements). 


Oo COSTS, —- Publishing Company, 
Liberty, N. Y. 


cars 












TWO ESSENTIAL SERVICES 


ENTORY SERVICE 


accessories and similar goods. 


PRAISAL SERVICE 


Tools 

Buy/Sell Agreements, ‘Annual Fiscal 

Tax, Banking and Insurance 
Write for free 

“Hidden Earning Power" booklet. 

OTIVE INVENTORY & APPRAISAL CO. 

Freeland Ave. Detroit 27, Michigan 

Ww 3-6445 


er 






CLASSIFIED WANT ADS 
BRING RESULTS 











NEW LINES WANTED 


ED FROM MANUFACTURERS — 
get] Repeat order products that will sell by 
er| direct mail. We are equipped to mail 
tel into 40,000 new car dealerships in the 
oan United States, Canada, Alaska and Ha- 


1258, Wali, Box 1271, c/o Automotive News, 
Detroit 7. 





FLEETS WANTED 






WANTED 


CAR LEASING 
COMPANIES 


ith 10 or more cars in the New 
metropolitan area. Write or 


4. Vincent Byrne, President 


BYRNE CAR & TRUCK 
LEASING CORPORATION 


Haarlem Ave. White Plains, N. Y. 





\ a ee! 
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— real bell ringers! 


ke lb a 


the country. 
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BUSINESS OPPORTUNITIES 


Man who 
is ready 
for the 
$25,000 
Bracket 


WANTED 


HE WILL 


@ DISTRIBUTE the new patented AUTO- 
VALET for cleaning Avuto- 
mobile interiors. 


@ BENEFIT from the only modern ma- 
chine, materials and anthed that has 
no competition in a market where ob- 
solete methods are being used. 


@ BE REQUIRED to make an investment 
of 100% of his time and approxi- 
mately $3,500, which will be fully 
secured. 


@ RECEIVE an extensive and protected 
térritory and he will be backed to the 
hilt by an established rated company. 


@ EARN $25,000 or more the first 12 
months. 

AUTO-VALET has achieved sensational 

results in the automobile reconditioning 

field. You can be part of this progressive 


and highly profitable program. Investi- 
gate today. 


Write - Wire - Call 


HERMAN SMITH CO. 


1115 Holman Houston 4, Texas 
Phone JA 4-8182 





SERS grea 


TAXICABS WANTED 
TAXICABS WANTED—Checkers, Dodges 
preferred, Will accept Fords, Chevrolets, 
Plymouths. Write or wire full informa- 
tion. Box 1279, c/o Automotive News, 
Detroit 7. 
CARS FOR SALE 





AVIS OF TEXAS 


1958-59 Chevrolets, Fords 
and Ramblers 
Best Cars—Lowest Prices 


DON HOUSEWRIGHT 


Dallas RI 8-701! 








1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


o 

TOD-O-CAR, INC. 

ALL AMERICANIZED 

& 

On Hand at Two Locations: 

1415 HAINES STREET, PHILADELPHIA 26, PA. 
PHONE: WAverly 7-3500 
DARLINGTON, SOUTH CAROLINA 


CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 








CARS FOR SALE 


Got the customer? 


has the used car! 


All are in fast-selling colors and fully equipped with 
power steering, R & H, 
many with power brakes — the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, Pon- 
tiacs. Sedans, hardtops, wagons and converts — you 
name it, we’ve got it! Low mileage, clean and sharp 


automatic transmission, 


1959 models are now available at Hertz offices across 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: 


Se EI IRS Oe. 








Mr. I. E. Spatig, Hertz Car Leasing Division, 
125 N. Wabash, Chicago 4, IIl., Tel. DE 2-0420 


CARS FOR SALE 


1960 
VOLKSWAGENS 


Equipped with leatherette interiors, tool 
kits, mileage speedometers, heaters, 
ASI windshields, turn signals, bumper 
rails, outside mirrors, wired for sealed 
beams. 


DIRECT SHIPMENT TO 


ANY U. S. A. PORT 


Our prices will be quoted to you in- 
cluding cost, freight, insurance, customs 
duty and excise taxes paid. 


For Best Prices and Details 
Write, wire, phone 


U. N. COMMERCIAL CORP. 


277 Clinton Ave. Newark, New Jersey 
ESsex 1-2880 





’60 LANCIA CLEARANCE SALE — All 


types and models with 200 mi, each at 
savings up to $1,350.00 on Flaminias 
and $1,200.00 on Appias. Motor Italia 
Division, 2000 North Meridian Street, 
Indianapolis, Indiana. WA 6-1334. 


1958-’59-"60 
VOLKSWAGENS 


NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 
Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 


Agencies GmbH. 
Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 








MERCEDES-BENZ 


We import and distribute direct. 
No middleman. 


ALL MODELS 1955 — 1960 


Cars are serviced and cleaned, ready 


for resale. Supply on hand. 


GLOBE AUTOMOTIVE 
IMPORTS, INC. 
Box 508, Montgomery, New York 
Telephone Newburgh JOhn 1-2248 
Cable GLOIMP 


Volkswagens 
1960 Models 


Immediate Delivery — Fully 
Americanized. ASI wind- 
shields, leatherette u pho I- 


double bumpers, di- 


stery, 
rectional signals, all models. 


Wholesale To The Trade 


Call or write: 


LAINE MOTORS 
711 Springfield Ave. 
Newark, N. J. 
ESsex 2-9698 





CARS FOR SALE 





AVIS OF TEXAS 


Cadillac Limousines 
Clean—Fully Equipped—Low Mileage 


Don Housewright 


Dallas RI 8-701! 








Buy Your 


MERCEDES 


in New York 


All Models from 1955 
to 1959 in Stock! 


Let us put you on our mailing list! 
FOREIGN AUTO 


WHOLESALERS, INC. 
1501 Jerome Ave. Bronx, N. Y. 
LU 7-4036 


WE ALSO SHIP CARS DIRECTLY FROM 
GERMANY AT GREATLY REDUCED PRICES! 





CARS WANTED 


CADILLAC LIMOUSINES—NEED CLEAN 
’56, °57 and ’58s. Franz Ridgway, BEIl- 
mont 4-6611, 2836 N. E. Sandy, Portland 
12, Oregon. 

WANTED—ROLLS-ROYCE and BENTLEY 
motor cars—Any year or type—‘‘Largest 
Official retailer in U. 8S. A.’’ Messrs. 
Schaler & Waters, 2000 North Meridian 
St., Indianapolis 2, Indiana, WA 6-1334. 





Heavy on Imports? 
Will Buy 
1960 VOLKSWAGENS 


or Karmann-Ghias—Lots of 6 or more. Also 
interested in other fast moving imports at 
price. Call, write, wire: Morry Webne, c/o 
own & Country Motors, 448! Monroe St., 
Toledo, Ohio, Phone: GR 9-7577. 





TRUCKS WANTED 


TRUCKS—Need half-ton Ford and Chevro- 
lets, 1953 through 1959. Bob White Mo- 
tors, 3510 Avenue E. Ensley, Birmingham 
8, Alabama. 


SHOP EQUIPMENT FOR SALE 


CDOD De Vilbiss spray booth—dismantled 
with gas oven—complete—14’ wide—28’ 
deep—9’ high, Excellent condition, Orig- 
inal cost over $6,000. Priced to sell, Box 
1278, c/o Automotive News, Detroit 7. 


SHOP EQUIPMENT WANTED 
late 


WANTED: 2 Weaver Twin Post Lifts, 
model; 1 front end machine, late model. 
Must be within 200 miles of Cleveland, 
Ohio. Box 1276, c/o Automotive News, 
Detroit 7. 


PARTS FOR SALE 


AUTOMOTIVE BULB #1034, price $14.00 
per hundred; 67 bulb $7.00 per hundred; 
57 bulb $5.50 per hundred—packed 10 
to box. Postage prepaid. Acme Sales Co., 
Box 949, Camden 5, New Jersey. 


BRITISH FORD PARTS—closing out 
$2,700 stock. Best offer over $700, 90% 
interchange with models through ’59. 
Must sell. Waco Motors, 1301 West Flag- 
ler St., Miami 35, Florida. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, 
skill, New York, Phone: 2000, 


PORSCHE PARTS—$18,000 in fresh stocks 
offered substantially below dealer cost, 
or will job lot $500 minimum orders at 
40% off. We have scarce body panels 
for late conv. ‘‘D’’ and gogd quantity of 
sheet metal. Must sell, need room. Waco 
Motors, 1301 West Flagler St., Miami 35, 
Florida. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention: Jim Hope. 


NEED PARTS for a Chevrolet heavy duty 
truck? Try Fuller-White Chevrolet, Tul- 
sa. $250,000 inventory perpetually con- 
trolled. 

HAVE A RAMBLER or Kaiser or Henry J 
or Willys tied up for parts? Try Phil 
Gardiner, Mullica Hill, N. J. Phone: GR 
8-6291. 
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MISCELLANEOUS 


The NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price............ $69.80 
Dealers’ Special Discount 25%. 17.45 














Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


e 
THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price............ $59.80 
Dealers’ Special Discount 25%. 14.95 




















Dealers’ Net with 4 Standard 


plus 2 oes Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
Eastern: Western: 
Five Wheels Ltd. Five Wheels 
599 Y St. prgee | — 
Toronto, tario 525 


Wonieeg 
















1000 EMBOSSED BUSINESS CARDS — 


$3.49. Free delivery, free samples, L-D 
Press, 534 State, Hammond, Indiana. 


IDEAS 


a 
EVERYTHING'S BEEN SAID over and over 
again in dealer advertising but my columnist 
type ads are different. wt enjoy volume of 
readership reached only eature writers, 

do forceful, subtle sone. job for all depart- 
ments. Althou h inexpensive, dealers report 
wonderful results, 90% of dealers renew for 
service each year—proof of unusual value. 
Exclusive rights may still be available to you. 
ite: Edward Fiske Co., Depot Plaza, 
White Plains, N. Y 


3 





OFFICE EQUIPMENT FOR SALE 


BURROUGHS SENSIMATIC, Model F500— 
19 totals. Perfect condition, 
panels. $2,900. Can finance. Flint North- 
ern Corp., 5412 N. Saginaw S&t., 
Michigan. SUnset 9-6261. 

BURROUGHS BOOKKEEPING MACHINE 
Systematic 500. Like New. VAlley 2-9250, 
Detroit. 


SEE PAGE 38 
for the nation's 
TOP AUTO AUCTIONS 
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New Subscription Order’ 
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Send Automotive News to Address Below 

| U. S., Canada and U. S. pera 

| One Year $9 [] or Two Years $16 [J 

All Other Countries — One Year $13 [] or Two Years $22 (] 
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AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 


Car Dealer 1) Truck Dealer [] Manufacturer [J 
Jobber [] Insurance (] Financial [] Supplier [1] 

Make of Car......... ecvesccccesoscgroanccecces Oe cessceuecéusesenen 
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Now, with the first Ad Page Exposure study of the 
entire Post field you know how many exposures to your 
ad page you get among Post, Life and Look readers. 
One insertion in the three magazines gives you more 
than 91 million exposures to your ad page—at a cost per 
thousand of less than $1.00! (Those are proved figures, 
and you know them before the show—not after. ) 











REACH OF THE AD PAGE 
Total Ad Page Exposures tell you the true reach 
of your ad page: 


POST ....... 30,861,000 
ROOK... 20 30,702,000 
ee 30,110,000 ee 


(The Post tops the other big weekly and the bi-weekly, too.) 


Your number one buy...for reach, frequency, response 





New APX study of all three magazines in tiie Post field reveals: 


THE POST IS YOUR 
NUMBER-ONE BUY... 
FOR REACH 
ae 


FREQUENCY 


Because the Post's unique editing 
brings readers back for more, a Post 
ad page gets 17% more exposure to 
the average individual reader than a 
Look ad page . . . 37% more than a Life 
ad page. The Post is the Hi-Frequency 


(Your message gets that 
much more chance te penetrate!) 















Now you can know,.too, your number-one buy in t 

Post’s field. Read the facts and figures below, and youl 
see that one magazine is number one in all three area 
of first importance to advertisers. Number one in reach 
Number one in frequency. Number one in response. & 
you want to learn the secret of our success, just redf 
The Saturday Evening Post! 










Proof of response to the editorial and advertising appeal 
of a magazine is shown by repeat exposure. Your Post ad 
page gets 4 million more repeat exposures among larger 
families (3, 4, 5 or more persons) than a Life or Look ad page 
. . « 2 million more repeat exposures in $4,000-and-over 
households. ($4,000 is where buying power begins.) 





































(You reach families with the need and the money to buy!) 





A CURTIS MAGAZINE 


ice he 


POST 


THE INFLUENTIALS’ MAGAZINE 








